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Superintendent Wikler asserted that 
the ruling will require the company to 
demonstrate thzt the terminal dividends 
proposed bear a reasonable relationship 
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He has an 
EXPERIENCED 


GRASP on his 
client’s problems 








When a life underwriter first 
meets a prospect, a number 

of intangibles come into play. 

You can call them experience — 
judgment —knowledge—training. 
Whatever you call them, they 

are there because of the approach 
this agent takes to his business. 
The John Hancock representative 
has prepared himself with many 

of the courses available through his 
company, and is equipped with 
up-to-date sales material. He 

is ready to give complete service — 
all-important in consistently 
selling larger amounts of 

needed insurance. 
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A record 650 agents and home office officials of the Connecticut Mutual Life 
met to discuss ideas for progress and growth at regional meetings held in Coronado, 
Calif.; Blowing Rock, N. C.; French Lick, Ind.; and Bretton Woods, N. H. 

Throughout the meetings, emphasis was placed on reversing the trend toward 
selling term insurance in favor of selling a greater proportion of permanent insur- 


ance. 


In addition to talks given by company officers, the following agents took part 
in panel discussions: Marvin E. Raguese, Grand Rapids; George E. Deras, Omaha; 
George W. Jackson, Indianapolis; Robert H. Goldsmith, Los Angeles; Royston D. 
Warren, Long Beach; Richard L. Walker, Oklahoma City; Mac W. Updegraft, 
Los Angeles; Howard Y. Blaustein, Utica; I. William Katz, Hartford; Keith C. 
Schuyler, Wilkes-Barre; Howard C. Dehoney, New Orleans; James S. Wilcox, 
Charlotte; S. Russell Mickle, Charlotte; and Richard B. Hardy, Toledo. 

Serving as moderators for the sessions were General Agents Frank Carlucci, 
Wilkes-Barre; Edward C. Jahn, Newark; Robert M. Williamson, Rochesters; James 
H. Farrar, Cincinnati; William T. Beaty, Raleigh; Philip F. Howerton, Charlotte; 
E. Dale Shepherd, Jr., Houston; Michael P. Massad, Dallas; Jack K. Gannon, 
Seattle; W. Robert Moore, Decatur; Robert J. O’Neil, Peoria; and Francis P. 


Beiriger, Rockford. 


One most successful innovation at the meetings was a special program for wives. 
Following an informal coffee hour, wives spoke and actively participated in a series 
of discussions entitled, “How We Can Help”. 


Pres. Zimmerman Sees Outlook Good 


Pictures Bright Future for Company Doing Quality Job on 
Individual Insurance; Resumption of Major Advance 


May Take Two or Three Years 


Calling the American economy essen- 
tially sound, and cautioning against 
“tinkering with it too much at this point,” 
Connecticut Mutual President Charles 
J. Zimmerman confidently predicted that 
by the early 1960’s there would be “the 
greatest market for life insurance sal*s, 
along with the greatest market for the 
sale of all products, that we have ever 
known. 

“It is important to remember that 
economy at this moment is at its high- 
est level in history, with the exception 
of 1956 and 1957,” he said. 

“When we speak now of our five mil- 
lion unemployed, it is important to keep 
in perspective the fact that as recently 
as 1946, when Congress passed the so- 
called Full Employment Act, we were 
hoping we could keep unemployment at 
a level somewhat below five million, but 
this figure was considered to be some- 
what utopian. 

“It is important too, to keep in perspec- 
tive the fact that our gross national 


product which less than a year ago was, 


going at the rate of $440 billion a year, 
is still going at the rate of $420 billion 
a year, off a mere 4%%. Recall that 
from 1929 to 1933 gross national product 
went off 48%. 

“What is going on today is essen- 
tially healthy,” Mr. Zimmerman declared. 
“Just as in our own personal lives we 
have certain excesses which eventually 
must be corrected, so this is true in our 
nation’s economic life. In your life, and 
I know in mine, there have been bad 
years. To expect that this will not be 
true of the national life is entirely un- 
realistic. 

“The thing we must guard against 
here is trying to cure economic ills by 
political action. There are no political 
cures to economic ills. There is no easy 
way to have a sound economy. The 
future of this economy, which I cer- 
tainly think is a very bright future, 
will depend on people. 

‘It will not depend on what is done 
on Pennsylvania Avenue in Washington, 
nor on what is done on Madison Avenue 
in New York. It will depend on what 
appens on Main Street, USA, and on 
what happens in the market place. It 
will depend on what people do—you and 
—because it is people who make pro- 
ress, people who make recessions, and 
People who make prosperity. 

_ My own guess is that we have not 
hit bottom yet. We may have three or 





CHARLES J. ZIMMERMAN 


four months of further downturns. Nor 
do I think we’re going to see any tre- 
mendous move following this downturn 
for a period of at least three or four 
years, but I do think that we have an 
essentially sound economy and if we 
don’t tinker with it too much at this 
point, then I think we are in. 

“Starting about 1961-1962 we will see 
another very, very good rise uphill. In 
the meanwhile you still have a great 
market for the sale of life insurance. 
By the early 1960's, you’re going to 
have the greatest market for insurance 
sales, along with the greatest market 
for the sale of all products we have 
ever known. 

“It has been estimated that by 1962 
$50 billion worth of new products which 
are not on the market today will be on 
the market. There will have to be capi- 
tal investments for making these prod- 
ucts, there will have to be life insurance 


‘bought to protect the men who invent, 


who develop, and who eventually miar- 
ket and sell these products. You have 
every reason to feel optimistic about the 
present and extremely optimistic about 
the future.” 
Shifting his attention to the company 
(Continued on Page 16) 





Connecticut Mutual Field Leaders’ Meetings 


R. W. Simpkin Urges Better Selling 


A dual appeal for more agressive sales- 
manship and more emphasis on life in- 
surance as savings was voiced by Agency 
Vice President Raymond W. Simpkin. 
The industry is not getting its share of 
the consumer dollar, he said. Although 
the money is there, it is going into hun- 
dreds of luxuries. “Our selling has 
tended to be soft, and we have settled 
for protection rather than emphasizing 
the saving aspects of life insurance.” 

Forced savings is an important factor 
in preserving our financial independence, 
he went on. Not only is there too little 
insurance being sold, but too much Term 
or cheap protection. In 1957 44% of the 
Ordinary life insurance written in this 
country was Term or contained Term 
riders. 

Programming to learn the prospect’s 
needs has been partly responsible for 
this trend. In certain cases Term insur- 
ance may be the best recommendation, 
but its drawback is that too often the 
insured ends up with no cash value and 
no protection. 


“Lately there has been a shift in our 
economic structure from rugged individ- 
ualism to collective effort,” said Mr. 
Simpkin. “We see this evidenced through 
Group and pension plans, through Social 
Security. As necessary as all of these 
have become, it is a fact that they en- 
croach upon our economic freedom. [ 
believe that the desire for personal eco- 
nomic freedom is too strong to allow 
Social Security to get beyond minimum 
needs. Nonetheless, it is a threat, and 
we in the life insurance business have 
a tremendous responsibility to meet it. 

“We all know that the public tends 
to buy what the agent sells. Your job, 
then, demands an ability to persuade 
people to take pride in their personal 
independence and opportunities to con- 
trol their own future. Forced savings 
by means of life insurance to augment 
Social Security at retirement should be 
foremost in your minds, and the living 
values, the saving aspects of life insur- 
ance, should be emphasized in your 
presentations.” 


Life Insurance Viewed As Property 


A stimulating talk on some obvious 
but often overlooked advantages of life 
insurance as property was given by 
Robert P. Proctor, CLU, superintendent 
of agencies. Analyzing a life insurance 
policy, provision by provision, he pointed 
out that while there was only one little 
section on paying premiums, there were 
seven pages describing “what the prop- 
erty (life insurance) will do for the 
purchaser because of what he can do 
with it.” Here are highlights of his de- 
scription of life insurance as the best 
way to accumulate property. 

You all know, he said, that the princi- 
pal reason men don’t buy life insurance 
is because they don’t understand what 
it is and does. Stocks, bonds and sav- 
ings banks have their place as ways to 
accumulate property, but the road is long 
—often too long. Most people don’t 
realize they need a program for accum- 


ulating property that will be self-com- 
pleting in event of death. 

Many things can be used before they 
are paid for, but life insurance is the 
only property which can be owned before 
it is paid for. Installment buying is 
relatively new in our economy, but the 
Connecticut Mutual has been offering it 
for more than a century. 


Advantage of Privileges 


The finest provision in the policy is 
the “exercise of privileges” clause which 
means exactly what it says—the property 
is yours to do exactly what you want 
with. It is far more important to stress 
this point than a lot of irrelevant net 
cost figures which imply, not the owner- 
ship of property, but the giving up of 
property. 

The convenient and flexible denomina- 

(Continued on Page 16) 





Russell Would Sell 
Old-Fashioned Values 


James L. Russell, CLU, agency secre- 
tary, stressed the need to reaffirm the 
good old-fashioned values of life instir- 
ance, which, he said, are often taken. for 
granted or obscured by new-fangled 
ideas. 

The variations in the controversy 
about Term and invest the difference, 
about bank loan plans, about variable 
annuities, are all appropriate in their 
place. “But, in the zealous promotion 
of some of those new ideas and uses for 
our products,” he said, “we seem to 
have retrogressed in our concepts of 
the over-all purpose and place of cash 
value life insurance in our way of life. 

“Perhaps we should? re-examine our 
product for the qua ities which make it 
so dependable and more widely owned 
than any other financial item—qualities 
which make it America’s favorite asset. 

“It is your job as life insurance sales- 
men to be so convinced of the worth- 
iness of your product and so enthused 
about what it can do for prospects, that 
you go and see them—now—with a sense 
of urgency that is contagious. Only 15% 
of those over 65 today have as much 
income as $2,000 yearly, even with Social 
Security and life insurance and a life- 
time to prepare. Surprisingly enough, 
despite the sale of billions of dollars of 
life insuranee every year, American peo- 
ple have insured barely one and a half 
years income.” 


Sees Big Opportunity In 


Smaller Business Field 


E. A. Starr, assistant agency vice 
president, assisted by Paul A. Hoeffer, 
assistant counsel, reasserted his belief 
that the greatest opportunities for 
growth of the company, of its agencies 
and of individual agents lie in the various 
areas of advanced sales. 

“The employe plans field continues to 
offer almost unlimited opportunities for 
new growth, particularly in the small- 
case market,” he declared. “Of the six 
million business concerns in the United 
States, only 750,000 are corporations. The 
balance are partnerships and sole pro- 
prietorships. 

“In face of these figures,” he con- 
tinued, “there were only 41,000 qualified 
pension and profit-sharing plans in force 
at the beginning of this year. Further, 
Treasury department statistics * clearly 
show that the size of new qualified 
plans is decreasing.” 

Pointing out that the majority of large 
companies already have employe plans, 
Mr. Starr went on to demonstrate the 
huge market remaining to be tapped 
among smaller business concerns. “Some 
day every concern will have some type of 
qualified plan,” he predicted. “The 
greatest percentage of remaining pros- 
pects are best served by our product— 
individual policy plans. This is your 
challenge. The business is there. The 
agent who goes after it, will secure it.” 
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We’ve never heard of any TERM IN- 
SURANCE RATES more _ competitive 
than ours for amounts under $25,000. 
For example: At age 35, a 5-year term 
policy renewable and convertible to age 
60 costs only $6.58 per thousand ($10,- 
000 minimum policy). Call me today for 
other low term rates. 

PAUL FISHMAN, Brokerage Manager 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 
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Terminal Dividends 


(Continued from Page 1) 


commencing with policy anniversaries 
occurring in 1959. Companies were af- 
forded the fullest opportunity to express 
their views, both verbally and by writ- 
ten memoranda, on the various phases 
relating to the payment of terminal divi- 
dends. These views have received the 
careful consideration of the Department 
in the writing of this opinion and de- 
cision. 

Section 216 of the New York Insur- 
ance Law, which is the statutory au- 
thority for the payment of terminal divi- 
dends, provides in part that any domes- 
tic life insurance company “which in 
good faith apportions and distributes its 
divisible surplus . . . on an annual basis 
as dividends to all classes of policies and 
contracts entitled to share therein, may 
apportion and distribute all or any part 
of its accumulated surplus with 
the approvai of the Superintendent, at 
reasonable intervals with respect to any 
policy or contract or on its termination 
by death, maturity or surrender, as ad- 
ditional or extra dividends in an amount 
deemed by him not inequitable in pro- 
portion to the annual dividends paid in 
preceding years on such policies or con- 
tracts.” 

In order to qualify for favorable con- 
siderction for future Department ap- 
proval of the apportionment and dis- 
tribution of accumulated surplus in the 
form of terminal dividends, it is the 
Department’s determination that the fol- 
lowing criteria must be met by domestic 
life insurance companies for the year 
1959 and thereafter: 

1. A company which hereafter pro- 
poses to pay terminal dividends shall 
demonstrate (a) that such dividends 
are equitably apportioned by reason of 


the actual experience for the given 
class of policyholders and particular 
plans and policy durations involved, 


over and above the apportionment for 
regular annual, dividends; (b) that 
such dividends bear a reasonable re- 
lationship to the surplus accumulated 
by the class of policyholders; (c) that 





ALC-LIAA Views Voiced on Pending 


Home Loan Guaranty Legislation 


Wash'ngton — Although a proposal in 
the pending Home Loan Guaranty Cor- 
poration Act which would provide mort- 


gage insurance for the “top” portion of 
a residential mortgage loan has merit 


and should be given further Congres- 
sional consideration, spokesmen for the 
life insurance business told the Housing 
Subcommittee of the House Banking and 
Currency Committee that many of the 
major provisions of the pending bill 
would be discriminatory and financially 
unsound. 


Views of the American Life Conven- 





as to such dividends the company’s 
practices shall be consistent in classi- 
fying policies by years of insurance, 
plans of issue, reserve bases, etc.; and 
(d) that such dividends are “not in- 
equitable in proportion,” i.e., not dis- 
proportionate to the annual dividends 
paid in preceding years for a given 
class of policyholders. 

A company shall justify the inter- 
val after which terminal dividends are 
to commence. 

3. If a company proposes to pay ter- 
minal dividends, it shall do so for all 
terminations by death, maturity, and 
surrender, including settlement op- 
tions. Suitable provisions should be 
made in the cases of reduced paid-up 
insurance and extended term insur- 
ance. 


4. Departmental approval for termi- 
nal dividends shall be obtained annu- 
ally by domestic life insurance com- 
panies. 

Pursuant to the authority conferred 
by subsection 5, of Section 42 of the 
New York Insurance Law, it is hereby 
declared that foreign life insurance com- 
panies and United States branches of 
alien life insurance companies licensed to 
do business in this State, shall substan- 
tially comply with rules 1 to 3 inclusive, 
set forth in the paragraph next preced- 
ing, in the payment of terminal divi- 
dents to policyholders in this State, and 
it shall be a condition precedent to the 
issuance of renewal licenses to each such 
insurer and branch that it file certified 
copies of resolutions with the Superin- 
tendent of Insurance, as adopted by its 
board of directors or other governing 
body relating to the payment of termi- 
nal dividends commencing with the 
year 1959, 


tion and the Life Insurance Association 
of America were presented to the sub- 
committee by R. Manning Brown, Jr., 
vice president, New York Life; Ehney 
A. Camp, Jr., vice president and treas- 
urer, Liberty National Life; and James 
J. O’Leary, director of economic re- 


search, LIAA. 

Stating that the basic idea for mort- 
gage insurance and co-insurance up to 
90% of the value of the property is 
worthy of serious consideration, particu- 
larly if it developed as part of the pro- 
gram of mortgage loan insurance under 
the Federal Housing Administration, the 
ALC and LIAA witnesses cited a num- 
ber of specific criticisms and objections 
to the pending bill. 

They pointed out also that views of 
the bill’s proponents that the legislation 
would be helpful in making more mort- 
gage loans available in small communi- 
ties and remote areas ignore the strides 
made recently through the Certified 
Agency Program and the Voluntary 
Home Mortgage Credit Program. 

Discussing one of the most serious ob- 
jections to this legislation as introduced 
in the House, the life insurance rep- 
resentatives said: 

“Life insurance compi inies would not 
be able to participate in the loan guar- 
anty program as provided in the bill. 
This is so despite the fact that 
life insurance companies are specifically 
designated as eligible for participation. 
As a matter of fact, however, under the 
loan guaranty program most life 
insurance companies could not partici- 
pate under State laws regulating their 
investments even though permitted to do 
so under the bill. . . . 


Violation of State Laws 


“Loans made by life insurance com- 
panies at these maximum terms,” the 
witnesses said, “would involve a violation 
of most if not all State laws regulating 
life insurance company investments in 
mortgages. These laws in most states 
stipulate that mortgage loans cannot ex- 
ceed two-thirds of the appraised value 
of the property unless insured by FHA 
or guaranteed by VA.” 

Another disadvantage voiced by the 
insurance associations was that the leg- 
islation would create a program that 
might ultimately destroy the FHA pro- 
gram as it now exists. This, they con- 
tinued, “would be a serious blow to 
the country because over the years the 
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Guardian Names Wakefield 


Manager in Milwaukee 


Davis Wakefield has been appointed 
manager for Guardian Life in Milwau- 
kee. A native of Milwaukee, Mr. Wake- 
field was an All-Conference football 
player in high school and attended Law- 
rence Co'lege and the University of Wis- 
consin. He served with the Army Air 
Force during World War II, and was 
awarded the Distinguished Flying Cross, 

He entered the life insurance field in 
1946, and was district manager for Equi- 


table Society in Racine prior to_ his 
Guardian appointment. He is a member 
of the Racine-Kenosha Life Under- 


writers Association, and is active in both 
the Kiwanis and the Elks. 





FIRST COLONY MANAGER 


Meade McMillen, CLU, has announced 
the opening of a First Colony Life agen- 
cy in Bethseda, Maryland. The vice 
president and director of agencies named 
John J. English as agency manager. This 
is the first agency established in Mary- 
land. 





contributed a_ great 
to the growth of 


FHA system has 
deal in a sound way 
home ownership.” 
Pointing out the difficulties the new 
program would create for the FHA, 
they said: 
“Under it, 
ards and the 


free of the property stand- 

careful system of inspec- 
tion and supervision carried out by 
FHA, savings and loan associations 
would be enabled to make insured loans 
for as long as 25 years on a high loan- 
to-value basis . . . Without central con- 
trol over appraisals by an experienced 
agency such as FHA which we believe 
imperative if this program should be 
enacted, competitive practices might 
very well lead to many of the loans 
being made in excess of 90% of the 
appraisal. Thus, unsupervised appraisals 
along with speed of commitment, long- 
term amortization, high ratio of loan- 
to-value, and lower insurance premiums 
would give this guaranty program a 
strong advantage over the FHA  pro- 
gram.” 

Another disadvantage of the proposed 
legislation pointed to by the life insur- 
ance spokesmen is that the Federal 
Home Loan Bank would be placed ina 
position which would involve a “con- 
flict of interest” emong its own func- 
tions. The FHLBB was not organized 
to undertake a mortgage insurance op- 
eration, they pointed out, but is mainly 
a Federal banking system for savings 
and loan associations. 

“The program contemplated in the 
bill would inject the Board into mort- 


gage financing operations throughout 
the country carried out through the 
varied lending institutions which _ the 


Board charters, regulates and supervises 
This would be a dangercus departure 
from every sound precedent,” the insur 
ance spokesmen stated. 

The ALC and LIAA spokesmen said 
that the bill would also set up an addi- 
tional and unnecessary government! 
agency in the home mortgage insuranct 
field; would “invite a dumping of prop 
erties on the market in times of de 
pression, further depressing real estate 
values through numerous forced sales, 
and would cause a drain on the Treas 
ury in the event of a substantial bust 
ness down-turn and a wave of fort: 
closures on mortgages guaranteed under 
the bill. 

However, they concluded, “This does 
not mean that, after further careful 
study, it may not be wise and desirable 
to supplement the regular FHA insur 
ance program with an alternative fort 
of FHA insurance of the top portiol 
of a mortgage loan with a co-insurantt 
feature. The life insurance _ busines 
would be pleased to participate in such 
a study with appropriate housing af 
mortgage financing authorities of Cor 
gress and the Administrative branches of 
the Government, as well as represent# 
tives of other private groups in the 
housing and mortgage lending field.” 

























man 


a di 
Spai 
chil 


Ph 
| 


PI 
plete 
with 
is a 

Fo 
comy 
sura: 
7% « 

In. 
reco! 
for t 
Mutt 


now 








ikee 


inted 
lwau- 
Vake- 
otball 
Law- 
Wis- 
y Air 
| was 
Cross. 
eld in 
Equi- 
o his 
>mber 
nder- 
. both 


R 


unced 
agen- 
vice 
1amed 
This 
Mary- 





great 
th of 


> new 


FHA, 


stand- 
aspec- 
it by 
ations 
loans 
loan- 
1 con- 
ienced 
elieve 
Id be 
might 
loans 
vf the 
raisals 
long: 
loan- 
miums 
‘am a 
pro- 


»posed 
insur- 
‘ederal 
d ina 
“con- 
fune- 
anized 
ce Op- 
mainly 
avings 


n_ the 
mort- 
ughout 
h_ the 
h_ the 
rVvises. 
yarture 
insur 


n_ said 
1 addi- 
‘nment 
urance 
prop: 
of de 
estate 
sales, 
Treas 
1 busi- 
— fore: 
under 













s does 
careful 
sirable 
insur 
e form 
portion 
surance 













July 18, 1958 


UNDERWRITER 














FERS ED 


Page 5 








Harold R. Sweet Dies 


Harold R. Sweet, vice president of 
Bankers Security Life, New York, died 
last week at Roosevelt Hospital follow- 
ing major throat surgery. He was 63 
years of age. Born in New York City, 
Mr. Sweet was a graduate of the public 
schools here and attended Tulane Uni- 
versity where he majored in banking 
and business administration. 

He was a veteran of both World Wars 
with the rank of ensign in the Navy dur- 
ing the first World War and lieutenant 
commander and _ executive officer in 
charge of the naval operating base at 
Rio de Janiero, commanding a personnel 
of 3,000 men in World War II. He later 
served aboard troop transports. 

Prior to joining Bankers Security Life 
in 1947 as vice president in charge of 
sales, Mr. Sweet had been a partner in 
the brokerage firm of Greene & Brock 
of Dayton, Ohio, and at that time was 
a member of the New York Stock Ex- 
change. He had also been manager of 
the trading department of W. A, Harri- 
man & Co. 

He is survived by his wife, Margaret, 
a daughter Mrs. Jane Morais of Madrid, 
Spain, a son, Richard, and two grand- 
children. 





Phoenix Mutual Reports 
Best Month in Its History 


Phoenix Mutual Life has just com- 
pleted the best month in its history 
with $30,983,656 in paid business. This 
is a 22% gain over June of last year. 

For the first six months of 1958 the 
company has reported Ordinary life in- 
surance sales of $181,313,613, a gain of 
7% over the same period last year. 

Insurance in force also set a new 
record with an increase of $104,862,646 
for the first six months of 1958. Phoenix 
Mutual’s total insurance in force has 
now reached $1,939,541,385. 





Manhattan 


——> 


"Ask PEYSER 
About It" 


— 


—+ 


PERCY A. PEYSER 
General Agent 


THE MANHATTAN LIFE 
140 West 57th Street 


New York 19 a 


Circle 7-3963 








Midland Mutual Appoints 
C. H. Wolfe at Nashville 


Midland Mutual Life has appointed 
C. Herndon Wolfe as general agent for 
central Tennessee with headquarters in 
Nashville. 

Mr. Wolfe entered the life insurance 
business in 1938 after several years in 


retail merchandising work. He goes to 
Midland Mutual from Business Men’s 
Assurance which he has served as su- 
pervisor in Nashville for the past four 
years. 


Indianapolis Assn. Elects 

The board of directors of the India- 
apolis Association of Life Underwriters 
has elected the following officers for the 
coming year: 

President, Benton H. Burns, 


Massachusetts Mutual; Ist vice 
dent, Richard H. Englehart, CLU, Equi- 
table Society; 2nd vice president, Evan 
Stuart, Mutual Benefit; secretary, C. W. 
Niehaus, Jr., Connecticut Mutual; treas- 
urer, Alex R. Holliday, John Hancock; 
national committeeman, James E. Bettis, 
CLU, Berkshire. 


CEU, 


presi- 


Jefferson Standard Sales 


Sales of more than $25,000,000 in new 
life insurance last month gave Jefferson 
Standard Life its largest June volume, 
and its fifth biggest month, in company 
history, Karl Ljung, vice president in 


charge of agency operations, has an- 


nounced. 

Paid business totaling $106,000,000 for 
the first six months of 1958 boosted 
Jefferson Standard’s insurance in force 
at the end of June to a new high of 
$1,752,844,369, a 5.9% increase over insur- 
ance in force a year ago. 











That’s just one of 4 Family Member Insurance 
Riders. See the other three at right. 


HIGHSPOTS OF THESE NEW RIDERS: 


The Term Insurance on Wife and/or Children is 
convertible to one of a wide choice of permanent 
plans. New commissions paid on conversion. 


Children born after Rider is in force automatically 
insured, 15 days after birth. No increase in premium. 


The Family Member Insurance Rider can be at- 
tached to most Manhattan Life policies. 


Over a Billion of 


INSURANCE 


The Manhattan Life Again Points the Way 


with Its 


Family Member Insurance Rider 


UP TO 


$590,000 


WIFE 
INSURANCE 


or one half amount of Husband’s Basic Manhattan 
Life Policy, whichever is less. 


The Family Member Insurance Rider is available 
in most of the states in which the Company operates. 









pea 


of NEw YORK, 


Home Office: 120 West 57th Street, New York 19, N. Y. 





3 OTHER RIDERS 


CHILDREN INSURED 
by Rider attached to 
Mother’s Policy. 


MOTHER AND CHILDREN 
INSURED 
by Rider attached to 
Father’s Policy. 


CHILDREN INSURED 
by Rider attached to 
Father’s Policy. 


Ask About Paid-Up Provision, 
and Sub- Standard Issues. 


Sorry, We just Haven’t Room 
Here for the Whole Story. 


fATTAN LIFE 
COMPANY 





: & 
FAMILY MEMBER 





y INSURANCE 


x *& & 


Waiver of Premium, 
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R. E Irish Slated For 
Presidency of ALC 


WILL SUCCEED H. J. STEWART 
F. W. Ecker, J. C. Higdon, W. O. 
Menge, and R. J. Wetterlund, 

To Be Executive Committee 





president of Union 
Me., is the unan- 
ALC nominating 


Rolland E. Irish, 
Mutual Life, Portland, 
the 


imous choice of 


committee to be the next president of 


American Life Convention. Announce- 
ment was made by Claris Adams, execu- 
ALC. Mr. Irish 


tive vice president of 


ROLLAND E. IRISH 


will succeed Harry J. Stewart, president 
of West Coast Life, if elected. Mr. 
Stewart, who was elected ALC president 
at a meeting of the ALC executive com- 
mittee last December, following the 
tragic death of ALC President Powell B. 
McHaney, will serve until the close of 
the 1958 annual meeting in October. 
The five-man nominating committee, 
composed of Chairman J. C. Higdon, 
president, Business Men’s Assurance 


Co.; T. A. Sick, president, Security Mu- 
tual of Lincoln, Nebr.; Horace W. 
Brower, president, Occidental Life of 


California; Howard Holderness, president 
Jefferson Standard Life; and Edmund 
Fitzgerald, chairman, Northwestern Mu- 
tual, also selected four men for election 
to the ALC executive committee, the 
governing body of the organization. 
The nominees are Frederic W. Ecker, 
president of Metropolitan Life; J. C. 
Higdon, president, Business Men’s As- 
surance; Walter O. Menge, president, 
Lincoln National Life; and R. J. Wetter- 
lund, chairman of the board, Washington 


National Ins. Co. Mr. Wetterlund is 
nominated for his second three-year 
term, Mr. Ecker, Mr. Higdon and Mr. 
Menge are nominated for three-year 
terms for the first time. 

The report of the nominating com- 
mittee has been sent to the member 


in accordance with the pro- 
visions of Article VI of the ALC con- 
stitution. The constitution also provides 
that the selections of the committee shall 
not prevent other nominations in open 
meeting at the time of the election of the 
president and members of the executive 
committee. Formal balloting will take 
place at the executive session of the 
1958 annual meeting, scheduled for Octo- 
ber 8 at the Edgewater Beach Hoiel, 
Chicago. 

American Life Convention is the larg- 
est international trade association of 
legal reserve life insurance companies. 
Present membership includes 271 com- 
panies in 44 states, District of Columbia 
and three provinces of Canada. These 
companies are responsible for 96% of the 
life insurance in force in the United 


companies, 


States. 








J. T. Dale Succeeds Father 


John T. Dale has been appointed to 
succeed his father, the late Junius C. 
Dale, as general agent for General 
American Life in Montgomery, Alabama. 

Mr. Dale, who has been with General 
American Life as a representative in his 
father’s agency since 1954, attended the 
University of Alabama. His father, Junius 
Clark Dale, 75, died suddenly after a 
brief illness. A resident of Montgomery 
for 57 years, he had been prominent in 
civic affairs. He had been with General 
American Life since 1933. 


White Chief Underwriter 


For American Travelers 


Donald K. White has been appointed 
chief underwriter for American Trav- 
elers Life by President Roy A. Foan. 
Born in Indianapolis he was graduated 
from Tech High School. After attending 
Indiana University he completed the 


LOMA course. Before joining American 
Travelers Life Mr. White spent six 
years with United Home Life and five 
years with American United Life. Mr. 
and Mrs. White have six children. 












Brokers Look 
to GUARDIAN 
for Leadership 


... IN SUB- 


STANDARD 
A &H 































































rated cases! 


Two years ago, GUARDIAN pioneered in writing 
Accident and Health insurance for rated cases on 
an “across-the-board” basis. 


How has it worked? Great! 


Brokers have found that it’s good for their 
clients because they can offer them full 
coverage in most cases where an impairment exists. 


And it’s good for the broker, too, because 
it cuts down on the “not takens” that used 
to result from riders. And we pay full 
commission on the extra premium charged for 


General insurance brokers and surplus writers are cordially 


invited to call the nearest Guardian manager for full in- 


formation, or write ... 


The GUARDIAN Life Insurance Company 
OF AMERICA 


LIFE @® ACCIDENT AND HEALTH @ GROUP 
A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 





To St. Louis for Travelers 































JACK F. POWELL 












The Travelers Insurance Companies 


recently announced the appointment of 











Jack F. Powell as manager of the St. 

Louis mortgage loan branch office in 

Clayton, Mo. Mr. Powell’s association _ida 
with The Travelers began in 1947 as oe 
a mortgage loan representative in the eral 
Portland, Ore. branch office. In 1950, poy d 
he was transferred to Jacksonville, Fla. 0 
He returned to Portland in 1951 and 1929 
was subsequently transferred to Clayton, om 


Mo., and made assistant manager in 1954. 





Mr. Powell attended Lewis & Clark & he \ 
College in Oregon and is a naval veteran & pany 
of World War II. He replaces H. M.§ .,;,,, 
Marsh, who has been transferred to The B- 
Travelers new mortgage loan office in indey 
Houston, their 

The Travelers has also announced that FF has « 
Owen G. Richards will be transferred to ¢jes 
the St. Louis mortgage loan_ branch & Uyj;, 
office as assistant manager. He was fq, 1c 
employed as mortgage loan representa BR more 
tive at Kansas City branch office in & ance 
1950. He was then assigned to Wichita "e 
in 1954 and promoted to assistant mant- & attey), 
ager there in December 1957. Colle; 

Mr. Richards is a graduate of the & stand 
we TE of Wichita and a_ veteran BR of ho 
of the U. S. Air Force. body. 

began 

interr 

. ; War 
Business Men’s Report tte wi 

Total income of Business Men’s As- fi He a: 
surance set a new high in the first six § Schut 
months of 1958. In an interim report BR ngtor 


covering the first half of the year, J. C 


Higdon, president, stated that premium 

income, reflecting a record amount 0! 

insurance in force, rose 7.76% over 4 Ec 
year before, and investment income, re- Equ 
flecting a larger amount of invested B¥ named 
assets at a slightly higher yield than 2§§ pointe 
year earlier, rose 5.82%. Income from all [they ; 
sources increased 9.61% for the six# Adams 


months, as compared with a year ago. G. Eki 


Premium income was $24,130,664 against & Reilly 
$22,393,137; investment income was $3, go); V 
090,790 against $2,920,912, with income f¥Jr. N; 
from all sources totaling $28,987,701 BW. Co 
compared with $26,446,907. K. Lar 

Ordinary insurance paid for in the siXf¥ (both 
months rose 887% to a total of $147; f¥Franci: 
998,052 compared with $135,941,566 a yea f#Klove 

ago. Group writings were down. Total Proulx 





new life insurance paid for this yea 
totaled $163,457,344 spalnat $168,932,951 
a year earlier, a decrease of 3.24%. 

Life insurance in force June 3 
amounted to $1,408,762,337, an increase 
$69,928,691 for the six months and was 
$162,658,468 above a year ago 

Total payments’ to polic yowners 
amounted to $14,119,623 against 312.4 
502 of a year ago. Claims were $11,315, 
508 against $10,022,674; surrenders, div 
dends and annuities totaled $2,804,115 
against $2,460,828. Total disbursement 
for the six months were $23,180,24 
against $21,237,688 a year ago. 
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lers James L. Cole Retires From 


Connecticut General Life 





ipanies 
lent of 
the St. 
fice in 
ciation 


947 as 


JAMES L. COLE 









James L. Cole has retired as super- 
intendent of agencies, Connecticut Gen- 


eral Life. He joined the company’s agen- 


in the fd 
, 1950 8 department 37 years ago and was ap- 
Fla pointed superintendent of agencies in 
ny 3 1929. Under “King” Cole’s direction 
51 and : 2 ’ ; 
‘inyton Connecticut General established 16 new 
mm "1954. B agencies between 1929 and 1950. In 1950 
Clark B he was placed in charge of the com- 
veteran & pany’s rapidly expanding brokerage oper- 
oe ation, devoted exclusively to dealing with 
ne in independent general insurance men and 
their clients. Since then the company 
ed that B has opened 13 additional brokerage agen- 
rred tO cies, and now has 21 throughout the 
branch B United States and one in Puerto Rico. 
le was In 1957 these brokerage agencies wrote 
esent® & more than $57 million of new life insur- 
fice 1 BF ance. 
Nichita A native of Lakeville, Conn., Mr. Cole 
t mat & attended Hotchkiss School and Trinity 
College. At Trinity he was an_ out- 
of the & standing varsity football player, captain 
veteral B of hockey team and president of student 
body. Following graduation in 1916 he 
began his insurance career as an agent, 
Interrupting it to serve during World 
War I as a first lieutenant in the infan- 
rt try with the Rainbow Division in France. 
i's As- BP He and his wife, the former Dorothy 
rst six} Schuttenhelm, make their home in Farm- 
report BF ington, Conn. 
r, J.% 
remium ie BE a 
unt ol e ° 
over of Equitable Unit Managers 
me, re: Equitable Life Assurance Society has 
ivested named 14 new unit managers. The ap- 
than @Bpointees and the agencies with which 
rom al they are affiliated, are: Edward John 
he sixf#Adams and Edward L. Klein (both Coy 
ago. G, Eklund, CLU, Detroit); William H. 
agains MReilly, Jr. (Ernest C. Wentcher, Chica- 
‘as $3; eo); Wilburn G. Ezell (S. G, Robertson, 
income Jr, Nashville); Robert C. Joy (Samuel 
987,77 W. Coombs, CLU, Oakland, Cal.) ; Lloyd 
- Larrabee and Raymond S. Olinsky 
the six@§#(both Arthur D. Hemphill, CLU, San 
| $147; Francisco); Lynel L. Perry (William N. 
a yea fKlove, CLU, Los Angeles); Joseph A. 
Total f# Proulx (Harold P. Drake, CLU, Port- 
is yeat land, Ore.); Robert Ross (Robert L. 
932,95 Wenzlaff, CLU, New York); David L. 
0. Miller (Maxwell M. Shaffran, New 
ine S@PYork) ; Joseph S. Richter (J. Brooke 
ease 0 Johnston, CLU, Newark, N. J.); Richard 
nd was@\. Shiffer (Taft Woody, Harrisburg), 









and Irwin Katzman (Karl J. Peterson, 
CLU, Buffalo). 


rowners 











312,483; Mr. Ezell’s headquarters will be in 
311,313 Knoxville, Mr. Perry’s in Whittier, Cal., 
s, div-MMr. Proulx’s in Pendleton, Ore., and 
804, 11> Mr. Shiffer’s in Reading. Each of the 
sements@other new managers will have his head- 
180,24 juarters in the city where his agency 






S located. 



















Acacia Mutual Life Sets 


New Production Record 


Business written by the Acacia Mutual 
Life during the month of June set a new 
all-time record for that month, accord- 
ing to figures released by the Washing- 
ton, D. C. company. Fieldmen, honoring 
President Howard W. Kacy for 35 years 
of company service, increased the com- 
pleted aggregate to $21,321,000 by June 
30, a gain of nearly 21% over the previ- 
ous all-time high of $17,670,371, set in 
1957. Earlier in the month, on June 11, 
the field force produced $8,669,717 of 


written business in a single day, also a 
new all-time mark. 

This total not only set a new record 
for the month of June, but also was the 
third highest production month on record 
in Acacia’s 89 year history. 

Production gains for the month in- 
creased the second quarter written busi- 
ness aggregate to $56,330,000, up 16% 
over the previous high of $48,492,368 for 
1957.. Placed production through June 


was the second highest half-year aggre- 
gate in the company’s history. 

As the first half of 1958 came to a close, 
business in force rose to nearly $1,634,- 
000,000. 






Carolina Home Expands 
Two additional states have granted 
licenses for operations to Carolina Home 
Life, Burlington, N. C., according to 
Walter B. Clark, first vice president. 


The states are Maryland and Mississippi, 
with the licenses effective as of July 1. 

The addition of the two states brings 
to 12 the number in which Carolina Home 
Life now is operating. The others in- 


clude North Carolina, South Carolina, 
Georgia, Florida, Alabama, Arkansas, 


Virginia, West Virginia, Kentucky and 
Puerto Rico. 
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insu ‘ance business, SUCCESS is™o fen the combination of two 


essential ingredients. A man who knows his prosper ts and the coverage 
they need...a company with coverage to fill those needs. 
Security Mutual agents certainly have the coverage... complete 
coverage in Life, Non-Can, Sickness & Accident, Group and Pension Trust. 
Security Mutual agents are equipped to sell this coverage by training 
programs designed to help them do a bigger, better job; and their work is made 
easier by dynamic sales aids that rea//y help them sell! 





security mutu, 


Richard E, Pille, President. 
Harland L. Knight, Agency Vice President. 


At Security Mutual, we believe the success of our agents is the measure of 
our achievement as a company. For information on Security Mutual 
coverage or opportunities... write 


| life insurance company 


butt Security out Uulual 


80 EXCHANGE STREET, BINGHAMTON, N. Y. 
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EDGAR S. REED 


Edgar S. Reed has been named secre- 
tary, personnel department, The Trav- 
elers Insurance Companies, it has been 
announced by J. Doyle DeWitt, presi- 
dent. It was also announced that Carl 
F. Morisse has been appointed assistant 
secretary, _ life, and Group 
claim department. 

Mr. Reed has been serving as assist- 
ant secretary in the personnel depart- 
ment since May of 1957 when he was 
transferred from the home office’s serv- 
ices department. He has been with 
Travelers since 1938 and was named 
superintendent of the printing depart- 
ment in 1949 and assistant secretary 
in 1952. 

He is a graduate of Carnegie Institute 


accident 





Bankers of Iowa Holds 
President’s Month Campaign 


Written, examined and paid-for Ordi- 
nary life insurance of $42,693,928 was re- 
ported for Bankers Life of Des Moines 
during its June President’s Month cam- 
paign. This figure, 106.7% of the special 


quota set for the campaign, represents 


the biggest President’s Month in the 
history of Bankers Life. 
Enough of this written business 


reached the home office in time to result 
in a regular annual statement, issued and 
paid-for Ordinary production for June 
of $26,139,116 an increase of nearly $6 
million over the 1957 figure. Group pro- 
duction for the month amounted to #,- 
765,244 for a month’s total of $30,904,360. 

New business issued and paid-for for 
the first six months of 1958 totaled $200,- 


200,640. Of this total $122,570,724 was 
Ordinary insurance and _ $77,629,916, 
Group insurance. 

Total insurance in force in Bankers 


Life has reached a new high of $3,103,- 
082,840 by the end of June. Of this total 
$1,778,867,376 was Ordinary insurance 
and $1,324,215,464, Group insurance. 

John G. Vartanian of the Los Angeles 
agency wrote $802,600 new business to 
lead the field force with the highest vol- 
ume of qualifying business during the 
President’s Month campaign. 

Others listed among the leading ten 
salesmen are J. R. Purse, Denver, sec- 
ond; D. R. Meredith, Des Moines, third; 
S. D. Flanz, Houston, fourth; Bob Galli- 
van, St. Paul, fifth; J. M. Jones, Jr., San 
Antonio, sixth; J. M. Sisk, Milwaukee, 
seventh; F. B. Ford, El Paso, eighth; 
J. P. King, Madison, ninth, and H. B. 
Pekkala, Oakland, tenth. 





JOINS OCCIDENTAL OF CAL. 

Arthur F. Northrup has been named 
assistant branch manager in the Grand 
Rapids branch office of Occidental Life 
of California. He was an agent for 
Travelers since 1949, 


CARL F. MORISSE 


of Technology where he received his 
B.S. degree and during World War II 
served as assistant. director, technical 
publications division, Bureau of: Aero- 
nautics, U. S. Navy. 

Mr. Morisse has been with Travelers 
since 1940 when he was named an ad- 
juster in the St. Louis office. He became 
a supervising adjuster there in 1951 and 
last July was brought into the home 
office. In October he was appointed a 
claim office supervisor in the claim de- 
partment. He received his A.B. and 
LL.B. degrees from Washington Uni- 
versity and has been admitted to the 
practice of law in Missouri and in Fed- 
eral courts. He is a veteran of service 
with the Army and served in the Office 
of Provost Marshall General C.I.D. 





Serving 
the 
holders 
of 
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policies 





2,000,000 ~*&— 





from coast to coast in North America 


and in 25 other countries. 


$734 Billion Life Insurance In Force 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


Head Office: Sun Life Building, Dominion Square, Montreal. 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 

















We write Guaranteed Issue: 
FRATERNAL and ASSN. GROUPS 
Also Employer-Employe Groups of 
10 Lives or More at True Group 
Rates 


I. ARTHUR YANOFF 


202 W. 40th St., N. Y. C. 18 
LAckawanna 4-4469 





General Agent 
Eastern Life Insurance Co. of New York 
HOME OFFICE: New York, N. Y. 














' : : or 
Indianapolis Life Up 15% 
Indianapolis Life’s sales volume con- 

tinued at record-breaking levels through 
the month of June, according to Agency 
Vice President Arnold Berg. 

Sales for the month, over $7 million, 
were 15% ahead of the previous record 
June of last year. Sales production for 
the first six months of the year is 14% 
ahead of the record production for the 
same period last year. 

Top salesman for the month was Edgar 
T. Russell of San Antonio, while the 
leading agency was the Nate Kaufman 
Agency of Shelbyville, Ind. 


EAST 
LIFE UNDERWRITING MGR. 
$10,000 


Medium sized Eastern company estab- 
lished 25 years ago, operating in 35 
excellent recommendation in 


Ss. 

The Position: Chief Home Office Under- 
writer, responsible for all Life Under- 
writing and Management of Department. 
Specifications: Age range 35-50, at least 
8 years extensive ome Office Life 
Underwriting plus at least working 
knowledge of Accident and Health. 
Company housed in desirable Eastern 
locale (not New York City). 
By reason of our specialization for two 
decades in the insurance personnel field, 
we have extensive listings of positions 
in all areas of the country r men 
with two years’ experience and up— 
Clerical — Supervisory — Managerial — 
Executive levels. Write for "How We 
Operate.'' No obligation to register. 
Confidential handling all inquiries. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 

















Harrison 7-9040 








LIAMA Survey 


Five thousand life insurance agents 
are now being surveyed by the research 
division of the Life Insurance Agency 
Management Association to determine 
their opinions on developments in_ the 
business which affect them and _ their 
policyowners, The first of these annual 
surveys of agents’ opinion, conducted in 
cooperation with the National Associa- 
tion of Life Underwriters, will make it 
possible to chart trends in the industry 
from year to year. 

The questionnaires were developed by 
LIAMA researchers, mailed by NALU 
and are to be returned to LIAMA head- 
quarters in Hartford. The responses wil 
be processed and tabulated there. 

The questionnaire itself is divided int 
two major categories. The first part has 
questions regarding specific events and 
developments in the insurance business 
such as “What recent developments it 
the life insurance business do you be- 
lieve are most likely to benefit the pub: 
lic?” The second group of question: 
measures opinion on a number of specifit 
topics and will remain constant from 
year to year. 

Both NALU and LIAMA believe that 
with the full cooperation of those te: 
ceiving the questionnaire this survey cat 
become a constructive influence witht 
the agency system. 


Acacia Leader Cited 

Sidney Michaels, Acacia Mutual’s leat: 
ing producer of net new business in 195) 
recently was cited by the Washingtot, 
D. C. company for maintaining hig! 
volume, top quality production throug! 
out the past 17 consecutive months. 

The Los Angeles producer, who we! 
the presidency of the company’s William 
Montgomery Quality Club on the basi 
of more than $1,500,000 in 1957 net net 
has continuousuly ranked among the to 
5% of the field force in monthly produ 
tion since January, 1957. His $90,500 0 
business in May increased his net_nel 
total for the first five months of 1958 ! 
$479,600, an average of nearly $100, 
per month. 

Last year, Mr. Michaels placed 3 
case cases for an average policy size" 
$4,465, and had a_ $1,545,224 net ne! 
total on December 31. He has increas® 
his business in force to nearly $8,500, 
since joining the company in 1945. 
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National L. & A. Passes 
$5 Billion in Force 


TWO-WAY CELEBRATION HELD 





Edwin W. Craig, Eldon Stevenson, Jr., 
Honored on Completion of 45 
Years of Company Service 





National Life and Accident recently 
held a two-way celebration in Nashville, 
with special ceremonies observing the 
attainment of five billions of life insur- 


ance in force, and at the same time 
honoring Chairman Edwin W. Craig and 
President Eldon Stevenson, Jr. on the 
completion of 45 years of company serv- 
ice. 

A specially selected delegation of field 
men, including representatives of each 
of the eight field territories and of the 
field clerical staff, went to Nashville for 
the event, which climaxed six weeks of 
special production which had been dedi- 
cated to the occasion. In honoring their 
two chief executives, the National Life 
field force twice within the six weeks 
broke all-time company production rec- 
ords for a single week, and set a new 
week of over $15 millions of new Ordi- 
nary business received in the ‘home office 
for the final week of the event. 

The program of activities included re- 
ceptions at two hotels honoring the field 
visitors on the evening of their arrival 
and ceremonies held in a downtown 
theatre attended by the home office staff 
of 1,700 people in addition to the guests 
from the field. On this occasion, Mr. 
Craig and Mr. Stevenson received copies 
of a Book of Remembrance which had 
been compiled by the field force and 
silver from the home office staff, with 
presentations made by A. B. Gawronski 
and R. E, Musto, assistant vice presi- 
dents and superintendents of agencies, 
and O. J. Davis, secretary. Lester O. 
Schriver, managing director of the Na- 
tional Association of Life Underwriters, 
was guest speaker on this program. 

Other features of the program included 
a dinner for field visitors at the Belle 
Meade Country Club, followed by enter- 
tainment, and an automobile tour of the 
Nashville area, with company officers 
acting as hosts. A picnic luncheon at 
The Hermitage, famous as the home of 
Old Hickory, Andrew Jackson, and at- 
tendance at the broadcast of the Grand 
Ole Opry, featured on the company’s 
radio station, WSM, wound up the 
schedule of events. 

In moving up to five billions in force, 
National Life established a record of 
growth that has been outstanding in the 
industry. The company reached its first 
billion in force during 1943, passed two 
billions in 1948, went over three billions 
in 1952, made its four billions during 1955 
and passed the five billion mark during 
the first quarter of this year, The 
growth is considered all the more nota- 
ble because the company does not sell 
Group or reinsurance, 

Edwin W. Craig and Eldon Stevenson, 
Ir, began their National Life careers 45 
years ago last month as agents in Dallas, 
just out of Vanderbilt University. Since 
then they have served in every field and 
home office capacity. 





Harmelin Agency, N.Y., Tops 
$5 Million Paid-For to Date 


In the midst of its biggest and best 
year The Harmelin Agency, Inc., general 
agents in downtown New York for Con- 
tinental Assurance, reports paid-for life 
business totaling over $5,000,000 for the 
Ist six months of 1958, This is a 
sizable increase over the 1957 production 
lor the same period. 

Best month to date was in May when 
this agency, operated by David R. and 
illiam Harmelin, led the company in 
paid Ordinary production. 

A banner year in A. & S. sales, pen- 
‘ions and group insurance sales is also 
ting enjoyed by the Harmelins. They 
attribute their success to their educa- 
llonal training program and the active 
eld assistance offered to their brokers. 


Acacia Has Record Gains 


New record highs in placed and com- 
pleted business were established by 
Acacia Mutual Life during May, ac- 
cording to figures released by the Wash- 
ington, D. C. company. It was the second 
straight month in which production ex- 
ceeded that for 1957, a record year. 


Gains of 5% were recorded in both 
categories, the report indicates, 
Completed business, which stood at 


$17,749,000 on May 31, represents a gain 
of 5.3% over the $16,862,322 for May, 
1957. Paid-for business during the month 
reached $14,013,000, a 4.8% improvement 
over the corresponding 1957 month. Both 
1957 totals were previous records. 

The record gains increased business in 


force to nearly $1,630,000,000. 





Indianapolis Life Names 


Joseph Supp in Danbary 
Joseph Supp has been appointed gen- 
eral agent for Indianapolis Life in Dan- 
bury, Conn. and vicinity. A graduate 
of the University of Connecticut in 
1950, Mr. Supp has been active in life 
insurance sales work since his gradua- 
tion. He has completed the LUTC 
course and has taught that course at 
Danbury Teachers College. 











A. & S. CHIEF UNDERWRITER 


Excellent opportunity—Home 
Office of expanding Life Com- 
pany, New York City, desires 
man with broad individual ex- 
perience. Knowledge of a 
desirable but not essential. 
Salary open. Send resume. 

Address Box 2625, The East- 


ern Underwriter, 93-99 Nassau 
Street, New York City 38. 











For 
United States oLife 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
In the City of New York 











Guarantee Mutual Record 

Guarantee Mutual Life, Omaha, re- 
ports that new insurance sales for the 
first six months of 1958 established the 
greatest: production record in the history 
of the company, topping. an unprece- 
dented increase set during the first half 
of last year. 

The Earl J. Knutson Agency of Port- 
land, Oregon is leading the company for 
the first six months with sales totaling 
over two and one quarter million. Four 
other agencies, according to J. D. An- 


derson, agency vice president, are chal- 
lenging closely the Knutson Agency’s 
leadership. They are: the United Invest- 
ment Co., Honolulu, $2,256,244; Anthony 
Novara Agency, Detroit, $2,168,789; 
Carl M., Leonard Agency, Tulsa, $2,146,- 
226, and R. J. Rotthaus Agency, Greeley, 
Colorado with sales totaling $2,036,394. 
Guarantee Mutual’s leading agent for 
the first six months is, Gordon W. Mac- 
key of the Robert J. Rotthaus Agency, 
Greeley, with a sales total of $623,943. 
Mr. Mackey along with four other men 
with The Guarantee, is a 1958 member 
of the Million Dollar Round Table. 














And Now— 
Guaranteed -Insurability 


Lincoln National's new guaranteed-insurability plan assures the policy- 
holder the right to buy additional permanent insurance at standard rates at 
three-year intervals between ages 25 and 40. In addition, it immediately 


provides decreasing insurance protection to age 40. 


This new plan is another reason for our proud 


claim that LNL is geared to help its field men. 


The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 
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Ralph K. Lindop Leaving Monarch 
Life; To Announce Future Plans Later 


Ralph K. Lindop, who has been general 
agent of Monarch Life in New York 
City since May, 1946, will no longer be 
connected with the company as of Sep- 
tember 9, 1958. Mr. Lindop is now con- 
sidering a number of top executive offers 
and will make his decision known at a 
later date, 

In 11 years’ time Mr. Lindop has built 
a 60-man agency, the largest of the 
company, with average earnings per full 
time agent of $15,000 a year. His agen- 
cy’s 1957 production was $12,112,726 paid- 
for life business and $544,000 in A. & H. 
annual premiums, and it was the sixth 
consecutive year that the agency had led 
the Monarch. The 1958 production 
through July 9 was over $6,000,000 in 
paid-for life business and $330,660 in 
A. & H. annual premiums, 

The agency’s life insurance in force 
at the end of 1957 was $40,000,000 with 
$1,900,000 in A. & H. annuals. Of the 
total gain by Monarch Life last year in 
number of policies (6,524) the Lindop 
agency produced 1,794 or 28.3%, accord- 
ing to Mr. Lindop. Over a 10-year period 
the agency’s claim ratio has averaged 
39% while the 1957 lapse rate as of last 
December 31 was 2.5%. 


Lindop’s Background 


In addition to his production back- 
ground Ralph K. Lindop had 17 years of 
home office experience with The Pruden- 
tial of Newark and almost a year in The 
Travelers’ home office. A native of Selma, 
Ala., and a graduate of University of 
Chicago where he majored in political 
science, he studied law for two years at 
University of Chicago Law School and 
then became principal of the Wilsonville 
Consolidated Schools, located in Shelby 
County, Ala. However, he decided to 
give up teaching and make law his voca- 
tion. He entered the Florida Law School 
in Gainesville, Fla., and was graduated in 
1930. He is a member of the bar of that 
state and several other states. 

Mr. Lindop then decided to pursue his 
law career in New York City, and landed 
a job with The Travelers to do legal 
work in Greater New York. In three 
weeks’ time he was transferred to the 
home office and assigned to the casualty 
division. Later he was sent to the 
Newark branch office for claim depart- 
ment work. Before long he became a 
liaison man between the claim depart- 
ments of The Travelers and The Pru- 
dential. At that time The Travelers was 
carrying the property and casualty in- 
surance on The Prudential’s field force, 
and all the claims were handled for The 
Prudential by the Newark branch of The 
Travelers. 

After ten months with The Travelers 
Mr. Lindop resigned and joined the home 
office claim inspection department of The 
Prudential where he was assigned to the 
handling of large disability cases. He 
traveled extensively in the United States 
and Canada. After 2%4 years with that 
company he was promoted to assistant 
manager of its claim department. 

In September, 1945 Mr. Lindop joined 
the Monarch Life at its home office in 
Springfield, Mass., remaining there until 
May, 1946, at which time he was selected 
to start “from scratch” the company’s 
present agency at 165 Broadway, New 
York. He has been a member of Mon- 
arch’s General Agents Advisory Council 
continuously since 1947, and also a mem- 
ber of the company’s board of directors 
which will ‘hold its next meeting on July 
30. 

Supervisors of the Agency 


Today the New York agency’s staff 
consists of 56 full time agents and four 
supervisors, namely: Whiting Evans, 
who has been a supervisor for the past 
2% years and prior to that was a large 
personal producer; Fred Hulme, who be- 
came a supervisor in March, 1957, after 
leading the Monarch in life production 
in 1956; Gershen Konikow, the 1957 lead- 





Blackstone Studios 


RALPH K. LINDOP 


ing producer of the Monarch, who was 
promoted to supervisor in January, 1958, 
and Roger Nicosia, who was named to 
his supervisory post in April, 1958. 
Graduates of the Agency include Ben- 
jamin F. Jones, now general agent at 
Cleveland, who in four years’ time has 
boosted his agency there from 49th place 
to third place; John B. English, who 
became general agent in Chicago last 





| FOUND OUT — 

YOU CAN'T BEAT 'EM 
SO | DECIDED TO 
JOIN 'EM — 


CHARLIE SEIBEL 
MANHATTAN LIFE 


(OF COURSE) 


"CHAMP" EDWARDS AGENCY 
551 Fifth Ave., N, Y. 17, MU 2-7330 











O’Sullivan Made Director 
Of ULLICO’s New Office 


Union Labor Life’s Executive Vice 
President Rudolph Ellis, has named 
Daniel E. O’Sullivan director of the 
company’s new western regional office 
in San Francisco. 

During his career with ULLICO Mr. 
O’Sullivan served in the Group under- 
writing department; was assistant to 
the president; and subsequently assistant 
agency manager before -assuming his 
present position. 

A graduate of Fordham University, 
Mr. O'Sullivan plans to live with his 
family in suburban San Francisco. 





November 22 and in seven months’ time 
has more than doubled its paid-for life 
production. James E. Hildebrand, who 
started a “scratch” agency in Beverly 
Hills, Calif., in May, 1957, and is doing 
a ere ible job. Another Lindop Agen- 
cy graduate—Jack James, famed in foot- 
ball circles, was assigned to Newark, 
N. J. as general agent in 1950 but met 
with an untimely, tragic death in the Jer- 
sey Central Railroad train crash outside 
of Red Bank, N. J. on Feb. 6, 1951. 
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A WELL-BALANCED COMPANY 


June paid business 35.6% ahead of 


last June. 


First six months, 10.4% ahead of 
first six months last year, and 
17.2% ahead of same period 1956. 


Insurance in force increased to 


$1,120,422,134., 





The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 


PHILADELPHIA © PENNSYLVANIA 





THE LEE NASHEM AGENCY 
“The Major League Agency” 


Interested in Top Grade 
""AGENCY SUPERVISOR" 
experienced if possible, otherwise will 
train right man. 
Must have successful Personal — 
record of quality b in 
class. 
Two of our recent Agency Supervisors are 
now General Agents. 
We cre anxious to help men progress and 
will help you if you have the ability. 
Good Income — Confidential 
Call: Lee Nashem — OXford 7-2950 











LEE 





Bankers National to Open 
Regional Field Offices 
Plans to open two regional field offices, 
the first in the company’s history, were 
John D. Brundage, CLU, 
president of Bankers National Life, 
Montclair, N. J. At the same time it was 
reported that results for the first half of 
1958 showed a 19.1% gain in Ordinary 
paid-for business over the previous year. 
The sites selected for the new offices 
are Chicago and C Ohio. Re- 
gional directors of agencies will be head- 
these 


announced by 


umbus, 


quartered before Sepiember 1 in 
cities to expand agency development and 
recruiting activities in seven states—llli- 
Indiana, Missouri, Michigan, Ohio, 


Kentucky, West Virginia and western 
Pennsylvania. Long range plans call. for 
the establishment of similar regional of- 
fices in other sections of the country as 
the company continues its present rate 
of growth. 

New Ordinary business paid-for during 
the first six months of 1958 amounted to 
21,687,025, an increase of $3,517,752 over 
the same period last year. Total sales 
of $38, 330,974 since the first of the year 
brought the total insurance in force at 
the end of June to $501,558,230. 


nois, 


Best’s 1958 Life Reports 

The 1958 issue (the 53rd annual edi- 
tion) of Best’s Life Insurance Reports 
is now available. It is by far the most 
complete ever published, containing 909 
reports on individual life companies in- 
cluding 65 which appear for the first 
time, with a record of 2,120 pages, 70 
more than last year. 

3est’s Life Reports presents to those 
interested, in or out of the insurance 
business, a reliable and valuable infor- 
mation obtainable in the life insurance 
field. Individual reports contain com- 
plete data covering assets, liabilities, 
and operating gains; distribution and 
character of assets including yields, sig- 
nificant operating ratios as well as gen- 
eral and historical data pertaining to 
the company. Best’s unbiased summary 
opinions are reflected in the reports, and 
where financial positions and_ results 
achieved are better than the industry 
averages, specific recommendation com- 
ments are assigned, 

Of special interest to the individual 
investor or investment dealer is the 
section, “Shareholders’ Data,” which is 
included for those companies where the 
stock is publicly owned. This data in- 
dicates the proportion of total. profits 
allowable to the stockholders, price 
range, dividend record and current divi- 
dend rates, etc. 

Durably bound for heavy use, Best's 
Life Insurance Reports is priced at $25. 
Copies may be ordered from the New 
York home office at 75 Fulton Street, 
or from any of their branch offices 1 
Atlanta, Boston, Chattanooga, Chicag® 
Cincinnati, Dallas, Los Angeles an 
Richmond. 
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HE MAKES THE MOST OF HIS TIME 


The effectiveness of The Union Central’s intensive 
training is plainly evident in the brilliant career of 
Warren L. Stillwell, who signed his contract with 
the Company’s New York Agency as recently as 
January, 1954. Already, this young man has moved 
in among the nation’s leading underwriters. 

Last year was the second consecutive time he was 
designated his Agency’s “Man of the Year,” the fourth 
consecutive time he qualified for his Company’s 
celebrated $500,000 Club, and the second consecutive 
time he sold in excess of $1,000,000 of life insur- 
ance to earn membership in The Union Central’s 
distinguished President’s Club. 


To Mr. Stillwell, however, his most significant 







(Above) Warren Stillwell’s rapid progress has influenced several 
of his friends to join The Union Central, including Steve 
Linardos, who qualified for the $500,000 Club in less than a 
year, Doug Plotke and Ed Barrett, both of whom are on 
schedule this year for sales in excess of $500,000. Above, 
Mr. Stillwell explains how the Company’s research-tested sales 
promotion materials have contributed largely to his success. 


(Right) It is quite apparent that television has an interested 
audience in the Warren Stillwell family. Seated on the 
sofa with Mr. Stillwell is daughter Irene; watching intently 
from the floor are daughter Kathleen and son Warren; seated 
with Mrs. Stillwell are son Michael and daughter Maureen. 


accomplishment during 1957 was in the fact that he 
acquired 133 new clients, a remarkable feat in any 


sales field. 


One reason why he has been able to achieve so 
much in so short a time is defined as simply as this: 
“I keep an eye on the clock and try to talk to as 
many new people as possible every day — especially 
young fathers for whom life insurance is usualiy 
the only practical means of guaranteeing adequate 
protection for their families.” 

For determined young men like Warren L. Stillwell, 
who are interested in people and their financial 
needs, the life insurance profession is filled with 
opportunities to speed up success. 






It is the goal of every 
Union Central under- 
writer to qualify for 
one of the Company’s 
annual conventions. 
This year, Mr. and Mrs. 
Stillwell attended the 
$500,000 Club meeting at 
Boca Raton, Florida, 
and the President’s Club 
meeting held at Holly- 
wood Beach, Florida. 

















THE UNION CENTRAL LIFE INSURANCE COMPANY ~ CINCINNATI 


Security for the American Family since 1867 
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Republic National Sets 7 
President’s Month Record 





JACK G. OLTORF 


June was President’s Month at Repub- 
lic National Life of Dallas, and in hon- 
or of the president and founder, Theo. 
P. Beasley, the production divisions 
achieved an all-time high record for the 
company’s thirty year history. Total new 
life insurance written during the month 
amounted to $97,627,226, which was the 
Month production 
organized in 


President’s 
the company 


largest 
since was 
1928. 

Jack G. Oltorf, Midland, Texas, a 15- 
time qualifier for the Million Dollar 
Round Table, was the company’s leading 
individual producer during the month. 
Mr. Oltorf’s business in honor of Presi- 
dent Beasley amounted to $1,083,000. The 
company’s leading agency was Midland 
with a total of $1,279,500. The Phoenix 
agency was in second place with $1,229,- 
732. In third place for the month was 
the Houston agency with $1,101,706. 





Atlantic Alumni Assn. 
To Maintain Its Status 


The Atlantic Alumni Association will 
maintain its present status, according 


to a letter to members from Association 
President Paul L. Guibord, home office 
general agent for Mutual Benefit. 

A poll of 450 AAA members conducted 
earlier this year results in 72% of those 
replying in favor of keeping the associa- 
tion as it is, an independent group open 
to graduates of LIAMA Schools in Agen- 
cy Management. The questionnaires 
were sent to attendees at the last three 
Association meetings and present and 
former board members. 

The executive committee has decided, 
however, that any general agent or man- 
ager who had attended a LIAMA school 
might invite to the Atlantic Alumni 
meeting one or more of his management 
staff (associate or assistant general 
agents, supervisors, assistant managers 
and district managers). Also any asso- 
ciate general agent, supervisor, assistant 
manager or district manager who had at- 
tended a LIAMA school might invite his 
own general agent or manager, but not 
other management personnel in his cr- 
ganization. 

All graduates of the LIAMA manage- 
ment schools are automatically members 
of the Atlantic Alumni Association. 
There are no other membership require- 
ments and no dues. Whether a school 
graduate has ever attended a conference 
in the past he is still a member and wel- 
come to the association meetings. 

The 1958 meeting will be Thursday and 
Friday, September 25 and 26 at the Hotel 
Roosevelt in New York. 


JOHN KANE SELLS COMPANY 





Life of America (Wilmington) Bought by 
Four Executives of Guarantee Reserve 


Life as Individuals; Kutak Chr. 


John W. Kane, founder and president 
of Life Insurance Co. of America (Wil- 
mington, Del.) has negotiated the sale of 
that company to four midwest insurance 
executives who are officers of the Guar- 
antee Reserve Life of Hammond, Ind. 
Participating as “individuals of equal 
shares” were Jerome F, Kutak, Eugene 
Jaffe, Richard Seidel and Robert Weiss. 
There were no others participating. Sale 
price was reportedly $4,000,000. 

Mr. Kutak, who heads Guarantee Re- 
serve Life, has been named board chair- 
man of Life of America. 

Mr. Kane told newspaper men recently 
that the sale involved all capital stock in 
the company held by himself, his wife, 
daughter and son as the principal stock- 
holders. Mr. Kane, who plans to retire 
from the insurance business, will retain 
ownership of the North American build- 
ing in Wilmington and other real estate 
holdings in the city as well as the pres- 
idency of the State Distributors, Inc., a 
wholesale liquor organization. He for- 
merly was part owner of the Sunshine 
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O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











No, 7 IN A SERIES 
















EQUITABLE LIFE OF IOWA IN 


ILLINOIS 


Nicknamed the Prairie State, but often referred 
to as the Land of Lincoln — Illinois anchors the 
midwest as a rich giant, versatile in every big 
wealth-making industry. In keeping with the pro- 
ductivity of the state, is the life insurance sales 
and service record of these Equitable Life of 
Iowa general agents and their agency asso- 
ciates. We’re proud they’re on our team. 


LIFE INSURANCE COMPANY OF IOWA 


Park Racing Association in Tampa. 

Life of America, founded in 1935, 
started as a mail order hospitalization 
insurance company, and converted to an 
agency setup several years ago when it 
entered the life field. Its business has 
risen from about $2,800,000 in 1953 to 
about $25,000,000 in 1957. Reportedly the 
new owners will retain the company’s 
headquarters in Wilmington, at least for 
the time being. 





Armand C. Pfaff 
Chicago 





Harvey 0. Nelson 
Chicago 





Harold F. Ryan 
Peoria 
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FOUNDED IN 1867 IN DES MOINES 


AGENCY 
MANAGEMENT 
OPPORTUNITIES 


with expanding New England company 
offering Life, A & H, Group. Home 
Office advanced Underwriting assist- 
ance. Immediate openings in Phila- 
delphia, Erie, Long Island, Binghamton, 
Toledo, Columbus, Dayton, and Akron. 
Write in confidence to Box 2619, The 
Eastern Underwriter, 93 Nassau Street, 
New York 38. 




















SAMUEL LEVESTON ELECTED 


President of Connecticut General’s Pres- 
ident’s Club for Third Time; Club’s 
Annual Meeting 


Samuel Leveston, an agent with the 
Hartford office of Connecticut 
General Life, has been named a third 
time as president of the President’s Club, 


branch 


an organization of the company’s lead- 
ing agents. 

Mr. Leveston was selected for the 
honor during the annual President's 
Club meeting held recently at The Bal- 
sams in Dixville Notch, N. H. More than 
250 field representatives, home _ office 
personnel and guests attended the five- 
day meeting. 

James A. Linen, publisher of Time 
magazine, was the speaker at the closing 
session. In his talk, “The Challenge of 
Leadership,” he said that American 
business leaders were devoting some 
10 to 30% of their time to activities in 
behalf of their communities. 

“This participating, through voluntary 
effort, in the betterment of communities 
is peculiar to the United States and 
Canada. It is one of the distinguishing 
features of our society and the source of 
much of its strength.” 

Mr. Leveston, a life member of the 
President’s Club, has earned every honor 
open to a Connecticut General agent. He 
is the company’s first agent to write 
more than $3 million of new life insur- 
ance in a single year, a record he set in 
1956 and repeated in 1957. 


. 

LIAMA School Chairman 

Lee A. Buck, general manager in 
Akron, Ohio for New York Life, was 
elected chairman of the executive com- 
mittee of the Life Insurance Agency 
Management Association’s School _ in 
Agency Management conducted at the 
Edgewater Beach Hotel, Chicago, July 
7-18. Attending the school were 74 field 
management personnel and home office 
executives from 27 states, three Canadian 
provinces and England, representing 34 
companies, 

Also elected to the school’s executive 
committee were: Ronald C. Brown, 
branch manager in Montreal for Great- 
West Life; Charles S. Byers, Jr., regional 
sales manager in Clarksburg, West Vir- 
ginia for Nationwide; Norris E. William- 
son, general agent in Chicago for Con- 
necticut Mutual. Ralph L. Kennedy, 
branch manager in Fargo, N. D. for 
Great-West Life was elected sergeant- 
at-arms. 

Donald Bramley, director of man- 
agerial training, is directing this school, 
assisted by Kenneth L. Hobbs, Fred G. 
Jarvis, Jr., and Lyle B. Pelton, senior 
consultants, 





BALTIMORE LIFE MANAGER 


Fred I. Wunderlick, vice president of 
the Baltimore Life Insurance Co., has 
announced appointment of Paul Lom- 
bardo as manager for the company if 
its Atlantic City, N. J., district. 

Mr. Lombardo, joined Baltimore Life 
as an agent in Norristown, Pa., in 1939. 
He was promoted fo staff superintend- 
ent in that office during 1946, after serv- 
ing two years in the armed forees. In 
1956, he was advanced to home office 
supervisor, 
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W. P. Wisehart Retires 


William P. Wisehart, assistant secre- 
tary of Washington National and man- 
ager of the company’s Ordinary issue 
division and index section, is retiring 
and moving to Harrison, Ark. 

His career in the insurance business 
encompasses 47 years, of which 31 have 
been with Washington National. Start- 
ing in 1911, he worked in the Chicago 
district office of Prudential under the 
direction of James S. Kendall, brother 
of the co-founders of Washington Na- 
tional. 

In 1927, Mr. Wisehart became asso- 
ciated with Washington National and 
during the ensuing years progressed 
from an agent in the industrial depart- 
ment field organization to assistant 
secretary and manager of Ordinary 
issue and index. Mr. Wisehart also 
served on the company’s personnel com- 
mittee and the Junior Management 
Council. 

On June 30, 1958, his last day in office, 
he was ‘honored at a luncheon given by 
the company’s board of directors in 
Evanston’s University Club. During the 
luncheon, Chairman Raymond J. Wetter- 
lund, on behalf of all members of the 
board of directors, presented a_ per- 
sonally-engraved gold watch to Mr. 
Wisehart. 

In retirement, Mr. Wisehart and _ his 
wife, Adah. R., plan to reside in their 
recently-acquired home at Sunset Lane 
and Clifford Street in Harrison, Ark. 
They have one son, W. Rennolds who 
lives in Lombard, IL, with his family. 


State Mutual Half Year 
Sales Show Large Gains 


State Mutual Life of America an- 
nounced substantial sales increases in 
all lines during the first six months of 
1958, 

Ordinary life insurance sales for the 
period were $93,729,000—19% above the 
$78,800,000 total recorded during the first 
half of 1957. Since January 1, the com- 
pany has added 217 new full-time agents 
to its field force. 

The State Mutual Group division regis- 
tered the largest percentage increase as 
annualized new business premiums were 
75% above corresponding 1957 figures. 
Total annualized new business premiums 
were $3,442,283. Group pension, annuity 
and deposit administration fund pre- 
miums led the rise; they were 204% 
ahead of last year. Group casualty pre- 
miums were up 63%. 

June was the seventh consecutive 
record month for sales of the company’s 
individual sickness and accident policies. 


S. & A. new business premiums of 
$249,600 for the half year were 18% 
above 1957. 

Another new high realized was the 


average size of individual life insurance 
policies issued by the company. Through 
June 1, the average policy issued by 
State Mutual had increased to $11,652. 
This was over $1,800 more than a year 


ago, 


Form New Department 

Crawford H. Ellis, president of Pan- 
American Life, New Orleans, has an- 
nounced the formation of a planning and 
methods department in the company’s 
home office. 

The new department will be charged 
with surveying various clerical operations 
for the purpose of analyzing them for 
improvement, elimination of waste effort, 
and reduction in cost of handling paper 
work, In addition, the department will 
design procedures to be followed by 
enployes; such procedures to include 
specification of forms, equipment, area 
layout and man-power. 

Mr. Ellis has appointed Kenneth G. 
Fowler as manager of the new planning 
and methods department. He was for- 
merly methods analyst for the company. 
Prior to joining Pan-American Life, Mr. 
Fowler was methods analyst for Aetna 
Fire, Hartford. A native of Pittsburgh, 
he attended Duquesne University in that 

city. 


G. P. Jahn, Dr. D. M. Haskins 
Appointed by Prudential 


Gunter P. Jahn has been appointed 
actuarial director and Dr. Donald M. 
Haskins has been named assistant med- 
ical director in The Prudential’s north- 
eastern home office 
announcement by Harold E. Dow, Pru- 
dential’s vice president in 
Northeastern operations. They will move 
to Boston on September 2. 


according to an 


charge of 


Prior to this appointment, Mr. Jahn 
was associate actuarial director of Pru- 
dential’s north central home office in 
Minneapolis. He has been with the 
company since 1949, 

Dr, Haskins has most recently been 
associated with the Falmouth Medical 
Associates of Falmouth, Mass. He will 
continue with teaching and hospital ap- 
pointments at Harvard Medical School 
and Peter Bent Brigham Hospital in 
Boston. 


State Mutual Appoints 


Murray in Greensboro 


Robert H. Murray has been appointed 
manager of the Greensboro, N. C., agen- 
cy of State Mutual Life of America. 

A Navy veteran, Mr. Murray attended 
Duke University. He joined State Mu- 
tual Greensboro agency as a _ persona! 
producer in 1955. In September, 1957, 
he was appointed as assistant manager 
of the company’s Greensboro agency. 





JAMES B. O'BRIEN, JR. became an Agent in 1946 for his father, who was then General Agent in Albany for the Berkshire Life Insurance 
Company. He was made Agency Supervisor in 1949, and upon his father’s retirement in 1951 succeeded him as General Agent. 


... actually, a lot more important to your professional 


success than it is to your social life.” 


mad Watemecevacdernen' 
you keep 
is Important... © 


of 





genuinely interested in your personal long-range success, 
not just in hiring you for a fling at selling.” 


“That sounds like good advice.” 


“I guess you mean that my chances of success are better 


if I go with one company than they would be if I went with 


another.” 


“Exactly. You want a company soundly managed and widely 
known for its interest in providing quality service for its 
policyowners. You want a company equipped to train you in 


“You bet it is, and Berkshire Life is 100% that kind of com- 


pany. That’s why I’m convinced that today 
Berkshire presents the greatest potential 


the latest sales methods, using the most modern techniques, 


such as Berkshire’s new “Cinematic Learning”, an industry- 
first film training program. This kind of training will make 
you more valuable to the company, and to policyowners as 
well. That should be most important to you—a company 


for personal growth in the industry! 


ERKS HIRE 


hd 


LIFE INSURANCE CoO. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. * AMUTUAL COMPANY ° 1881 











Page 14 






July 18, 1958 








Asst. Actuary of Colonial 





RALPH G. SWAIL 


Appointment of Ralph G. Swail as 
assistant actuary, Group, for Colonial 
Life was announced by William C. 


Brown, vice president and actuary 

Mr. Swail will be engaged in the 
further development of new Group in- 
surance coverages to be offered by 
Colonial in the near future and in the 
administration of these plans. He began 
his life insurance career in 1950 in the 
actuarial department of Great West Life 
following graduation from University of 
Manitoba where he received his bache- 
lor’s degree with honors. 

Mr. Swail became a Fellow of the So- 
Actuaries in 1956 and _ subse- 
was assistant general manager 


ciety of 
quently 
and actuary of Western Life Assurance 
Co., Hamilton, Ontario. 





ASSOCIATE GENERAL AGENT 


William T. Barmettler has been ap- 
pointed associate general agent of Gen- 
eral American Life in Omaha, Marvin 
3uersmeyer, general agent, announced. 
Formerly associated with General Amer- 
ican Life of Omaha from 1940 to 1956 
as a district manager, Mr. Barmettler 
for the past two years has been affili- 
ated with Franklin Life in Omaha. 





SHENANDOAH SALES RECORD 

Sales of new life insurance in June 
by Shenandoah Life topped all previous 
monthly production records in the his- 
tory of the company, G. Frank Clement, 
CLU, vice president in charge of agen- 
cies, announced. Sales totaled $3,073,182 
—a 10% increase over the same period 
last year. Production of new life insur- 
ance in 1958 now has reached $14,460,407, 
a gain of better than 15% over the first 
six months of 1957. 


LIFE OF VA. CHANGES 

The following changes have been an- 
nounced in Life Insurance Co. of Vir- 
ginia’s combination field: 

James C. Shields, manager of the 
company’s Birmingham district office has 
been appointed regional director of 
agencies and assigned to the home office 
staff. He will be succeeded in Birming- 
ham by Bowen G. Good, field training 
supervisor. 


PROMOTE J. P. LOCASCIO 

Promotion of Joseph P. Locascio, to 
manager of The Prudential’s Long Island 
City, N. Y., district office was an- 
nounced. Mr. Locascio joined Prudential 
in 1942 as an agent in Elizabeth, N. J., 
was advanced to staff manager there 
in 1952, and held that post until his 
present promotion. 








Northwestern Mutual Leaders 


National sales of the agency force of 
the Northwestern Mutual Life for the 
agents’ year ended May 31 reached a 
tctal of $715,108,710, a very close runner- 
up to the record volume achieved during 
the Centennial year in the previous 12 
months. 

Production leaders whose outstanding 
records contributed to these impressive 
results obtained in the first agents’ year 
of the company’s second century of serv- 
ice will be cited by Grant L. Hill, vice 
president and director of agencies, at the 
78th annual meeting of the Northwestern 
Mutual Association of Agents in Milwau- 
kee July 21-23. 

Annual awards made under the Asso- 
ciation of Agents system of honors will 
go to 71 agents who had sales of over 
$1,000,000, 323 over $500,000 and 586 over 
a Quarter Million. The number of pro- 
duction club members is at an all-time 
high, with 1,400 qualifiers against 1,348 
in 1957 in the five top clubs. In the new 
agents’ group, Mr. Hill pointed out, the 
number of bronze, silver and gold button 
winners also set a record with a total 
of 380 against 339 in the previous year. 


List Top Honor Winners 
J. O. Todd, Chicago, qualified for the 
honor of leader in gross volume with 


sales totaling $3,343,493. Others in the 
top ten of this class are Royall R. 


Brown, Winston-Salem, N. C.; H. G. 
Thompson, Jr., Charleston, N. C.; GAs 
Seys, Grand Rapids, Mich.; R. E. Cas- 
telo, Champaign, Ill.; H. L. Maltenfort, 
Chicago; Alden H. Smith, Nashville; 
C. R. Robb, Chicago; S. F. Greeley, Jr., 
Framingham, Mass., and W. A. Weiss, 
Cleveland. 


Leader in the net volume class with 
2,655,732 of paid business was L. T. 
Stern, Minneapolis. Net figures exclude 
all production credits for employe trust 
business. The runners-up were F. W. 
Bowen, Charleston, W. Va.; C. E. P. 
Crauer, Poughkeepsie, N. Y.; Edward 
Russo, Baltimore; F. D. Leete, Jr., Indi- 
anapolis; Herbert Rome, Kansas City; 
Leonard Mordecai, Boston; Joe Thomp- 
son, Jr., Nashville; C. V. Hickman, Eu- 
gene, Ore., and W. A. Briggs, Sacra- 
mento. 

J. J. Lansing, Mason City, Iowa, who 
insured a net total of 140 lives for $1,188,- 
260 was the leader in lives. This gives 
him the presidency of the 1958 Mara- 
thon Club, composed of agents writing 
100 or more net lives during the agents’ 
year. A total of 237 agents earned mem- 
bership in the 50 Lives Club, requiring 
50 or more lives and a gross volume of 
$150,000 or more. L. R. Schultz heads 
the list by virtue of 24 consecutive years 
of having qualified for this club. 


Leaders of Production Clubs 


Annually special honors are awarded 
to the leaders in the five production clubs 


who show the best percentage of their 
largest gross volume in the preceding 
three years, and the largest number of 
net lives written. This year’s winners 
are 

Million Dollar Club: Paul Polizzotto, 
San Jose, Calif., with a ratio of 211%, 
and S. F. Greeley, Framingham, Mass., 
with 114 lives. Three-Quarter Million 
Club: P. W. Staby, New York City, 
229%, and L. R. Schultz, Norristown, Pa., 
121 lives. Half Million Club: W. C. 
Psillas, Hagerstown, Md., 196%, and H. 
A. Robnett, Council Bluffs, Iowa, 102 
lives; Quarter Million Club: E. B. Blei, 
La Salle, Ill., 200%, and D. H. Liene- 
mann, Papillion, Neb., 101 lives. 

Awards of bronze, silver and gold but- 
tons are made in the three classifications 
of the new agents group. Heading the 
gold section this year are W. J. Faucette, 
Durham, N. C., with the greatest per- 
centage of increase over his previous sil- 
ver button production by 109%, and P. 
H. Berger, Chicago, with sales of $1,203,- 
747, In the silver section R. J. Taylor, 
Atlanta, is the leading agent with a 303% 
increase over his bronze button produc- 
tion, who also had top sales with $1,110,- 
507. Of the 209 agents in the bronze 
section, the leading producer is J. H. 
Petersen, Grayling, Mich., with $650,500 
in sales, and the runner- up is R. J. Wolf, 
Stacyville, la., with a production of 
590,100. 





Phoenix Mutual Advances 


A. J. Woodward, K. E. Strout 


Phoenix Mutual Life has announced 
the advancement of two staff members 
in the Boston area. 

Albert J. Woodward, CLU, has been 
appointed brokerage manager of the com- 
pany’s Boston agency. Kenneth E. 
Strout has been named to succeed Mr. 
Woodward as manager of Phoenix Mu- 
tual’s Boston Bay agency. 

Mr. Woodward has been associated 
with Phoenix Mutual since 1941. He has 
managed several of the company’s larger 
agencies and has served on the home 
office staff as a brokerage consultant. 

Mr. Strout joined the company in 
1946 and has had management training 
at Phoenix Mutual’s Boston, Providence 
and New Hampshire agencies. 





American United Names 
W. A. Mahaffey in Miami 


American United Life has appointed 
Willard A. Mahaffey, CLU, as agency 
manager in Miami, Florida. 

Mr. Mahaffey, a graduate of tie Uni- 
versity of Miami, has been in the life 
insurance field for the past six years. 
He is vice president of the Miami Asso- 
ciation of Life Underwriters. 








YES, We Have 
[1.] FAMILY PLAN 


























MORGAN O. DOOLITTLE, 
President 





4 A FAMILY INCOME RIDER TO 65 
: ($20.00 per Thousand) 


THE EXECUTIVE POLICY 
($15,000 Minimum—First year cash value) 


4 GUARANTEED RENEWABLE 
a (Health & Accident—Hospitalization) 


We Welcome Your Inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


An All New== 


DOUGLAS S. FELT 





Agency Vice Pres. 








Has 2nd Milwaukee Agency 

Mutual Trust Life of Chicago has 
appointed Donald Gottschalk as general 
agent in Milwaukee, its second agency 


there. 

Mr. Gottschalk has been associated 
for the past 18 years with his father’s 
general insurance agency, the Security 
General Insurance Agency Corp. Grad- 
uate of Notre Dame University, he served 
in the United States Navy as a lieuten- 
ant commander during the War. A 
native of Milwaukee, he is a member of 
the Wisconsin Association of Insurance 
Agents and of the Milwaukee Chamber 
of Commerce. 








THINK... 


WHY are you paid the same 

commission as the lowest pro- 

ducers in your agency when you 
are consistently a top producer? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 
tinuing reward for attracting 
good producers to your agency? 


@ WHY are your renewal commis- 
sions for low lapses the same 
as paid to other representatives 
for high lapses? 


WHY is your renewal commis- 
sion schedule so low if persis- 
tency is so vitally important? 


WHY are smaller renewal com- 
Q missions paid over a long period 
of time instead of larger com- 
missions paid over a short period? 


Qi has the Accident and 
Health Division of All Ameri- 
can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com- 
panies. 


WHY is All American Life & 
3 Casualty Company, having 

started writing Life Insurance 
in July, 1956, already producing ap- 
proximately one million a week? 


If you want straightforward answers to 
all of these questions . . . write— 


E. E. BALLARD, President, 


ALL AMERICAN 
hie G Crasually 


(ol i ley-Vexe) Dompany 


General Offices: All American Building 
PARK RIDGE, ILLINOIS 
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Albert B. Morrison, resident vice pres- 
ident of Continental Assurance and head 
of its Eastern division which as printed 
last week is currently producing 40% of 
the company’s production has been with 
that organization since the time when 
Continental Assurance entered New York 
State. Born in Philadelphia Mr. Morri- 
son’s experience in life insurance has been 
a long one starting as an agent of Metro- 
politan Life immediately after leaving 


3ucknell University in 1922. He was 
promoted to assistant manager of a 
Philadelphia agency of that company 


and then was assigned to home office 
of Metropolitan as a field training su- 
pervisor from which post he was ad- 
vanced to a staff supervisor. 

Mr. Morrison joined Continental As- 
surance in August, 1945 as superintend- 
ent of agencies, Eastern department. 
When Harlow G. Brown, vice persident 
and in charge of Eastern department, 
retired in April, 1957, Mr. Morrison suc- 
ceeded him as head of this department 
and was appointed resident vice presi- 
dent. Assistant superintendents of agen- 
cies are Edward Malaney, Jr., William 
H. Day and Patrick J. O’Neill. In the 
Greater New York area Continental As- 
surance has 16 agencies. 

Mr. Morrison belongs to insurance 
section of New York Board of Trade, 
Masonic orders, Life Underwriters As- 
sociation of the City of New York and 
civic organizations in Teaneck, N. J., 
where he and Mrs. Morrison live with 
their two daughters. 





A bi-weekly summary of articles and 
news stories about life insurance indus- 
try appearing in 50 magazines and news- 
papers is prepared for executives of 
State Mutual Life once a week by the 
company’s public relations branch. The 
selection and condensation are done 
by John D, Drummey, director of pub- 
lic relations, and Douglas Eglinton, su- 
pervisor of publicity. 





For their work as co-chairmen in a 
recent Savings Bond drive in Hartford 
Charles J. Zimmerman, president, Con- 
necticut Mutual, and Frazar B. Wilde, 
president, Connecticut General, received 
Treasury medallions. They were pre- 
sented to them by Kenneth M. Crane of 
the U. S. Treasury Department’s Sav- 
ings Bonds Division. 

Thomas J. Lupo, real estate broker 
of New Orleans, past consul commander 
of New Orleans Palmetto Camp 2, 
Woodmen of the World Life, and offi- 
cer and director of more than a dozen 
businesses, is one of 12 outstanding ex- 
ecutives selected by Harvard University 
to attend a two-week conference on 
“Religion and Ethics in Business Policy 
Decisions.” The conference, scheduled 
July 22- August 1, is sponsored in co- 
operation with the Danforth Foundation. 

Mr. Lupo’s most recent business un- 
dertaking is Monorail of Louisiana, Inc. 
He is president and director of this 
organization, now acquiring franchises 
and rights of way for the world’s first 
modern aerial rail transit system, to be 
located in New Orleans. Cost of this 
project is expected to approximate 


$16,500,0000. 





City College’s Baruch School of New 
York City will offer a course in “Life 
Insurance Accounting” for the fall se- 
mester, it was announced by Dr. Robert 
A. Love, director of the Evening and 
Extension Division. 

Designed to familiarize students with 
the technical aspects of life insurance 
accounting, internal auditing and tax 
problems the course will meet on 
Wednesdays from 6:20 o'clock to 8 














Matar 
ALBERT B. MORRISON 





o'clock, beginning October 1. 

Mail registration will be accepted 
from August 15 to September 5. Ap- 
plications ant course information may be 
obtained by contacting the Evening 
Session Office, CCNY Baruch School, 17 
Lexington Avenue, New York 10, N. Y., 
ORegon 3-7700. 

Uncle Francis 





NEW POST FOR D. B. SIMON 

Provident Life & Accident has ap- 
pointed Donald B. Simon as division 
manager of its Chattanooga group office. 
Mr. Simon, formerly engaged in group 
sales work in Los Angeles for another 
company, will supervise Provident’s 


group sales and service work through- 
out east Tennessee. 








RETIREMENT 
PLANNING 





ANNOUNCING 





changing times. 


Ss 





Two New Group Plans 


Group Retirement and Group Auxiliary, combining 
retirement income and death benefits. These modern 
group plans provide the business owner’s answer to 
: retirement planning today that will meet tomorrow’s 


For the newest look in retirement plan- 
ning — and a complete line of pension 
products, both group and individual, call 
our local office. Connecticut General Life 
Insurance Company, Hartford. 


CONNECTICUT GENERAL 








17 Acacia Branches Pass 
$1 Million in 1958 Sales 


A total of 17 Acacia branches passed 
the $1 million mark in 1958 paid-for 
business by the end of May, according 
to a listing recently released by the 
Washington-based company. 

Placed aggregates for District of Co- 
lumbia, Los Angeles, Norfolk, northern 
Virginia and Newark—the five leading 
agencies—range from $2.7 million to 
$6.5 million for the five month period. 


PROMOTE A. T. AVNSOE 
Arthur T. Avnsoe has been promoted 
to brokerage manager in Occidental Life 
of California’s Dallas branch office. He 
has been assistant brokerage manager 
the past year. 





Others well over the million-dollar 
mark are Chicago, San Diego, Durham, 
Milwaukee, Atlantic City, Detroit, Rhode 
Island, San Francisco, Denver, Balti- 
more, Houston and Philadelphia. 








ARTHUR MILTON, GENERAL 
AGENT IN New York Ciry, 
“These plans are meeting the 
market needs of this area to an 
important extent.” 


2ND IN A SERIES INTRODUCING PosTAL’s 
LEADING GENERAL AGENTS. 


TAL LIFE 


$11 FIFTH AVENUE NEW YORK 17, NEW YORK 
GEORGE KOLODNY, President 


"People are buying 


NEW “EQUITY BUILDER” 


—specially designed for split- 





dollar, corporation owned insurance, loan financed 


plans and similar sales. 
$40,000 minimum 


High first year Cash or Loan values! 


Endowment at 90 


NEW “EXECUTIVE SPECIAL” — our low net cost special. 


these plans!" 





$15,000 minimum— Whole Life at 90 


Both policies have these features: 





Full range of liberal Settlement Options! 
Written Sub-standard to 500%! 

Low premium—participating! 

Family Income and Term Riders can be added! 
Issue ages 10-70! Competitive net costs! 


Commissions are high! 





“Equity Builder”—35%, nine 814%! 
“Executive Special”—55%, nine 5%! 


Renewals are fully vested! No minimums, no penalties. You can 
qualify for free Group Insurance and continuous service fees! 
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CONNECTICUT MUTUAL LEADERS’ 


MEETINGS 





Horace Smith Gives Selling Pointers 


In a three-part talk, Assistant Agency 
Vive President Horace R. Smith pointed 
out that there was no reason any agent 
qualifying for a regional meeting couldn’t 
qualify for the Leaders Round Table. 
Here are some of the points Mr. Smith 
made. 

An agent tends to concentrate on 
prospects within five years of his own 
age. There is no law that says this 
should he so. Agents should spend more 
time with older people who have larger 
incomes and more critical life insurance 
needs. 

There is no reason to fear approach- 
ing people who already have a lot of 
insurance. Indeed, studies prove that 
these people are excellent prospects for 
substantial sales. 

Agents should spend more time devel- 
oping business from commercial and in- 
dustrial organizations that didn’t even 
exist 10 years ago, particularly in chem- 
istry, electronics, aircraft and other fields 
benefiting from recent emphasis on sci- 
entific research. 

Professional men, scientists, inven- 
tors, designers and the like have few or 
no assets other than their income-pro- 
ducing potential. They have a critical 
need for life insurance. These specific 
possibilities are just indications of the 
real range and depth of vour market. 
They are kevs to the additional lives, 
the larger policies and the higher premi- 
ums you must have to improve your 
production and income. 

Improvement for the mediocre agent 
usually depends on his working harder. 
Improvement for an agent already better 
than mediocre depends more on working 
smarter. This means not only getting 
more done per hour in the field, but 
also on being more effective in each 
interview. 

Accomplishing more per hour is a 
matter of organization. A  salesman’s 
effectiveness when facing a_ prospect, 
however, depends on his ability to com- 
municate. The key to communication is 
understanding. If you are to understand 
your prospect, and convince him your 


understanding of him is complete, you 
should lead him to talk about his prob- 
lems, his family and his business. 

You must learn to fashion questions 
he can answer. You must strive con- 
stantly to better understand your pros- 
pects, to help them to better understand 
themselves and their problems as well 
as the solutions you are ready to provide. 
Here are a few suggestions toward this 
end: 

1. Constantly remind yourself of the 
importance of communication skill, re- 
ducing any tendency to be gabby. 

2. Re alert to see how learning more 
about the other man, through listening, 
adds to your accuracy in predicting at- 
titude and probable course of action. 

3. Prepare questions which will pro- 
duce answers in which you have a real 
interest. 

4. Remind vonrself that every man has 
a story about himself, his family or his 
business which he would like to tell. 

5. Remind yourself that the flow of 
inform*tion may quickly drv up if the 
good listener becomes a bad listener by 
interruntine, 

6. Remind vourself that you must not 
filter what vou hear through your own 
preindices. Keen an open mind so von 
can understand your prospective client. 
whv he thinks as he does. why he has 
acted as he has, whv he helieves what 
he now helieves. and whv he will prob- 
ahlv do what he wants to do in the 
future. and in what way you may help 
him with his plan. 

Whot are vow strivine fer is a relation- 
ship of aceentance and helief in which 
mutual understondine and appreciation 
have heen completely established. Your 
imacination vour resourcefulness, your 
intuitive skill and vour desire to be of 
greater help to more and more people 
will he rewarded bevond even your pres- 
ent hones and dreams. 

Todav von are all rich in the blessings 
of an ever more comfortable environ- 
ment: tomorrow holds great promise. but 
how much promise is still up to each of 
you. 








Viewed As Property 


(Continued from Page 3) 


tions of premium payments are designed 
to suit the buyer, as it is he who decides 
how much, when, and how often he 
makes payments on the property. Some 
people may argue that the premium is 
too high. The fact is that whenever 
premiums are less than the face amount, 
everything bought with the proceeds is 
bought at a discount. Thus, if a man 
pays $5,000 in premiums on a_ $10,000 
policy, everything his widow buvs with 
the proceeds is bought at a 50% discount. 

Premium payments provide an accum- 
ulation plan with some degree of com- 
pulsion. This is where most men fall 
down. Seventy-five out of one hundred 
savings accounts run for less than six 
months. But an insurance policy pro- 
vides the semi-compulsion which turns 
good intentions into enduring habits. 

The average man thinks of a premium 
notice as a bill. Actually, when he pays 
his premium he is guaranteeing his 
credit rating for tomorrow and setting 
aside a certain amount for himself and 
his family. 

Compound interest is probably the 
most talked about and least used thing 
in existence. Life insurance is one of 
the very few long range property-accum- 
ulation programs which utilizes it. 


Price Is Law 


Another unique feature of this prop- 
erty is its consistent guaranteed market 
value. While the purchase price of every- 
thing else is at an all- time high, the 
purchase price of insurance is at an all- 
time low, 3 
value—is at an all-time 


yet the selling price—its cash 
high. There 


must be some provision for emergencies. 
If the emergency is a financial one, a 
man con borrow 100% of the value of 
his policy, and pay interest only on the 
unpaid balance. 

Some people may ask, “What happens 
if I quit?” The portion of the property 
which has been paid for is automatically 
theirs. They cannot lose on that basis. 
Life insurance provides a scientific 
means of income investment. A man 
would have to save $1,600 a year for 
30 years at 3% compound interest net 
after taxes to finally get $200 a month. 
But $700 will do the same job with 
scientific distribution. 

The total and permanent disability 
agreement states, in effect, “if you be- 
come disabled, we will buy the property 
for you.” Where else can you find these 
provisions? But there is something mis- 
sing. There is nothing about peace of 
mind, and it should be in big print, be- 
cause it represents the immediate enjoy- 
ment which the owner of this property 
receives. However, this is left for the 
agent to explain. 





Manhattan Life Business 
Sets First Half Record 


Sales of Ordinary life insurance by 
Manhattan Life in June, as well as dur- 
ing the first six months of 1958, set a 
record. The June Ordinary volume of 
$14,882,405 paid-for was 56% greater than 
that in June 1957. 

Ordinary business during the first 
half of 1958 totaled $71,694,671, the larg- 
est volume of such business ever sold 
by the company in a six months period. 
Ordinary sales exceeded by 26% those 
in the first half of 1957. 


Wm. H. Whorf On Motivation 


Speaking on the validity of using mo- 
tivation as a means of persuasion, Wil- 
liam H. Whorf, superintendent of 
agencies, emphasized that men need to 
be moved and inspired to act before they 
will buy life insurance. 

“Sometimes,” he said, “we are so sold 
on the extreme logic * life insurance 
that we think that this alone will make 
the sale for us. Often we are afraid to 
use motivation because we think of it 
in terms of pressure. Actually, the agent 
who uses motivation is not using pres- 
sure. Rather, he is pointing out the 
nroblem so clearly that the prospect 
feels pressure from inside himself to do 
something and to do it right away. 

“Often a man tries to postpone the 
decision by saying, ‘Well, I'll think it 
over.” When he says this he is actually 
asking you to persuade him to do the 
right thing. Then it becomes your ob- 
ligation to do everything possible to 
make him buy. 

“There are certain situations under 
which you have no right to motivate a 
man. You have no right to motivate him 
if vou have not clearly established the 
problem, or if you have not shown that 
life insurance is the one and only solu- 
tion to that problem. You have no right 
to motivate until you are sure the pros- 
pect can afford the plan, because a man 
who has been highly motivated and has 
no money is in a terrible spot. Finally, 
vou have no right to motivate when you 
feel that the prospect has no confidence 
in you. 


President Timmerman 


(Continued from Page 3) 


and its agents, Mr. Zimmerman had an 
equally optimistic outlook. Although 
not saying flatly that the Connecticut 
Mutual would not ever enter into the 
accident and sickness or Group fields, 
or even into multi-line operations, he 
did point out that “on the record, a 
company which does a quality job of 
serving individuals by selling individual 
policies through an individual agency 
force using an individual approach to 
individual problems has a very, very 
br'eht future. 

“But there is no room for compla- 
cency,” he continued. “We owe it to the 
public to sell the type of insurance 
which best meets individual needs. We 
can’t operate on the ‘Let the Buyer Be- 
ware’ philosophy. Your responsibilitv 
goes bevond merely making a sale. It 
must be the right kind of sale. A man 
sold the wrong bill of goods takes it out 
on the agent, the company and, indeed, 
the entire business when things go 
wrong.” 

The challange of the future, Mr. Zim- 
merman concluded, “is the challange of 
doing the very best job you know how 
to do, because you are dedicated, be- 
cause you have pride in yourselves, and 
because nothing you do should be un- 
worthy of you.” 





Guardian Makes Mulcahy 
Field Training Assistant 


Guardian Life has announced the ap- 
pointment of Daniel R. Mulcahy as a 
field training assistant in the company’s 
home office. A native of Springfield, 
Mass., Mr. Mulcahy is a graduate of 
Georgetown University. He entered the 
insurance field in 1952 and was an 
agency supervisor for Provident Mutual 
in Washington, D. C., prior to his Guar- 
dian appointment. 

A member of the Washington Asso- 
ciation of Life Underwriters, Mr. Mul- 
cahy qualified for the National Quality 
Award in the past three years, and has 
served on the advisory committee of the 
LUC 


“A motive is something which inspires 
a man and incites him to action. The 
wish to acquire, the desire to protect, 
pride, and the fear of failure or of 
making mistakes are all motives which 
urge a man to buy life insurance. 

“A man acquires and saves money 
through the compulsion to pay _ his 
monthly premiums. He gains pride and 
self-respect by knowing that he owns 
enough life insurance to do a complete 
job. He protects those he loves most by 
reassuring them that they will be financi- 
ally secure if he is not there to support 
them. His fear of failure and making 
mistakes is allayed through the knowl- 
edge that his policy will do good at the 
moment it is most needed. 

“But the greatest motiv ation of all is 
love. A life insurance policy is nothing 
more than the expression of love. Some 
of you will say when it comes to motiva- 
tion that you don’t like to tell life in- 
surance claim stories. Yet think of this— 
some of the greatest motivating stories 
are those which have nothing to do 
with life insurance, but with life, and 
the greatest motive of all, love. 

“There are situations which illustrate 
how men often risk their lives to save 
and protect the lives of their families. 
As no one would hesitate to save the 
lives of those he loves most, whv should 
any man hesitate to put a certain amount 
of money into a plan which is nothing 
more than the expression of the same 
kind of love?” 


Mid-West Conference 


The first two of the nine-man speak- 
ing panel for the 19th annual Mid-West 
Management Conference, French Lick, 
a. October 23-25, were announced by 
W. T. Smith, general agent, Wisconsin 
Natioaat Life, Indianapolis, conference 
chairman. They are Newman E. Long, 
CLU, manager, Great-West Life, Dallas, 
and G. W. Fitzhugh, newly-elected vice 
president in charge of planning and 
development, Metropolitan Life, New 
York 

Mr. Fitzhugh will open the conference 
the afternoon of Oct. 23 with an analysis 
of the future life insurance potential 
and what lies ahead for managers and 
general agents. Mr. Long will speak 
on “Realistic Production Standards.” 

Theme of this year’s conference is 
“Realistic Management Methods for To- 
day’s Conditions.” 

The Mid-West Management ( Confer- 
ence is sponsored annually by the Gen- 
eral Agents & Managers Association of 
Indianapolis and draws attendance from 
coast to coast and internationally. The 
first of the association-sponsored man- 
agement meetings, it has been held con- 
tinuously since 1937 except for two war 
years. 


FRANK A. HILL PRESIDENT 
Consumer Credit Insurance Association 
ow Inc!udes Physical Damage 
Writers; Other Officers 
The Consumer Credit Insurance Asso- 
ciation at its annual meeting in White 
Sulphur Springs, W. Va., formalized 
plans for expz anding its membership to 
include physical damage insurers writing 
such coverage in connection with credit 
transaction’. Formerly, membersihp was 
limited to companies writing credit life 

or credit health insurance. 

Chairman of CIA is John D. Mace, 
vice president, Central States Health & 
Life, Omaha, President is Frank A. Hill, 
vice president, Volunteer State Life. 
Vice presidents are Harold L. Buck, vice 
president. Federal Life & Casualty, and 
William F. Martin, vice president, Stuy- 
vesant Life of Allentown, Pa. Secretary 
is Frank J. Csar, Mid-States Life. Wil- 
liam J. Walsh as general Counsel and 
principal executive officer, 
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Anthony Piston’s 50 Years 


In Life Insurance Field 

Fifty years ago this month, after fin- 
ishing at Boston High School of Com- 
merce, Anthony W. Piston, now chief 


statistician of Boston’s Gene Hays 
agency of New England Life, began 


work as an employe of Boston office of 
Union Central Life. In 1941 he joined 
Northwestern Mutual in charge of its 
statistical and research department. For 
the past four years he has been with 
the Hays agency. 

Father of seven children and grand- 
father of eleven, he and Mrs. Piston 
now make their home in Watertown. 
Tony’s recreations are swimming, stamp 
collecting, choral singing with the Han- 
del and Haydn Society for the past 15 
years four of which he served as its 
secretary. His brother, Walter, Naum- 
berg Professor of Music at Harvard 
College, is one of the world’s leading 
composers of symphonic music. 


Security Mutual Appoints 
Gokey Home Office Gen’! Agt 


Security Mutual Life, Binghamton, 
N. Y. announces the appointment of 
John W. Gokey as general agent for 
the Home Office Agency, with offices in 
the Security Mutual Life Building in 
3inghamton. Mr. Gokey, a native of 
Oswego, N. Y., where he received his 
elementary and high school education, 
earned his Bachelor's degree at Man- 
hattan College, and took a Master’s 
degree at Syracuse University. 

He served with the Army Air Corps 
from December 1942 to November 1945. 
He did overseas duty in England with 
the rank of major, and won the Air 
Medal with seven oak leaf clusters, the 
Distinguished Flying Cross, and the 
President’s Unit Citation during this 
service. He is at present an Air Force 
Reserve officer. After his war service 
and advanced university studies, he 
taught English and served as athletic 
coach in the high school at Mexico, 
N. Y., from 1951 to 1953. In 1953 he 
joined New England Life, which he 
represented as district manager in the 
Watertown area until recently. For the 
past seven months he held a similar post 
with that firm in Binghamton. 

While with that association, he com- 
pleted his Career Underwriting School 
and Management School studies, and is 
at present pursuing courses in the Life 
Underwriters’ Training Course and the 
Chartered Life Underwriters’ program. 
As general agent for the Home Office 
\gency of Security Mutual, Mr. Gokey 
will serve the company in the Bingham- 
ton area where formerly A. Stewart 
Payne represented the company. Mr. 
Payne has made no announcement of 
his immediate plans. 





Kansas City Life Names 
R. A. Jones, B. D. Holmes 


Appointment of Ronald A. Jones as 
director of sales promotion and Brock 
1). Holmes as director of public rela- 
tions and advertising has been voted by 
the board of directors of Kansas City 
Life, W. E. Bixby, president, has an- 
nounced. 

Mr, Jones, who joined Kansas City 
Life in 1950, held the position of super- 
visor of sales promotion before his pres- 
ent appointment. He attended the Uni- 
versity of Kansas City and was gradu- 
ated from the Kansas City Art Insti- 
tute. He is a member of the Advertising 
& Sales Executives Club, Life Adver- 
tiser’s Association and the Advertising 
Round Table. 

Mr. Holmes joined Kansas City Life 
in December, 1957, when he was ap- 
pointed director of public relations. He 
attended the University of Minnesota. 
He is a member of Kansas City Press 
Club; the Chamber of Commerce of 


Kansas City; Advertising & Sales Ex- 
ecutive Club; Kansas City Public Rela- 
tions Society; and is a member of the 
board of governors of the Kansas City 
Safety Council. 


Allstate Life Sales 


Allstate Life has experienced its first 
“million dollar volume days,” President 
Judson B. Branch announced. On two 


consecutive days Iast week, the company 
sold more than $1,000,000 in life insur- 
ance. This month the company entered 
two additional states, Pennsylvania and 
Michigan. 

The total volume sold to date is at the 
$50,000,000 mark, Mr. Branch said. All- 
state Life, which began operation in 
two states late in 1957, now is selling in 
33 states and the District of Columbia. 


Continental Assur. Names 


H. G. Larson, R. P. O’Connor 


Continental Assurance has appointed 
Harvey G. Larson as manager of its 
newly established Minneapolis-St. Paul 
branch office. Richard P. O’Connor, 
Group department regional manager in 
the area, is stationed in the new branch 
office and will work with Mr. Larson in 


developing Group business from twin 
city brokers. 
Mr. Larson was formerly assistant 





HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 











manager of a large twin city agency, 
and Mr, O’Connor was head of Continen- 
tal Assurance’s eastern department sales 
and service staff in New York City be- 
fore his transfer to Minneapolis-St. Paul. 





HIS JOB: To broaden your life and brighten your future—through science 


a 


the wWoTtrUoAk BeEMeri 


IFE INSURANCE COMPANY, NEWARK, NEW JERSEY 













































Mutual Benefit Life’s job: 


TRUE 


SECURITY 


FOR YOUR CLIENTS 
AND YOU 


Just as the scientist and engineer use the 
tools of today to build a better tomorrow, 
so does the Mutual Benefit Life man shape 
the future of his clients and himself. 


In his case the tools are the most up-to- 
date and comprehensive sales aids in the 
life insurance field. 


Mutual Benefit Life provides him with: 


Audio-visual presentations, each thor- 
oughly sales-tested before he gets them. 


Merchandising and educational material 
to reach the most lucrative individual 
prospects, such as: 


a. SELECTIVE GROUP MERCHANDISING— 

An advanced prospecting and selling con- 
cept to put him in intimate contact with 
the business and professional leaders of 
today—and tomorrow. 


b. MEDICAL FIELD KIT AND “MD” PLAN— 
complete guides to the monied medical 
market. 


c. SELECTIVE INCENTIVE PLAN— 

Brand new comprehensive packaging of 
one of today’s hottest selling ideas. Meets 
the needs of the many businesses who find 
theusualemployee benefit plans inadequate. 


Add to these the unique sales approach of 
Mutual Benefit Life’s nationally advertised 
True Security. 


These and other advantages assure the 
Mutual Benefit Life man of a more produc- 
tive business life, a more predictable and 
rewarding future—True Security not only 
for his clients but for himself and his family 
as well. 


MUTUAL 
BENEFIT 
LIFE 


The Insurance Company 
for TRUE SECURITY 
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Washington — The House Ways and 
Means Committee this week was con- 
cerned with three measures of varying 
interest to the insurance industry. 

The committee is slated to give final 
approval to a bill permitting self-em- 
ployed individuals to set up tax-defer- 
rable retirement plans; it approved a 
small business tax relief bill which in- 
cludes a provision to permit installment 
payments of estate taxes under certain 
conditions, and it met in closed sessions 
to work out a Social Security bill. 

The first measure, a modified version 
of the so-called Jenkins-Keogh bill, was 
given tentative committee approval last 
week and, according to Chairman Wil- 
bur D. Mills (D., Ark.), was to be re- 
ported some time this week. 

The bill, as approved by the commit- 
tee, would permit self- employed indi- 
viduals to set aside up to $2,500 a year 
for 20 years in a trust fund, an insur- 
ance annuity, or a life insurance annuity, 
and to deduct this amount from taxable 
income. 

Taxes would not be paid on this fund 
until maturity at the age of 65. How- 
ever, the bill would permit withdrawals 
at an earlier age, but with a severe tax 
penalty which, in effect, would make 
withdrawals taxable at a rate of 110% 
of what the tax would have been had the 
money never been deposited in the spe- 
cial fund. 

The small business tax relief bill pro- 
vides that a portion of the estate tax 
attributable to an interest in a closely- 
held business may be paid over ten an- 


nual installments. This postponement 
would bear interest at the rate of 4% a 
year. 


The committe deliberations on Social 
Security followed conclusion of two 
weeks of hearings on proposals to ex- 
pand and liberalize all facets of the So- 
cial Security Act. Committee officials 
said they expected to complete prepara- 
tion of a bill within a week. 

John Hancock Mutual Life and The 
Insurance Workers of America, AFL- 
CIO, last week reached agreement on a 
new two-year contract covering some 
6,000 industrial life insurance agents. The 
agreement, which has been submitted by 
the union to its membership for ratifica- 
tion was reached just prior to expiration 
of the old contract, thereby averting a 
threatened strike. 

The new contract continues to provide 
for a union shop and dues check-off, 
along with a number of liberalized pro- 
visions: increase in group insurance 
from $10,000 to $15,000; liberalization of 
surgical and hospital benefits through a 
new major medical plan; reduction of 
contributions to the retirement plan; 
high commissions in various categories, 
and an increase in vacation pay along 
with an improved vacation schedule. The 
estimated cost to the company for these 
additional benefits ranges from $4.02 to 
$4.60 a week per agent, according to the 
union, 


Pension Plan Disclosure Bill 


A special House Labor subcommittee 
set up to study welfare and pension 
plan legislation has proposed a disclosure 
measure designed to give covered em- 
ployes pertinent information without 
subjecting the plans to federal regula- 
tion. 

The proposal, designed as a substitute 
for the Senate-passed bill to establish 
a registration, reporting and disclosure 
program under the Department of 
Labor, would require those administering 
all employe welfare and pension plans 
to report all their operations periodically 
in written statements to all covered em- 
ployes. Details of the required state- 
ment would be specified in the bill, 
which has not yet been drafted. 

Furthermore, the bill would expressly 


provide that it is not intended to pre- 
empt state disclosure laws, subcommittee 
chairman Ludwig Teller (D.—N. Y.) told 
the full committee. 

Rep. Teller explained that all welfare 
and 


pension plans would be covered, 





Washington Legislative Situation 


thereby correcting what he termed as a 
major shortcoming of the Senate bill, 
which gives the Secretary of Labor 
authority to exempt plans covering less 
than 100 employes. He pointed out that 
all but about 30,000 of the more than 1 
million plans in existence cover less than 
100 employes. 

Another advantage of the subcommit- 
tee approach, he said, would be the 
elimination of the heavy costs of ad- 
ministering a disclosure program by the 
Labor Department. Estimates of these 
costs have ranged as high as $25-$50 
million, he added. 

Rep. Teller outlined this proposal after 
announcing that the subcommittee had 
agreed to withdraw its mass resignation 
of two weeks ago. The subcommittee 
quit in a huff after eight committee 
members of both parties had requested 
Rep.. Graham A. Barden (D., N. C), 
chairman of the full committee, to ex- 
pedite prompt action on the Senate bill. 
The subcommittee took the position that 
its efforts had been unfairly criticized, 
but later agreed to reconsider the de- 
cision to resign. 

The harmony was 
ever, and the new subcommittee pro- 
posal was hardly discussed. The entire 
hearing was taken up by the hurling of 
verbal recriminations by Rep. Teller on 
the one side, and two of his Democratic 
colleagues on the other side — James 
Roosevelt (Calif.) and Edith Green 
(Ore.), who had been among the signa- 
tories to the letter which started all the 
trouble. 


short-lived, how- 





NALU Meeting Speaker 


Joseph E. Burger, St. Louis sales ex- 
ecutive, world traveler, and speaker, is 
announced as the speaker for one of the 
main events at the September 7-12 an- 
nual convention of National Association 
of Life Underwriters—the joint NALU- 
Life Underwriter Training Council 
Luncheon on September 10, Packing 30 
years of selling experience into a 30- 
minute speech, Mr. Burger’s message 
has heavy impact on business and pro- 
fessional men and women, especially 
those in the sales field. 

Mr. Burger will tell how to do a better 
job of persuading others, how to sell 
one’s ideas, services, and products to 
customers, clients, employes, and asso- 
Ciz ites—how to sell quality goods and 
services instead of cutting the price. 

He draws on a business background 
that embraces 14 years in sales promo- 
tion with the Ralston Purina Co., later 
the vice presidency and sales manager- 
ship of two other companies in the seed 
and chemical industries, respectively, and 
the presidency and sales managership of 
one of the largest independent Chevrolet 
dealerships in the United States. 





Manhattan Life Appoints 
Nussbaum in Kansas City 


Appointment of John A. Nussbaum, Jr. 
as general agent of Manhattan Life in 
Kansas City has been announced by the 
company’s home office in New York. 

Mr. Nussbaum has had broad exper- 
ience in life insurance, having entered 
the field in 1949 with the Massachusetts 
Mutual. Prior to joining Manhattan Life, 
Mr. Nussbaum was associated with Equi- 
table Society. 

member of the National Associa- 
tion of Life Underwriters, Mr. Nussbaum 
is also active in civic affairs and was a 
member of the Lion’s Club and Junior 
Chamber of Commerce in San Antonio, 
his residence until moving to Kansas 
City. 





JOINS OCCIDENTAL 
Melvin F. Wiltsch has been named 
assistant brokerage manager in Occi- 
dental Life of California’s St. Louis 
branch office. Mr. Wiltsch joins Occi- 
dental after serving as an agent in St. 
Louis for Prudential the past four years. 


Building Committee 
Of NALU Gets Out 


SERVED SIX YEARS ON PROJECT 





Trustees and Executive Committee Take 
Over; Cut Maximum Expenditure 
Item to $750,000 





At a series of meetings commencing 
July 13 and continuing through the fol- 
lowing Tuesday the executive committee 
and board of trustees of NALU made 
a thorough study of NALU memorial 
building program and adopted resolu- 


tions designed to point up the Associ- 
ation’s objectives in connection with the 
project. Specifically, the resolutions re- 
duced from $1 million to $750,000 the 
maximum amount to be spent for the 
construction of the building requires 
approval of contract commitments and 
overall specifications for the building 
committee by the executive committee of 
the board, and expands size of building 
committee from five to seven members. 
The resolution was adopted unanimously 
after members of the executive commit- 
tee were given opportunity to outline 
present plans and progress to date on 
the six year old project. 

The conditions in the resolution 
proved unsatisfactory to the existing 
five man building committee and after 
further conferences with trustees the 
members submitted a letter of resigna- 
tion. It was to effect that “after six 
years of continuing and untiring work 
in behalf of the building project it would 
appear that the interest of NALU would 
best be served by our resignation effec- 
tive on this date.” Charles E. Cleeton 
is chairman of building committee, other 
members being Grant Taggart, Herbert 
A. Hedges, John D. Marsh, Osborne 
Bethea. 

President A. C. Adams of NALU called 
a special meeting of executive committee 
and trustees who stated a review of the 
building situation is necessary because 
of progressively rising increase in cost, 
Government restrictions imposed as a 
prerequisite of the construction of a 
building on a site opposite U. S. State 
Department Building now under con- 
struction and prolonged delays in getting 
construction under way. 

President Adams and Lester O. 
Schriver, executive head of NALU, were 
put on building committee. 


L. S. JONES DEAD 
Linwood S. Jones, 47, assistant man- 
ager for Monumental Life in Richmond, 
Va., died recently. 





Doruff Made Supervisor 

Richard E. Doruff, supervisor in the 
Chicago-Keck Agency of Bankers Life 
Co. since July, 1956 and a winner of top 
sales honors, has been appointed a field 
supervisor of the company with head- 
quarters at home office. He will work on 
assignments with agencies across the 
country. 

A native of Chicago he attended Elm- 
hurst and Columbia colleges. In 1951 
he became plant supervisor for Shaw 
Box Crane & Hoist Co. in Muskegon, 
Mich., and then was in sales division of 
Franklin Bindery in Chicago. He joined 
Bankers in January, 1955. 

Mr. Doruff, a U. S. Air Force veteran, 
belongs to Knights of Columbus, Holy 
Name Society and Sunset Park Com- 
munity Association. 





OHIO NATIONAL SALES RECORD 
A record-breaking month of produc- 
tion has been registered by Ohio Na- 
tional Life, Cincinnati, as a result of a 
May contest honoring President M. Rey 
Dodson. Forty-eight general agencies 
exceeded their assigned quotas and 82 
agents had personal production of over 
$100,000 during the month, The grand 
total turned in by Ohio National Life 
field force was $23,730,204. 


Massachusetts Mutual Had 
Its Best Half-Year Record 


Massachusetts Mutual Life in the first 
six months of 1958 had the best sales 
half-year in the company’s 107-year his- 
tory. President Leland J. Kalmbach re- 
ported that during that period sales of 
Ordinary life insurance had totaled $468,- 
063,415. This amount represents a gain 
of $98,735,531, or 26.7% over the same 
period of 1957. 

The company’s 44th consecutive all- 
time monthly sales record for that par- 
ticular month had been set during June 
and that June also was the 70th con- 
secutive month during which the pro- 
duction of the corresponding month of 
the previous year was surpassed. 

As reported by the 102 general agen- 
cies of the Massachusetts Mutual, $75,- 
143,956 of new Ordinary insurance was 
sold during June of this year, an in- 
crease of $16,091,344, or 27.2% over the 
same month of 1957. This followed a 
gain of 31.7% in May, of 36.1% in April, 
of 31.9% in March, of 26.4% in February 
and of 13.5% in January. 

The company also reported that its 
sales of Group life during June amounted 
to $11,026,969, bringing Group _ sales 
totals for the first six months of 1958 to 
$80,018,663. 


Penn Mutual Trustee 
Election of J. Crossan Cooper, Jr., as 
a trustee of Penn Mutual Life, Phila- 
delphia, has been announced by Malcolm 


Adam, president. He succeeds Oliver 
DeG. Vanderbilt II] who has resigned. 
Mr. Cooper is a partner of Venable, 
Baetjer and Howard, Boston law firm, 


and a past president of the Bar Associa- 
tion of B: Mtimore City. 


Sanne Pemastion 
Promotions of Heman A. Marshall to 
the newly created position of superin- 
tendent, Group department, and F, Day 


Light to director, policyholders and office 
Blake T. 


services, were announced by 
Newton, Jr., president of Shenandoah 
Life. 


As superintendent, Group department, 
Mr. Marshall will report to Richard M. 
Moore, vice president, Group depart- 
ment. He will work with the Shenandoah 
Life field force in the promotion of sales 
of Group insurance, as well as servicing 
existing Group contracts. 

Mr. Light will assume the office serv- 
ices duties formerly supervised by Mr. 
Marshall and will continue to administer 
the policyholders service division of the 
company. 

A graduate of Roanoke College, Mr. 
Marshall joined Shenandoah Life as a 
clerk in the policy division in 1940. He 
was named assistant secretary in 1944, 
and became administrative officer for 
the company in 1948. He is a Fellow in 
the Life Office Management Association. 
He is presently serving as Lieutenant- 
Governor of the 16th District of the 
Optimist Club, and is a member of the 
Roanoke Chapter of the National Office 
Management Association. 

Mr. Light joined Shenandoah Life as 
a bookkeeper in the renewal section in 
1928. He was named assistant secretary 
in 1944, and was made manager of the 
policyholders service division in 1954. 
He attended National Business College 
in Roanoke. He is a member of the 
Lions Club and the Toastmasters. 


Charles B. Knight Agency 
Holds May Sales Contest 


Golden Anniversary Mining Operation 
was the theme of one of the most pro- 
ductive May contests ever conducted by 
the Charles B. Knight Agency, Inc., rep- 
resentatives in New York of Union Cen- 
tral Life. The agency’s production staff 
accounted for $6,952,705 of new Ordinary 
business, paid for and delivered. Sub- 
mitted as for the month totaled 
$8,280,626. 

Charles N. Barton, CLU, president of 
Cc. B. Knight, announced that among 
the leaders were Warren Stillwell and 
Stanley Wasserstein. 
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Some interesting facts about 


Chartered Life Underwriters” 
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3 OUT OF 4 
STAY WITH THE 
SAME COMPANY 





THEIR MEDIAN INCOME 
FROM 
LIFE INSURANCE ALONE 
IN 1955 WAS $13,900 





THOSE WHO BECOME C.L.U.’s also tend to move into management and 
executive positions with their companies. When this happens at New England Life, 
as it so often does, we regard it as a bonus return on our investment. The purpose in 
supplying support to the Society and to the men attending is to produce professional 
life underwriters in the strictest sense of the phrase. When this is accomplished, nothing 


but good can result for the man, his clientele, his company and the entire industry. 
*SOURCE: C.L.U. Annual Review, 1957 
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BACKDOOR ENTRANCE 


In an interim report the special sub- 


committee on Welfare and _ Pension 
Plans, Ludwig Teller of New York, 
chairman, has recommended to the 


House comm:ttee on education and labor 


certain lines of inquiry. The first para- 


graph carries an implication that this 


report if adopted in substance might be 
an entrance into Federal supervision by 


the backdoor route. The opening para- 


graphs of the interim report follow. 


The lines of inquiry suggested by our 
special subcommittee is predicated on 
the that our mission is lim- 
ited to registration and disclosure legis- 
lation in the field of welfare and pension 
plans, and does not extend to the field 
of regulation of such plans. But one of 
the results of the contemplated dis- 
closure legislation may be to lay a foun- 
dation for possible future regulatory 
legislation, whether by the States or 
the Federal Government, hence the 
scope of our inquir:es should be broad 
enough to provide adequate information 
in disclosure legislation for pocs ble later 
State or Federal regulatory laws. 

Because of the possibility of such later 
State or Federal legislation Messrs. Al- 
bert H. Bosch, New York, and Joe 
Holt, Caiifornia (subcommittee mem- 
bers), believe that the inquiry should 
extend to possible regulation of welfare 
and pension plans, and whether such 
regulation should be by the State or 
Federal Government. Hence, Messrs. 
Bosch and Holt believe that the in- 
quiry should extend to funding of wel- 
fare and pension plans, eligibility re- 
quirements and other data pertinent to 
regulation, and the relationship of wel- 
fare and pension funds to union finances. 

The full committee has before it the 
subject of welfare and pension plans 
without limitation as regards disclosure 
or regulation. Hence, the report of our 
subcommittee should include a survey 
of all bills pending in the House which 
deal in whole or in part with such 
plans, whether of the disclosure or reg- 
ulatory type.... 

A basic thing to point up and disclose 
is the relationship between the amount 
of money paid for benefit coverage and 
the actual benefits received, in other 
words the value received for the mcney 
paid. This relationship can be ascer- 
tained only by an evaluation of all finan- 
cial transactions and administrative 


assumption 


practices having to do with commissions, 
premiums, 


dividends, rebates, admin- 


_a myth. 


istrative and servicing costs, brokers’ 
fees and other costs and practices. How 
can disclosure of this relationship be 
effectively impelled ? 


EMOTIONALLY DIRECTED 
VERDICTS 

So much is being printed about the 
excessive and often fantastic jury awards 
in the way of liability judgments that it 
is gratifying to see a fine metropolitan 
newspaper send a flock of reporters 
throughout the country to ascertain 
whether the giant awards to plaintiffs 
are freakish or getting to be routine. 

Unfortunately for the insurance com- 
panies, the survey made by the news- 
paper—The Wall Street Journal—dem- 
onstrates that the giant awards are not 
Damages are constantly climb- 
ing in size. That newspaper, for in- 
stance, learned that the Chicago Transit 
Authority last year paid out more than 


$8.8 million, or in excess of 7% of its 
gross income for personal injury and 
property damage accident claims. The 


newspaper also quotes figures showing 
that Illinois Central dollar settlements 
paid in injury claims in 1957 were almost 
double the dollar settlements of the year 
1953. 

One of the most human interest sec- 
tions of the Wall Street Journal article 
grows out of its illustrations of the in- 
jection of emotional courtroom tactics. 
Arthur Mertz, counsel for National As- 
sociation of Independent Insurers, is 
quoted in WSJ as saying that some of 
the counsel for plaintiffs “use the arts 
of Hollywood to whip people into an 
emotional frenzy to grant a_ huge 
amount.” 





John S. Long, a veteran Kentucky 
agent, member of the L ouisville Board of 
Insurance Agents since 1912, is retiring 
from the agency of Long & Gorin, a 
concern originally established in 1883, 
and for years known as Robinson, Wil- 
son & Long. His partner George Gorin, 


and Harry V. Davis, Jr., of Davis & Co., 


also an old concern dating back to 1887, 
have consolidated the new agency to he 
known as Davis, Long & Gorin. The 
combined agencies represent one of the 
oldest organizations in insurance in 
Louisville. 








J. H. Lithgow, chairman of the board of Manufacturers Life, was honored re- 
cently by a_ group of his associates on the occasion of his 50th anniversary with the 


company. Shown on the left making the presentation is C. S. 


Band, vice president 


and director of Manufacturers Life, while G. L. Holmes, president looks on. Wires 


of congratulations from branch offices 


tives of the company had submitted a record amount of business on 





Harold T. Williams, appointed Syra- 
cuse manager of United States Fidelity 
and Guaranty, succeeding L. Brent 
pal now vice president and person- 
nel director, has been with the company 
since 1948 starting in Oklahoma City as 
a fire underwriter. He was assigned to 
Syracuse in 1950 and became succes- 
sively special and state agent, being 
promoted to assistant manager in 1953. 
Born in Liverpool, England, Mr. Wil- 
liams has a Bachelor of Arts degree 
from Alsop School in England. During 
World War II he was an officer pilot 
in the Royal Navy being awarded the 
Distinguished Service Cross. 

* * * 


William B. Tuttle has been appointed 
a fidelity and surety special agent for 
Hartford Accident and Indemnity in 
western Massachusetts. He was gradu- 
ated from the University of Connecticut 
where he majored in marketing and 
joined Hartford Accident as an under- 
writer in the New England office at 
Hartford. 


* * * 


Harold C. Lundgren has been made 
assistant manager of the tabulating de- 
partment of the Glens Falls Insurance 
Co. at the home office in Glens Falls, 
N. Y. He is a graduate of the Univer- 
sity of Rochester and joined the com- 
pany in 1941 in fire underwriting. Later 
he served in the automobile and statisti- 
cal departments. In November, 1956, he 
was promoted to supervisor of the tabul- 
ating service unit. 


* * * 


F. H. Vervoort, state agent in western 


New York, for the Crum & Forster 
Group, has completed 25 years with the 


companies. In honor of this anniversary 
he was invited to New York where he 
was given a luncheon by associates at 
Drug & Chemical Club. Mr. Vervoort, 
who makes his headquarters in Buffalo, 
had a chance to inspect the partially 
completed new home offices of the Crum 
& Forster Group at 110 William Street, 
which are now in use, 


ok * * 


LeRoy F. Behan has joined the Edward 
C. Hughes Insurance Agency of Hudson 
Falls, N. Y. He is a native of that 


town and was graduated from Niagara 
University. He joined the Glens Falls 
Insurance Co, in 1954 and later was 
assigned to the Albany office as a special 
agent. 








around the world reported that representa- 


“Lithgow Day.” 


James H. Windior, financial vice pres- 


ident of Equitable Life of Iowa, is en- 
joying a European tour with Mrs, 
Windsor and two of their sons, Grover, 


who has just been graduated from Drake 
College, and William, 
Drake this fall. son is in 
the general insurance business in Des 
Moines. The Windsors sailed from New 
York July 2 on the “Queen Mary.” 


who will enter 


Their oldest 


* * * 


Martin C. Van Horn has been ap- 
pointed special agent for Phoenix of 
Hartford Companies in South Carolina. 
He is a native of Kentucky and a gradu- 
ate of Morehead College. He will make 
his headquarters in Columbia. 


WILLIAM A. 


ARNOLD 


William A. Arnold, general agent, Jolin 
Hancock, 161 William Street, New York, 
has been named chairman of the life in- 
surance agencies division of USO Fund 
of New York in 1958 campaign. USO 
seeks to raise $1,600,000 in New York 
City this year, the money to be part of 
The Fund used in support of 267 service 


clubs used by personnel in 468 military 
bases in this country and overseas. Mr. 


Arnold, who lives in Greenwich, Conu., 


isa member of that city’s board ‘of esti- 
mate and taxation. 
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A Small Town Mutual Fire Company 
President’s Busy Life 


The Patrons Mutual Fire Insurance 
Co. of Connecticut, organized in 1887, 
which has joined The Insurance Informa- 
tion Office of Connecticut, fellow mem- 
bers including all the leading insurance 
companies of the State, has its head- 
quarters in Glastonbury, Conn. Its pres- 
ident is Sherman K,. Ives. 

Mr. Ives also has a general insurance 
agency located at Morris, Conn., which 
in 1957 had fire and casualty premiums 
exceeding $250,000 and he also operates 
a general life insurance agency with 25 
agents reporting to him and working 
under his direction. He is secretary- 
treasurer of the National Federation of 
Grange Mutual Insurance Companies 
and conducts as well a_ reinsurance 
service for some of them with fire in- 
surance being distributed through his 
office from as far away as the states of 
Washington, Oregon and North Carolina. 

Mr. Ives, who was born in 1902, is so 
good an example of what an interesting 
and busy career the president of a small 
mutual fire company can have in a com- 
munity outside of the metropolitan areas 
that I am giving considerable space to it. 

About 6 feet, 2 inches tall, known by 

the nickname of “Tiny,” here is his 
version of his own story. 
“I attended a one-room district school 
in Goshen, Conn., where I completed the 
eighth grade. My sister and I drove 
daily to Litchfield High School from 
which all my five children have been 
graduated and where I was graduated 
at age of 16. 

“lL worked for one year for my father 

on his dairy farm at Goshen, Conn., and 
then entered University of Connecticut 
in fall of 1919. At that time I did not 
intend to go to college for more than 
two years. I studied agriculture. To 
college with me I brought some feathered 
chickens which helped pay my expenses. 
Altogether I was in college three and 
a half years and graduated with honors 
In agriculture. 
_“I then worked on my father’s farm 
lor another year after which he turned 
the farm over to me. I paid him interest 
on his entire investment at 6% and he 
went to work for me. This continued 
trom 1924 to 1930 when I turned the 
larm back to him after my wife and I 
purchased her home farm (then vacant) 
here in Morris where I have been ever 
since. 

“In the fall of 1928 when IT was master 
of Litchfield Grange the National Grange 
Mutual Liability Co., which then wrote 
automobile insurance for Grange mem- 
ers only, got in touch with me seeking 
advice and information about getting a 
representative as an agent. As I had 
10 experience in insurance I was re- 
uctant to take the position but finally 


did as a side line. It was in 1928 that 
was licensed as its agent. Before a 


year went by I became fascinated by 
ltsurance and enlarged my connection 























My general insurance agency 
at Morris has more than 3,000 clients. 


with it. 


We employ three men full time as 
assistants and four secretaries for office 
work.” 

Mr. Ives has held so many grange 
offices that he can’t remember them all. 
He has been master of the Litchfield 
and Morris subordinate granges and the 
Connecticut State Grange for years. At 
present he is chairman of the state 
grange’s legislative committee. 

While master of the state grange he 
worked out and sponsored an idea, as- 
sisted by President Jorgenson, which 
resulted in the Grange turning over to 
University of Connecticut $20,000 for 
the construction of a dormitory now 
called “Grange Hall,” and the establish- 
ment of Grange scholarships of $70 each 
for 24 boys and girls at the university. 
Also, he created a plan whereby Group 
hospital benefits were made available to 
Grange families in Connecticut Hospital 
Service, Inc. (Blue Cross.) There are 
now more than 17,000 persons in rural 
Connecticut receiving these benefits. 

In May, 1947, Mr. Ives spoke for the 
National Grange at President Truman’s 
fire prevention conference in Washing- 
ton. He is a director of the First Na- 
tional Bank of Litchfield, treasurer of 
Litchfield Community House, Inc., secre- 
tary of Civitan Club of Thomaston, 
Conn., director of the county YMCA 
and secretary-treasurer of National Fed- 
eration of Grange Mutual Insurance 
Companies. 

Here are some more affiliations. He 
is a member of the Connecticut Dairy- 
men’s and Connecticut Poultry Pro- 
ducers associations, Goshen Agricultural 
Society, a trustee of Morris Congrega- 
tional Church and a director of Morris 
Cemetery Association. He was an assess- 
or for town of Morris for six years and 
the town’s treasurer for two years. With 
the Morris Volunteer Fire Department 
he is treasurer. He has been master 
of his local Masonic lodge, served 12 
years as secretary of Mountain County 
Pomona Grange, his wife now being 
secretary. 

Mr. Ives was chairman of the Connec- 
ticut committee for observance of the 
200th anniversary of the founding of 
mutual insurance in this country. Chair- 
manship of his local draft board was 
another position. Acting for his state 
grange he conferred degrees on Gov- 
ernors Hurley and Baldwin and his son, 
Alden, and on Governor Lodge. He was 
in the legislature during sessions of 1953 
and 1955, declined renomination and his 
son Alden was elected to succeed him. 

Now as to his family: “My wife was 
Lida Skilton and we were married in 
Morris, Conn., where we now live in 
the house in which she was born,” he 
said. “We have five children, three of 
whom are girls. My oldest boy, Alden 
Allen, is 32 and my oldest daughter, 
Virginia May, is 29. Both were gradu- 
ated from School of Business Adminis- 
tration, University of Connecticut, in 
class of 49, 


“Alden’s college education was inter- 





rupted by 30 months in the Army during 
World War II. He has been associated 
with me in my general insurance agency 
since his graduation from college and 
in March, 1952, he married Janet Stiles 
of Morris. They have two sons. He was 
treasurer of the town of Morris for a 
number of years and now is in the State 
legislature. 

“Virginia’s husband is Jack E. Stephens 
who is associate professor of engineering 
in University of Connecticut. They have 
two sons and a daughter. My daughter 
Carolyn Eloise, is now office manager 
for the brokerage office in Cincinnati of 
Connecticut General. My third daughter, 
Estelle Isabelle Taylor, who was mar- 
ried June, 1957, is now secretary for the 
Wamogo Regional High School at Litch- 
field, Conn. My other son, Bradford, 
graduated from the Litchfield High 
School in June, 1947, and then served 
32 months in the Army in the Philippines 
and is now also associated with me in the 
genera] insurance agency. He was mar- 
ried «in November, 1956, to Claire L. 
Nesbitt who also works in our agency.” 


ae oe 


Smear Fell Flat 


In a recent article on this page about 
Sherman Adams, Assistant to the Presi- 
dent, I made mention of the head of 
a State Insurance Department being at- 
tacked on the front page of Chicago 
Tribune because he attended a conven- 
tion in White Sulphur Springs, W. Va. 
The convention was that of Franklin 
Life of Springfield, Ill, and the public 
official was J. Edward Day, Director of 
Insurance of Illinois. 

A reporter for The Tribune on a 
trip to the Greenbrier Hotel at White 
Sulphur Springs discovered that Mr. Day 
not only attended the meetings but was 
seen at a cocktail party in the hotel as 
well as at lunch in the club house located 
on the edge of the golf course. The re- 
porter thought this a long way from 
home and he cut loose with a smear. 
Although his story fell flat among lay 
leaders it irritated Illinois insurance ex- 
ecutives who could see nothing irregular 
in an Insurance Commissioner attend- 
ing a convention of one of his home 
state domiciled companies. They thought 
Director Day an honest and able public 
official who was not being fairly treated. 
Currently, Mr. Day is vice president of 
The Prudential’s home office operation 
on the Pacific Coast. 


* * * 


State Farm Outdoor Ads 


State Farm Insurance Co. recently 
launched an extensive six months out- 
door advertising campaign in the Los An- 
geles and San Francisco areas. The pro- 
gram utilizes 22 rotating painted bul- 
letins which are moved each month to a 
new location and averages advertising 
coverage amounting to 16 million people 
for every 30-day period. The outdoor 
campaign is being conducted by Foster 
and Kleiser Company. 


* ££ # 


A Monte Carlo Meeting 


The Congress of insurance companies 
which will be held in Monte Carlo this 
fall and which is popularly known in 
Europe as “September Meeting” will 
have as its dates September 14-20. The 
following study groups will meet: fire; 
“Common Market” Commission of the 
European Insurance Committee; Eura- 
tom Commission; and _ Franco-Italian 
Commission. 

On September 18 a dinner will be held 
at the “Sporting d’Ete,” Monte Carlo, 
for all those participating at the “Sep- 
tember Meeting.” Bookings should be 
made through the “Sporting d’Ete” by 
all those wishing to attend. Says the 
Congress: 

“Those participating at the ‘September 
Meeting’ are reminded that they should 
get in touch as soon as possible with 
the hotels and also advise the Monaco 
Tourist and Information Office should 
they wish their names to appear in the 
list of participants.” 
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F. F. & H. Partnerships 
Fothergill & Hartung 
nounced in London that Gardner M. 
Loughery and Gilbert Kingan, Jr., part- 
ners in the associated firm in New York, 
have been admitted to partnership in 
Fester, Fothergill & Hartung of Lon- 
don. Mr. Kingan is son of the former 
United States manager of London & 
Lancashire. Duncan A. N. Allen and 
Brian S. Wailas have been admitted to 
partnerships in the associated firm in 
New York. John A. Heinze, managing 
partner of F. F. & H. in New York and 
a partner in London, is also United 
States manager of a number of Euro- 
pean companies and chairman of the 
Unity Fire and General Insurance Co. 

It is also announced that Henry G. 
Fester will retire as a partner of F. F. 
& H., but will continue in a consultative 
capacity. 


Fester, an- 


* * * 


Change at Bowring 

The board of Bowring & Layborn, 
Ltd., announces that at end of this year, 
T. A. E. Layborn will at his own request 
cease to be its chief executive officer. 
He will continue to hold the position of 
deputy chairman and will be responsible 
for special duties including the develop- 
ment of Rhodesia. 

Chief executive officer after January 


1 will be A. A. Child. 


* * * 


Canadian Manager of Yorkshire 

Charles Gordon Angas, manager for 
Canada of the Yorkshire Insurance 
Group, was born in Kingston-on- 
Thames, Surrey, England not far from 
where the international tennis matches are 
played. He started his insurance career 
in 1924 as a junior clerk of the York- 
shire beginning in the accident depart- 
ment and then being trained as a fire 
surveyer. After a series of promotions 
he came to Canada in 1949 as manager 
there of the Yorkshire Group. Mr. 
Angas is the first president of the 
merged Canadian Underwriters Associ- 
ation and the Dominion Board of In- 
surance Underwriters. The CUA is cele- 
brating its 75th anniversary. He is a 
director of Underwriters Adjustment 
Bureau and a vice president of Insur- 
ance Institute of Caneda. He is a 
former president of ths Fire Under- 
writers Investigation Bureau, a member 
of the Montreal Club, Montreal Ama- 
teur Athletics Association and National 


Club of Toronto. Mr. and Mrs, Angas 
have two sons and two daughters. 
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Hartford Companies 
Elect Eight Officers 


GREGORY IS VICE PRESIDENT 


Flynn, Phillips, Dwyer, Shand, Loom's, 
Davenport and Munterich Are 
Named Assistant Secretaries 


Election of eight officers of the Hart- 
ford Fire and Hartford Accident and 
Indemnity Co. have been announced by 
President James C. 








Hartford Fire 
Hullett. 

Arthur W. Gregory, Jr., is elected vice 
president and secretary of both com- 
panies; Jere J. Flynn, secretary of Hart- 
ford Accident; Alan D. Phillips, Robert 
B. Dwyer, Gordon W. Shand, Philip C. 
Loomis and Martin W. Davenport, as- 
sistant secretaries of both companies, 
and George C. Munterich, assistant 
secretary of the Hartford Fire. 

Mr. Gregory, associated with Hartford 
Fire since May, 1937, has served as 
assistant vice president for nearly six 
years. A graduate of Middlesex School 
and Williams College, Mr. Gregory also 
attended Harvard Business School. He 
formerly was with the Hartford invest- 
ment firm of Stevenson, Gregory & Co. 


Flynn, Phillips, Dwyer 


Mr. Flynn, elected assistant secretary 
in 1946, has been associated with Hart- 
ford Accident since 1925. A Hartford 
native, he was graduated from Syracuse 
University. Before joining the company, 
he was in the banking field in Hartford 
and Syracuse. 

Mr. Phillips, a native of Glastonbury, 
joined the Hartford organization in 1946 
after working for some years with the 
accounting firm of Webster, Blanchard 
and Willard of Hartford. A graduate 
of Bryant College, he also studied at 
Cornell University. a 

Mr. Dwyer has held various positions 
with the Hartford companies which he 
joined nearly 33 years ago. He formerly 
was chief accountant at Hartford Acci- 
dent’s Kansas City branch office. 


Shand and Loomis 


Mr. Shand has been a member of the 
Hartford’s investment department staff 
since April, 1955. He previously held 
positions with New York investment 
brokers. A native of Montclair, N. J., 
he attended Rutgers University and the 
New York Institute of Finance. 

Mr. Loomis was graduated from Yale 
University and completed graduate work 
at the Wharton School of Finance at 
the University of Pennsylvania. Before 
joining Hartford Fire in 1954, he was 
with the investment department of the 
Northern Trust Co. of Chicago. 

Davenport and Munterich 

Mr. Davenport, associated with Hart- 
ford Fire for nearly four years, was 
graduated from Cornell University and 
attended New York University and the 
University of Pennsylvania. He has been 
in the investment field for 18 years. 

Mr. Munterich was elected an assist- 
ant secretary of Hartford Accident in 
June, 1957. He has been with the Hart- 
ford staff since 1953. A New York City 
native, he was graduated from City 
College of New York. He is a Fellow 
of the Casualty Actuarial Society. 





N. Y. BOARD ELECTIONS 


W. L. Bellmer, vice president of the 
National Fire of Hartford, has been 
elected chairman of the committee on 
electricity of the New York Board of 
Fire Underwriters and a member of the 
board of directors. Wallace H. Cowan, 
secretary of the Glens Falls, was elected 


vice chairman of the committee. 


GEORGE C. LONG, JR., DIES 





Former President of Phoenix of Hart- 
ford Was 80 Years Old; Director 
of Numerous Companies 

George C. Long, Jr., former president 
of the Phoenix Insurance Co. of Hart- 
ford, died July 15 at a convalescent home 
in West Hartford, Conn, He was 80 
years old. He was a former president of 
the South-Eastern Underwriters Asso- 
ciation and a founder of the Fire Com- 
panies’ Adjustment Bureau and the In- 
land Marine Underwriters Association. 
He had served as a trustee for several 
Hartford banks. 

Mr. Long joined the Phoenix in New 
Orleans in 1909 and retired in 1951. He 
became president in 1937. 


Navarre Now Heads NAIC 
Committee; Other Members 


Tennessee Insurance Commissioner 
Arch E. Northington, president of Na- 
tional Assn. of Insurance Commissioners, 
has announced that Commissioner Joseph 
A. Navarre of Michigan, and immediate 
past president of NAIC, will head the 
committee on Preservation of State Reg- 
ulation succeeding Commissioner F. Brit- 
ton McConnell of California, who will be 
vice chairman. Other members of this 
important committee are: Joseph S. 
Gerber, Illinois; Donald Knowlton, New 
Hampshire; Charles R. Howell, New 
Jersey; Julius S. Wikler, New York; 
Francis R. Smith, Pennsylvania; and 
Paul J. Rogan, Wisconsin. 


Whitlock Asst. Mgr. of 
Home’s New Sales Dept. 


F, E. Whitlock has been appointed as- 
sistant manager of the Home Insurance 
Company’s newly created sales depart- 
ment and will assist Vice President T. 
Morgan Williams in directing the activi- 
ties of that department. Mr. Whitlock 
was formerly assistant manager of the 
advertising and public relations depart- 
ment. He will be located in the com- 
pany’s home office in New York City. 

The newly formed research department 
of the Home, which is under super- 
vision of Vice President W. W. Allen, 
will have on its staff E. Richard Sprague 
and Donald L. Anderson. 








Garland Vice President 
Corroon & Reynolds Cos. 


The Corroon & Reynolds Group an- 
nounces election of Hugh Garland as 
vice president and secretary of the 
American Equitable Assurance of New 
York, Globe & Republic of America, 
Merchants and Manufacturers of New 
York, and New York Fire Insurance Co. 

The following additional changes have 
also been made in the official staff: John 
A. Grogan has been advanced from as- 
sistant secretary to vice president, Stan- 
ley E. Outhouse advanced from secretary 
to secretary and treasurer, and Charles 
E. Heney appointed an assistant secre- 
tary. They have all been associated with 
the Corroon & Reynolds Group for maay 
years. 


Phoenix of London Names 
Cooper to Higher Post 


Phoenix of London Group announces 
appointment of William S, Cooper, Jr. 
as assistant to the executive vice presi- 
dent. Mr. Cooper joined Phoenix in 1944 
in the casualty underwriting department 
and in 1950 was advanced to the execu- 
tive department. In 1951 he became as- 
sistant superintendent of agencies and 
in 1952 superintendent of agencies. Since 
1957 he has served as executive assistant. 

In his new capacity, Mr, Cooper will 
be closely associated with the adminis- 
tration and control of autonomous 
branch office operations and the estab- 
lishment of effective liaison between 
branch and home office staffs. 





Maas and Stanley on 
NAIA Meeting Program 


Major General Melvin J. Maas, retired, 
who is chairman of President Eisen- 
hower’s Committee on the Hiring of the 
Physically Handicapped, will be a speak- 
er at the 62nd annual convention of the 
National Association of Insurance Agents 
October 6-8, in New Orleans. 

H. Sumner Stanley, assistant general 
manager of the Factory Insurance Asso- 
ciation at Hartford, Conn., and assistant 
general manager of the Nuclear Energy 
Property Insurance Association, will be 
the prinicpal speaker at the metropolitan 
and large lines agents breakfast on 
Wednesday morning, October 8, at the 
Jung Hotel. Albert E. Mezey, New York, 
is chairman of the breakfast. Mr. Stan- 
ley was general manager of the New 
York Fire Insurance Rating Organiza- 
tion in New York City from 1953 to 
1956 when he joined the FIA. 








Middleman on the Totem Pole 





Fire, Inland & Ocean Marine, 
Automobile, Liability, 

5 Compensation, Disability, 
>. Burglary, Glass, Bonds, 
‘. Water, Boiler & Machinery 

LIFE 


Used to be “Middleman” was not a nice word, but this 
large underwriting agency is one and proud of it. We're 
the strong link between brokers and the companies. : 
Sitting firmly in the middle, surrounded by a large ei 
accumulation of insurance experience, a fund of os 
patience and human understanding, we function inde- 
pendently—yet depend on all, as all depend on us. 
Have you put off joining up with a top ranking New 
York agency? Perhaps you'll drop into the office for a 
chat. Then at least, we can try to sell you on the full 
range of Jaffe services which brokers find so helpful. 












JAFFE AGENCY, IN 


INSURANCE UNDERWRITERS 





45 John Street, New York 38, N. Y. e BArclay 7-8900 


NAIA Ad Fund Drive 
Raises Over $1,150,000 


MILLER 


ALAN H. 


over $1,150,000 subscribed by 
18,000 of its members, the 
National Association of Insurance 
Agents has completed its fund raising 
efforts for the 1958 national advertising 
campaign. 

However, the advertising phase of the 
program is still only midway through, 
with advertisements still scheduled in 
Reader’s Digest, Life, Look, The Satur- 
day Evening Post, Farm Journal and the 
Sunday newspaper supplements, This 
Week, Parade and Family Weekly. In 
addition, a full schedule of participations 
is set for the Dave Garroway NBC 
“Today” show, as well as spot commer- 
cials in those areas not covered by the 
Garroway show, running from Septem- 
ber to December. 

In announcing completion of the sub- 
scription phase of the campaign, Presi- 
dent Louie E. Woodbury, Jr., Wilming- 
ton, N. C., paid tribute to the members 
of the association who have invested in 
this national campaign on behalf of the 
independent agent. 

President Woodbury had high praise 
for the efforts of Alan H. Miller, Hack- 
ensack, N. J., chairman of the NAIA ad- 
vertising committee since the inception 
of the program, who is now relinquishing 
the chairmanship due to pressure of his 
agency affairs. He will continue to serve 
as a consultant to the committee until 
the 1958 campaign is completed. 

“Alan Miller has been indefatigable in 
his efforts to make a success of the Na- 
tional Association’s advertising  pro- 
gram,” Mr. Woodbury said. “His dedi- 
cation to this job, even while he was 
jointly serving ably and well as president 
of the New Jersey Association of Insur- 
ance Agents, testifies to his sincere in- 
terest in his fellow members and in the 
American Agency System.” 

Mr. Woodbury noted that Mr. Miller 
prior to serving as chairman of the ad- 
vertising committee for the past two 
years, had been for two years a member 
of the NAIA public relations committee 
which laid the groundwork which led 
up to the association’s desire to consider 
a national advertising program. At the 
NAIA annual convention last year in 
Chicago Mr. Miller was awarded a 
Presidentiai Citation for ‘his outstanding 
efforts on the advertising committee. 


With 


more than 


HARTFCRD FIRE BASEBALL 


The Hartford Fire Insurance Com- 
pany Group’s 1958 Insurance League 
championship softball team traveled to 
Atlanta’ Thursday for a_ three-game 
series with the Hartford Group’s South- 
ern department team. Fourteen home 
office staff members who make up the 
team went on two separate flights from 
Bradley Field for the four-day, all ex- 
pense paid trip. i 
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former is Secretary of Phoenix; Taylor 
Ass’t Secretary, Advertising and 
Public Relations 


John A. North, president of Phoenix 
of Hartford Cos., announces that the 
flowing executive changes are ap- 
proved: Donald W. Ross advanced from 
yssistant secretary to secretary, and 
\lden M. Taylor from director of public 
relations to assistant secretary in charge 
of public relations and advertising. 

Mr. Ross joined the company in 1950 
4s superintendent of the compensation 
wid liability division of the then newly 
established casualty department. He was 
dected assistant secretary in 1953. A 
native of Hartford Mr. Ross attended 
William Hall High School in West Hart- 
ord. He was graduated from the Massa- 
chusetts Institute of Technology in 1940 
yith a B.S. degree in business and engin- 
ering administration. ’ ; 
Secretary Ross holds the CPCU desig- 
nation and is a national director of 
CPCU. He is also a past president of 
the Connecticut Chapter of CPCU. _ 
Mr. Taylor joined the Phoenix in 1950 
in the public relations department and 
in 1952 was appointed director of public 
relations. Mr. Taylor, a native of Engle- 
wood, N. J., attended public schools in 
Englewood, the Hackley School in Tarry- 
town, N. Y., and is a graduate of Dart- 
mouth College, class of 1943. Prior to 
0 joining The Phoenix he served on 
the staff of the New York Herald 
Tribune. 

Mr. Taylor is a member of the In- 
wrance Advertising Conference. He is 
first vice president of the board of 
directors of the Hartford Visiting Nurse 
Association and a vice president and 
trustee of the Institute of Northern 
Agricultural Research. He is also a 
member of the Farmington Country Club 
and the Sakonnet Yacht Club. 





Homeowners Victimized 
By Home Alarm Systems 


Homeowners are being cruelly victim- 
zed by sellers of worthless home. fire 
alarm systems, members of the National 
Fire Protection Association have been 
told. The organization at its annual 
conference, heard the president of the 
Automatic Fire Alarm Association, Cy 
Harriman of New York, characterize the 
home fire alarm business as a “national 
scandal.” 

“It has become a rallying ground for 
crooks and crackpots; misrepresentation 
and downright fraud have become guid- 


ing sales principles; and the hapless 
homeowner has been victimized again 
and again,” he said. The uninformed 
American consumer, in answer to his 


prayers for fire protection in his home, 
has been given a “fantastic assortment 
of gimmicks, gadgets and junk,” as- 
serted Mr. Harriman. 
The homeowner thinks his worries 
about fire are all over when he buys one 
of these small battery-operated or plug- 
in types of devices, which are supposed 
to detect a fire and sound an alarm. 
Actually the homeowner is in more 
danger than before, because he may 
discover too late that his confidence in 
the gadget has been misplaced. 

“We must fight these things,” Mr. 
Harriman urged. “The sale and instala- 
tion of home fire alarm systems must 
be regulated in a sensible fashion. This 
entire problem can’t be thrown into the 
lap of the National Fire Protection 
Association; it is an industry problem, 
and it is up to the reputable members 
of the industry to band together and 
solve it,” 





NAMED BY HARTFORD FIRE 

Two appointments at the Hartford 
Fire Group’s Southwestern department 
headquarters at Dallas, Texas, are an- 
nounced by Manager Paul A. Dow. 
Jayton J. Meadows has been named 





superintendent of the engineering de- 
partment. William J. Howard, formerly 
of the home office, has joined the com- 
— and liability department at 
allas, 


N. Y. Agents Legislative Program 


The New York State Association of 
Insurance Agents has prepared a def- 
inite legislative program for the 1959 
session of the legislature at Albany. 
President Herbert S. Brewer, in outlin- 
ing this program to members of the as- 
scciation states: 

“Our prime target for the coming year 
will be legislation to force the State 
Fund to discontinue active solicitation of 
workmen’s compensation and disability 
insurance. It was never intended that 
the State Insurance Fund should be en- 
gaged in active solicitation of insurance. 
This has been recognized by both the 
legislative and executive branches of our 
state government but unfortunately, at- 
tempts to discourage this practice by 
the executive branch through administra- 
tive procedure have not been effective. 
It is therefore necessary that specific 
legislation be passed to this effect. 

“Number two on our program will be 
legislation to require that agents or rep- 
resentatives of domestic assessment co- 
operative fire insurance corporations be 
required to be licensed in the same 
manner in which you or I must be li- 
censed in order to sell insurance. At 
the present time there is a_ specific 
exemption which gives these representa- 
tives and agents a very serious advantage 
over you who must be qualified to sell 
insurance. As there are some 130 of 
these domestic assessment fire insurance 
corporations in the State of New York, 
this presents a serious problem to mem- 
bers of our organization. 

“One of the greatest threats to the 
American Agency System on a_ long 
range basis is the matter of fictitious 





Missouri Dept. Tightens 


Reciprocal Examinations 

An opinion issued by the Missouri 
attorney general’s office will result in 
more rigid examination by the state of 
reciprocal and inter-insurance exchanges, 

Written by Assistant State Attorney 
General Julian L. O’Malley, the opinion 
informed C. Lawrence Leggett, Super- 
intendent of the Division of Insurance, 
that under his authority he can exam- 
ine not only the business of the ex- 
changes but also the records and affairs 
of the attorney-in-fact insofar as they 
disclose the financial condition of the 
exchanges under examination. 

In requesting the attorney general’s 
office to clarify the law respecting ex- 
amination of reciprocals and_ inter- 
insurance exchanges, Mr. Leggett noted 
it had been the policy of the Missouri 
Department in the past not to examine 
the records of the attorney-in-fact. He 
said he presumed this policy grew out 
out of uncertainty whether the state 
could make such an examination. 

“Since I now have the legal authority 
to examine the attorney-in-fact as well 
as the exchange, that will be the estab- 
lished policy of this office,’ Supt. 
Leggett said after receiving the opinion. 
It was pointed out that the attorney-in- 
fact is the agency that actually runs the 
business of the exchanges and is re- 
tained by them on a commission basis. 





OTSEGO COUNTY AGENTS MEET 


_The regular meeting of the Otsego 
County Association of Insurance Agents 
was held in Schenevus, N. Y. President 
George W. Alexander of Worcester pre- 
sided. The agents voted to continue 
their advertising program which has suc- 
cessfully pointed out the importance of 
the independent agent to the residents 
of Otsego County. 

Mr. Alexander introduced Arthur L. 
Schwab of Staten Island, past president 
and state national director of the New 
York State Association, who discussed 
the automobile insurance rate and com- 
mission problem and the proposed leg- 
islative program of the state association. 


groups and the discriminatory effect of 
granting reduced rates to members of 
such groups. In the long run, this will 
only require that those who do not be- 
long to a group will be discriminated 
against by higher rates and the end 
result would be the elimination of the 
independent insurance agent who can 
act as an advisor for the individual. In 
cooperation with the National Associa- 
tion of Insurance Agents, legislation is 
being developed which we hope this year 
will meet with the approval of the In- 
suranc Department as to wording. 
“We feel that the group managers or 


association representatives, who are 
active in the solicitation of workmen’s 
compensation insurance through the 


trade groups of the State Insurance Fund 
should be required to have a license. 
Insurance Department counsel has ruled 
that uitder the present law, such persons 
are not required to be licensed in order 
to solicit business. 

“Other legislation approved by the ex- 
ecutive committee includes outlawing of 
the correspondence course provision in 
the agents and brokers licensing law, 
the free insurance evil which is used as 
a gimmick to help sell articles and prod- 
ucts, a law which would make it legal 
for representatives of your association 
to be able to sit down and discuss proper 
commissions scales with representatives 
of rating organizations or companies and 
a law which would require all insurance 
carriers (not just stock and mutual car- 
riers) to pay into the aggregate trust 
fund under workmen’s compensation 
when a serious injury or death occurs 
to an insured.” 





Raymond A. O’Brien Dies; 


Prominent N. Y. Agent 


Raymond A. O’Brien died Tuesday 
after a short illness. A director of 
O’Brien & O’Brien, Inc., prominent New 
York insurance agency, Mr. O’Brien was 
a resident of Larchmont. He and his 
brother, Francis M. O’Brien, founded 
the agency in 1909, 

Mr. O’Brien was a member of the New 
York Athletic Club, Winged Foot A.C., 
Army Athletic Association, Friendly 
Sons of St. Patrick and the Drug & 
Chemical Club. During World War I 
he served as a captain in the U. S. 
Army. He was a graduate of St. Francis 
Xavier. 

Surviving are his wife Mrs. Florence 
D. O’Brien; three sisters, Sister Cathar- 
ine Marie, Gertrude A. O’Brien and 
Genevieve C. O’Brien; and three chil- 
dren, Mrs. Florence FE. Fagan, Mrs. 
Catharine M,. McCormack and Raymond 
D. O’Brien as weil as eight grandchil- 
dren, Sister Catharine Marie is pres- 
ident of the College of Mount St. Vin- 
cent. Raymond D. O’Brien is the preés- 
ident of O’Brien & O’Brien, Inc. 





|L.UCIER AETNA SPECIAL 


Appointment of Joseph L. Lucier as 
special agent for the Aetna Insurance 
Co, in the Hartford branch is announced. 
Mr. Lucier will make his headquarters 
in the Hartford office. 

Mr. Lucier is a native of Northampton, 
Mass., and was graduated from North- 
ampton High School. He then attended 
Williston Academy and was later gradu- 
ated from the University of Massachu- 
setts. He joined the Aetna Insurance 
Company in September, 1957. 





MICHIGAN AGENTS ELECT 


Dorr Trottier, Delta agency, Escanaba, 
was elected president of the Upper 
Peninsula Association of Insurance 
Agents in Michigan at the 32nd annual 
convention. He succeeds Robert Hupy 
of Gladstone. Other \ new _ officers 
chosen were: vice president, Ralph H. 
Peterson, Peterson agency, Menominee; 
secretary, Fred M. Saigh, Saigh agency, 
Iron River, and treasurer, Ludwig Stoor, 
Iron County agency, Crystal Falls. 


President New York 
Chapter CPCU Society 





GEORGE J. GUESS 


The New York Chapter of the Society 
of Chartered Property and Casualty Un- 
derwriters has elected its officers. George 
J. Guess, Jr., of Griswold & Co., Inc., 
is the new president. Leona Seldow, 
broker, is first vice president. Second 
vice president is Henry A. Herman, Jr., 
of the Royal-Globe Insurance Group. 
William R. Jackson, also of the Royal- 
Globe Insurance Group, is the new treas- 
urer. Secretary is Melvin A. Holmes of 
Frank B. Hall & Co., Inc. 

Two new directors, Edgar A. Isaacs 
of the Atlantic Mutual and John W. 
Specht, broker, were also elected. 


Sprinkler Installation, 


Maintenance Standards 


New standards for automatic sprink- 
ler installation have been published by 
the National Fire Protection Association 
on recommendation of the NFPA com- 
mittee on automatic sprinklers and action 
by the association at its recent annual 
meeting in Chicago. These new stand- 
ards, latest in a series dating back to 
1896, provide guidance for water supplies 
in sprinklered buildings of various occu- 
pancies, include new provisions on the 
spacing of sprinklers, and other changes 
to keep the standards up to date. 

Also adopted and published by the 
NFPA is a new edition of Sprinkler 
Maintenance, giving information to 
property owners and others as to the 
measures necessary to keep sprinkler 
systems in perfect condition, ready to 
extinguish any fire that may occur. Fol- 
Icwing the advice in this pamphlet should 
further improve the record of automatic 
sprinkler performance, which now stands 
at over 96% in a 60-year record kept by 
the National Fire Protection Association. 

These standards were prepared by a 
committee representative of insurance, 
sprinkler manufacturers, fire chiefs, 
property owners and other interests con- 
cerned, under the chairmanship of Gor- 
don Price of Atlanta, Ga. 

Copies of both may be secured from 
the National Fire Protection Association, 
60 Batterymarch St., Boston, Mass. 
Sprinkler Installation, No. 13, 176 pages, 
$1.25. Sprinkler Maintenance, No. 13A, 
24 pages, 50 cents. 





PHILADELPHIA PROMOTION 

Charles F. Lyons has been promoted 
by Zurich-American to assistant branch 
manager of its Philadelphia office. Mr. 
Lyons joined Zurich-American in 1941 as 
supervising underwriter in Philadelphia. 
He had previously been associated with 
Ocean Accident & Guarantee for 14 
years. 
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Wallace Manager AFIA 
Office in Washington 


President James O. Nichols of the 
American Foreign Insurance Association 
announces appointment of J. Berry Wal- 
lace as manager of the Washington, 
D.C., office. The office is one of five 
United States branch offices serving the 
insurance needs of American firms op- 
erating abroad. 

With AFIA since February, 1956, as 
the assistant to the manager, Mr. Wal- 
lace is a Washingtonian. A_ graduate 
of Georgetown University, where he ob- 
tained a Bachelor of Science degree in 
Foreign Service, and holder of the CPCU 
designation, he was previously an assist- 
ant vice president of Harrell Brothers 
and Campbe!l, Washington insurance 
brokers. 

Newly-named assistant manager of the 
Washington office is Richard B. Higgins, 
formerly in the New York head office 
brokerage department. Mr. Higgins at- 
tended Boston College, joined the asso- 
ciation in November, 1954, and was 
transferred to Washington in February, 
1958. 





NFPA Standard Revised 
To Include Asphalt 


As a result of several serious fires and 
explosions involving asphalt tank ve- 
hicles, the National Fire Protection As- 
sociation has amended its standards for 
flammable liquid tank vehicles to in- 
clude asphalt. Special design features 
as well as operating procedures for as- 
phalt tank vehicles are covered in the 
specifications, prepared by the NFPA 
Committee on Flammable Liquids and 
adopted at the Association’s recent an- 
nual meeting. 

The NFPA is the non-profit technical 
and education organization which pre- 
pares and publishes the National Fire 
Codes, basis for many state and munici- 
pal regulations. The standards are for- 
mulated by 110 NFPA technical com- 


mittees on which approximately 1,200 
fire safety experts serve. 

The NFPA also amended its recom- 
mendations for fire extinguishers for 


flammable liquid tank vehicles, to con- 
form to the new method of classifying 
extinguishers on the extinguishing abil- 
ity of each make and size. Extinguish- 
ers of not less than 12-B,C units are 
recommended, and where more than one 
extinguisher is provided, each extin- 
guisher should have a rating of not less 
than 6-B,C. 

Copies of the revised Recommended 
Regulatory Standard for Tank Vehicles 
for Flammable Liquids are available (40 
cents a single copy, discount for quan- 
tities) from the National Fire Protec- 
tion Association at 60 Batterymarch 
Street, Boston 10, Mass. 





St. Paul F. & M. Changes 
The St. Paul Fire and Marine an- 
nounces transfer of Larry J. Polubinsky 
from the Chicago service office to a 
new_y created southeastern Indiana field, 
with headquarters at the Indianapolis 
office under the supervision of Manager 


R. E. Aurelius. Mr. Polubinsky joined 
the Saint Paul in September, 1944, at 
the home office where he served in 


various underwriting departments. In 
1954 he was transferred to Baltimore as 
special agent, and in July, 1955, to 
Chicago. 

Transfer of Special Agent Robert E. 
Anderson from the Los Angeles office 
to the Chicago service office to succeed 
Mr. Polubinsky is announced. 


4) 





N. Y. BOARD ELECTIONS 

Thomas E. Maddams, vice president 
of the Glens Falls, has been reelected 
chairman of the committee on fire pre- 
vention and water supply of the New 
York Board of Fire Underwriters and 
a member of the board of directors. 
Eugene A. Toale, associate manager, 


metropolitan department, Home Insur- 
ance Co., was elected vice chairman of 
the committee. 


Phoenix of Hartford Holds 


Seminar for Agents 

The Phoenix of Hartford Companies 
has held their first Management Semi- 
nar reunion for 31 insurance agents from 
19 states and several provinces of Can- 
ada. The insurance agents, all of whom 
attended the Phoenix’ Advanced Agen- 
cy Management Forums in prior years, 
convened for a two day seminar at the 
companies’ home office on June 25. John 
A. North, president of the Phoenix, 
opened the seminar welcoming agents 
to the home office. 

Under direction of Wm. Stephen 
Chandler, vice president, the seminar as 
its purpose discussed current key prob- 
lems of the insurance industry and re- 
appraised the “new look” in the business. 
The agents participated in the forum- 
type discussion drawing discussion lead- 
ers and speakers from their ranks. 


LA. PROPOSAL APPROVED 


A proposed constitutional amendment 
to make the Louisiana Insurance Com- 


missioner an elective officer has been 
approved by the legislature. The pro- 
posal will go before the people for 


action in the November elections. 


Canadian Loss Bureau 


Staff Changes Made 


C. N. Turner, general manager of 
Underwriters Adjustment Bureau L.im- 
ited, announces a number of staff ap- 
pointments as the result of the bureau 
taking over two adjustment firms in 
the Maritimes. 

The two firms taken over, with their 


staffs, include G. B. Elliot & Co. and 
R. M. Francis & Co. Limited. The 
G. B. Elliot Co. had offices in Hali- 


fax and New Glasgow and was founded 
by the late Gordon B. Elliot. R. M. 
Francis & Co. had offices in Sydney and 
Antigonish, and was founded by R. M. 
Francis, who now becomes superintend- 
ent of the Maritime Provinces with 
headquarters in Halifax, where he will 
also manage the bureau’s office in that 
city. 

W. R. Patterson, formerly vice presi- 
dent of R. M. Francis & Co., becomes 
manager of U. A. B.’s Sydney office. 
Daniel McKeough who was formerly in 
charge of the Francis office in Anti- 
gonish, becomes the bureau’s resident 
adjuster in that city. CC. F. Wadden 
will be in charge of the bureau’s office 
in New Glasgow. Previously he man- 
aged the G. B. Elliot in that city. 





Watch ae the man with... 


“THE BUFFALO PLAN" 





The ‘BUFFALO’ is a strong, courageous 


Insurance Company with the stamina to back the 
independent Insurance Agent in a vital, forceful way. 
“THE BUFFALO PLAN” for Fire and Casualty 
enables the responsible Insurance Agent to justify and 
earn full standard commissions . . . at less office ex- 


pense than ever before. 


Envelope Drafts; Broad Underwriting Authority; 


Prompt Loss Service. 


There’s a host of additional advantages for the Agent 


in “THE BUFFALO PLAN”. 


A post catd will bring you 


“the Man’. 





BUFFALO INSURANCE COMPANY 


1: 220 Delaware Avenue 


Buffalo 2, New York 
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New York Independent 
Adjusters Meet Sept. 25 


The New York Association of Inde- 
pendent Insurance Adjusters will hold its 
annual meeting and dinner on Thursday, 
September 25, announces President R. L, 
Hoercher. Approximately 250 members 
and guests are expected to attend. Sey- 
eral midtown hotels are being considered 
as the location. The dinner committee 
consists of George E. Adams, chairman, 
J. J. McAndrews and Edward Reilly, Jr. 

President Hoercher also states that 
the association will offer a $100 prize 
to a student at the Insurance Society of 
New York for the best paper submitted 
on an adjusting topic. The dinner will 
be selected by Arthur C. Goerlich, dean 
of the School of Insurance; E. C. Niver, 
secretary of the New York loss commit- 
tee, and L. B. Hazzard, Independent ad- 
juster and member of the association. 

The executive committee is consider- 
ing an annual outing for members and 
guests commencing next year. 


Hartford Names Brinley 
Agency Supt. in N. Y. 


Edward C. Brinley, Jr., has been ap- 
pointed to the newly created position 
of agency superintendent of the Hart- 
ford Fire Group’s New York department. 
Associated with Hartford Fire — since 
1935, Mr. Brinley was a home office staff 
member until 1941 when he was named 
a special agent at Albany, N. Y. From 
1953 until his promotion he served as a 
special agent at Poughkeepsie where he 
will be succeeded by Burt M. Pinney. 

Mr. Brinley, a native of Newington, 
Conn., attended Suffield Academy and 
has completed courses offered by the 
Insurance Institute. He is a member ol 
the fieldmen’s committee of the Eastern 
Underwriters Association and the New 
York State Field Club. 

Mr. Pinney, a graduate of the Uni 
versity of Colorado, joined Hartford 
Fire’s New York staff and later served 
as a special agent in Colorado and east- 
ern New York. 


CPCU Annual Gathering 
At New Orleans Oct. 1-3 
The Society of Chartered Property and 
Casualty Underwriters will hold its an- 
nual meeting and seminars ot the Roose- 
velt Hotel in New Orleans on Octo- 
ber 1 - 3. 


Hartford Operating 
In the Philippines 


The Hartford Fire has been registered 
in the Republic of the Philippines to 
transact fire, marine and casualty bust- 
ness. Through the American Foreig! 
Insurance Association, the foreign de- 
partment of several leading American 
capital stock insurance companies, the 
Hartford Fire is one of seven companies 
operating in the Phiippines. They are 
the Aetna, American, Continental, Fire 
man’s Fund, Great American and The 
Home. 

Operations of the Hartford are undet 
supervision of Victor H. Bello, supet- 
visor of AFIA’s Manila control branch 
and the Philippines territory, 
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Industrial explosions, which cost 


American industry at least an estimated 
$25,000,000 in losses yearly, may be con- 
trolled by a new protection system, 
members of the National Fire Protection 
Association have been told. G. J. Grab- 
owski, product manager of Fenwal, Inc., 
of Ashland, Mass., described the method 
at a general session of the organization’s 
62nd annual conference. He was joined 
in the presentation by H. R. Maisey of 
Graviner Manufacturing Co., Ltd., of 
England. 

Mr. Grabowski called the system “a 
major breakthrough in the fire protection 
field.” It is now being applied to control 
both dust and vapor explosions which 
occur frequently in a variety of indus- 
trial production processes, he said. The 
basic principle in the operation of the 
explosion protection system, he ex- 
plained, is pressure build-up that pre- 
cedes the explosion. 

“Since this build-up takes a measured, 
though infinitesimal time, there is a 
brief opportunity to take protective 
action.” The protective action may take 
one of several forms—suppr°ssion by 
spraying out a fire extinquishing ¢ went, 
advanced inerting, venting the explosive 
forces, high-speed isolation or plant 
shutdown. Mr. Grabowski described in- 
stallations which he said have already 
proved their effectiveness in a number 
of industrial plants. 

The systems are based on an inven- 
tion of the British Royal Aircraft Fs- 
tablishment, he said, to prevent explo- 
sions in aircraft fuel tanks during 
combat. Graviner first worked with 
the R.A.F. on the method, then began 
aoplying it to explosion hazards in in- 


lustry. Fenwal Incorporated has been 
developing similar applications in_ the 
United States, Mr. Grabowski said. 


statistics 
of about 


He pointed out the NFPA 


show a total loss to industry 





Expect 1,500 Entries in 


. . 
Fire Prevention Contest 

More than 1,500 cities, industrial firms, 
military units and government divisions 
are expected to participate in the Na- 
tional Fire Protection Association’s 1958 
Fire Prevention Contest. 

The contest, an international competi- 
tion to provide recognition for excellence 
in the field of fire safety education and 
performance, is in its 3lst year. The 
1958 entries may reach a record high, ac- 
cording to Percy Bugbee, general man- 
ager of the Boston-headquartered organ- 
ization, 

The fire prevention programs to be 
lescribed in the entries are now in ac- 
tion in hundreds of cities and industrial 
plants throughout the United States and 
Canada, as well as at military and gov- 
ernment installations. 

City entries are classified and judged 
according to the size of the community, 
Mr. Bugbee said. The only prerequisite 
fo entry, he added, is a fire prevention 
Program. 

Entry forms, returnable by November 
30, are available from the NFPA offices 
In Boston, 

Top winners among cities last year 
Were Phoenix, Ariz., and Ottawa, On- 
lario. The Tumpane Company of Terre 
Haute, Ind., took honors for industrial 
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KRASNER RATE CARD 
ee Louis D. Krasner, Inc., agency of 
6 Cliff Street, New York City, is fur- 
nishing free to brokers and others, upon 
request, a rate card showing the new 
ninimum fire rates which became effec- 
ive June 16. 





New Protective System Designed 
To Control Industrial Explosions 


$100,000,000 from dust explosions alone 
over approximately a 50-year period, and 


640 deaths. Vapor explosions, he esti- 
mated, cost at least $22,000,000 yearly, 
and there are indications that these 


figures would be substantially higher if 
losses from all types of explosions could 
be determined. 


Earthquake, Storm Survey 
By Stewart, Smith & Co. 


The Stewart, Smith & Co., Inc., mail- 
ing list is receiving the quarterly 
Weather Research Bulletin with a spe- 
cial supplement with the summer issue. 
The supplement is a world map of major 
earthquakes from 1904 to 1955. Shown 
in an inset map are United States West 
Coast earthquakes from 1950 to 1955. 
Stewart, Smith & Co. is located in New 
York City. 

The maps were specially drawn for 
the bulletin by Professor Robert C. 


Kingsbury of Indiana University. The 
text which accompanies-the maps was 
prepared by Yi-fu Tuan, Department of 
Geography, of the University. It tells 
where and how earthquakes occur, de- 
scribes their magnitude, and discusses 
the accuracy (or lack of it) of earth- 
quake predictions. 

Typhoons of the North Pacific are 
described in this issue by Professor 
Stephen S. Visher, and accompanying 
his article about these violent phenomena 
Over an ocean paradoxically named for 
placidity, is a map showing typhoon 
tracks and their average annual occur- 
rence. 
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Loyalty Group 


Member Compantes: 


THE CONTINENTAL INSURANCE COMPANY...........i....0.++...- Est. 1853 


FIDELITY-PHENIX FIRE INSURANCE COMPANY.. 
FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J............. 
NIAGARA FIRE INSURANCE COMPANY... 


THE FIDELITY AND CASUALTY COMPANY OF NEW YORK........ 





Pe a 1853 


. Est. 1855 


Fe aT 


. Est. 1875 


NATIONAL-BEN FRANKLIN INSURANCE COMPANY.................Est. 1866 


MILWAUKEE INSURANCE COMPANY... 
ROYAL GENERAL INSURANCE COMPANY OF CANADA..... 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF N. Y.. : 


Chis aaed eecamseheaeiaeee 


cccccces okuttte 1906 


. Est. 1874 


COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J...........Est. 1909 





























Insurance Service Assn. Aids Many 
Producers On Multi-State Accounts 


1954 12 insurance brokerage 
companies met in Chicago to draw up 
bvlaws for the Insurance Service Associ- 
t These original mem- 


Late in 


ation of America. 
bers were from diverse regions of the 
United States and felt that there was 
a strong need for a nationwide network 
of independent agencies that would en- 
able them to give more complete na- 
tional service to expanding businesses. 
Four years have passed since these 
members sat down to discuss this new 
concept, and today the association has 
45 large local agencies, each of which is 
the exclusive member within its particu- 
lar area. Its operations envelop the 
whole of North America with offices in 
Canada, Cuba, Mexico and Puerto Rico, 
in addition to the important industrial 
areas in the United States. Premiums 
written by association members exceed 
$250,000,000 annually and nearly 3,000 
employes are represented within the 
aarti, 
Servicing Multi-State Accounts 


The basic purpose of the Insurance 
Service Association is to place each 
member in a better competitive position 


as respects servicing of national or 
multi-state accounts. Since World War 
Il industry has expanded at a rapid 


the building of new plants 
and the acquisition of subsidiaries. Cor- 
porations have been forced to rely on 
large, branch office brokerage houses 
for their insurance programs thus losing 
the complete local knowledge, experience 
and good will of having a local inde- 
pendent company handle their insurance 
problems. The Insurance Service Asso- 
ciation recognizes this problem. Each 
member firm knows the local situation 
in his area and at the same time offers 
national or multi-state coverage. 

Members are selected after close 
—€. Each office is one of the 
leading brokerage companies within its 
community and is chosen for member- 
ship after its reputation, experience 
and influence have been thoroughly ex- 
plored. ’ 

Two meetings of the association are 
held each year to discuss general in- 
surance problems. Attending these meet- 
ings are insurance executives, experts 
within their regions, eager to exchange 
ideas about the insurance industry as it 
pertains to their areas, Furthermore, 
during the interim periods, committees 
are at work studying types of insurance 
programs, utilizing the vast collective 
ability of individuals within the associa- 
tion. These committee reports have en- 
bled members to give more complete 
service to their accounts or to acquire 
new business. 

The Insurance Service Association is 
guided throughout the year by a presi- 
dent, vice president, secretary and treas- 
urer. Seven other individuals are direc- 
tors. The officers are elected for a term 
of one year, and work on a volunteer 
basis. To handle the every day cor- 
respondence and to coordinate the vari- 
ous committee activities, the association 


pace, with 


maintains a permanent secretary in the 


office of the president. 
Handling of Risks 


In handling risks, each “originating 
agent” makes his own arrangements with 
the “servicing agent” in the territory 
where the risk is located. The specific 
arrangement may be as limited or as 
extensive as they respectively desire 
and the division of commission is sub- 
ject to mutual agreement according to 
the extent of the services to be per- 
formed by the “servicing agent.” Each 
member furnishes other members with 
engineering and loss control service, 
local rating information and liaison with 
the various rating bureaus, marketing 
assistance and other services. 

At the present time there are numer- 
ous projects which the association is 
undertaking. Soon to be announced is 
“operation long haul.” Because of the 
numerous offices in the association and 

(Continued on Page 28) 





Insurance Service Assn. 


Holds Meeting at Atlanta 


The Insurance Service Association 
recently held its semi-annual meeting at 
the General Oglethorpe Hotel, Savannah, 
Ga. The association is an organization 
consisting of 46 large local independent 
offices situated in key cities throughout 
the United States, Canada, Puerto Rico, 
Cuba, and Mexico. The basic purpose 
of the association is to assist each area 
in the servicing of national and multi- 
state clients. 

During the two day convention general 
problems pertaining to the individual 
regional areas were discussed, as well as 


other national and international insur- 
ance industry questions, which are of 
vital importance to an_ established 


nation-wide association. 
Officers of the association are Patrick 
Fitzpatrick, president ; Charles Schoelzel, 


NAIA PRIMER IN DEMAND 


Second Printing Issued of Booklet 
Discussing Commissions Written by 
Past Pres. Robert Battles 


A second printing of the primer “The 
Agency System in Relation to Insurance 
Economics” is being distributed. The 
primer was written by Robert E. Battles 
of Los Angeles, and published by the 


National Association of Insurance 
Agents as a factual and historical review 
of some fundamental principles on the 


subject. 

A second printing of the primer was 
necessary due to the widespread de- 
mand. Over 40,000 copies have already 
been distributed. 

In speaking of the primer 
Woodbury, Jr., of Wilmington, N. 
president of NATA, said: 

“The purpose of this document, as 
noted in the introduction, is to lay a 
foundation for the intelligent discussion 
of commissions; to analyze and de- 
fine commissions; and to relate them to 
the general economy of insurance. The 
thoughts expressed in this booklet are 
not new. They are intended to be mere- 
ly a factual and historical review of 
some fundamental principles which have 
been expressed many times before. 

“In Chapter VI, ‘Bargaining on Com- 
missions within the Industry,’ the history 
of various activities within the industry 
to deal with commissions is summarized. 
It is recognized that the SEUA case 
in 1944 brought about a great change in 


Louie E., 
Ge 


the legal status of activities affecting 
commissions. The most recent develop- 
ment has been the situation involving 


possible anti-trust implications in Cali- 
fornia. In order to bring up to date the 
historical review of the subject, the re- 
cent activities of the California Associa- 
tion of Insurance Agents have been re- 
ported in this primer. 

“The report of those activities is en- 
tirely factual and is not intended to 
express any opinion whatsoever on the 
part of the National Association of In- 
surance Agents regarding the situation 
in California.” 





Moses Answers Brokers on 
State Buying Practices 


To a complaint made by the Greater 
New York Insurance Brokers’ Associa- 
tion, Inc., that the Power Authority of 
the State of New York is purchasing 
all of its insurance in one company 
through one broker, Robert Moses, chair- 
man of the authority, replied that “no 
reasonable, disinterested person would 
suggest that it could be done otherwise.” 

Mr. Moses in a letter to C. Joseph 
Danahy, said: 

“T have your letter of June 25 in which 
you charge that the interest of the 
general public is not protected because 
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spreading it around among the member: 


of the Association by whom you are 
employed. 

“As to your latest effusion, all the 
insurance and bonds on the _ Power 


Authority’s construction projects are not 
carried exclusively by one company or 
handled by one broker. The Authority 
provides workmen’s compensation an( 
liability and property damage insurance 
All other insurance including, but not 
limited to, automobile liability and_ fire 
insurance, is placed by the individual 
contractors, using brokers and insurance 
companies of their own choice. Wher 
performance and labor material bond: 
are required, the contractors procur 
these without direction by the Authority 





“There are many reasons why. the 
Authority elected to provide a_ blanket 
workmen’s compensation and_ liability 
policy. 

“As to your charge that the Authority 
picked one brokerge firm to handle this 
insurance, no reasonable, disinterested 
person would suggest that it could be 
done otherwise. Proposals were receive! 
from several of the largest insurance 
companies in the country and the Av 
thority after full impartial and imper: 
sonal investigation determined whic! 
proposal was in its best interest.” 





NEW RICHMOND AGENCY 

new firm, Mathews-Bridgman It: 
surance Agency Inc., has opened office! 
in Richmond, Va. James K. Mathews 
who formerly operated an agency i 





Richmond, is president and treasurer © 
the firm, James E. Bridgman is vic 
president. 





BROOME Co. AGENTS ELECT |. 
John F. Russell has been elected pres! 
dent of Broome County Association © 
Insurance Agents, in Binghamton, N. 
He succeeds Town of Conklin ‘Super 
visor Walter F. Ayres. 
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Multiple Line Hearing 
(Continued from Page 1) 


ter for the transaction by such insurer 
of the respective kinds of insurance em- 
braced by the coverages included in such 
contracts.)” 

Immediately objections were voiced. 
Joseph Murphy, America Fore, asked 
why the new section is necessary. J. 
Raymond Berry, National Board of Fire 
Underwriters, does not see any problems 
solved by insertion of the section. He 
said there is no new form of insurance 
involved in multiple line underwriting 
so why devote a special sub-section to 
it? Hugh Harbison, Travelers, saw di- 
vergence of thought and _ expression. 
Harry F. Perlet, Multi-Peril Insurance 
Conference, sees Section 22 taking care 
of the problem. 

Proposed Section 22 reads as follows: 

“Miscellaneous insurance, including in- 
surance against any other kind of loss 
of or damage to property or against any 
other kind of liability and not within 
any kind or kinds of insurance defined 
in this chapter, if such insurance is not 
disapproved by the superintendent as 
being contrary to law or public policy. 
The superintendent shall prescribe by 
regulation the amounts of additional cap- 
ital or surplus requirements, if any, for 
such additional kind of insurance.” 

At this point Mr. Schantz interjected 
the statement that the industry and the 


Keep Door Open for Future Expansion 


Mr Perlet said the insurance industry 
may someday wish to incorporate marine, 
accident and health and other lines in 
one contract. Under a inflexible law 
such change he says would be very dif- 
ficult. Administrative rulings, however, 
would leave the door open for changes 
when such appeared essential. 


C. F. J. Harrington, National Associ- 
ation of Casualty & Surety Agents, went 
so far as to suggest someday life insur- 
ance companies may wish to engage in 
other fields of underwriting, or property 
insurers branch out into life. This would 
call for life insurance being included in 
multiple line contracts. He said the New 
York Department should “take a new 
look on limitations placed on life in- 
surers,” in view of the growing multiple 
coverage trend. 


Finally, the Department and industry 
representatives reached what appeared 
to be a tentative agreement that the 
preamble to suggested Section 46 should 
contain words generally along the fol- 
lowing line: 

“The following definitions of insur- 
ance are not mutually exclusive. A par- 
ticular coverage may be included under 
one or more categories. Two or more 
kinds of insurance, or subdivisions or 
parts thereof may be included in a 
single contract. Such contracts may in- 
clude insurance covering on an all risk 
basis with specified exclusions; but no 
such insurance shall be deemed to in- 
clude life insurance or legal liability for 
personal injury or death unless specified 
herein.” This, it was stated, would re- 
move necessity for the suggested Sub- 
section 23. 

Mr. Collins observed that some in- 
dustry spokesmen appear to favor keep- 


first 22 proposed sub-sections to pro- 
posed Section 46 there was opposition 
expressed to numerous revisions. The 
majority of spokesmen asked that the 
present law be left unchanged. The 
new inland marine section was found 
objectionable by Harold Wayne, Inland 
Marine Insurance Bureau. Robert Gil- 
more, Association of Casualty & Surety 
Companies, was another who opposed 
changes, as did William B. Pugh, Insur- 
ance Co. of North America, John S. 
Hamilton Jr., American Mutual Alliance, 
and others. Most of them sought further 
time to study proposed changes and the 
Department readily agreed, saying 
another meeting with the industry 
spokesmen will be arranged. 


Bert Cotton Talk 


(Continued from Page 29) 





to a building caused by mechanical 
breakdown, falling objects damage caused 
by ‘the rotting of a tree, and oil dam- 
age to the vinyl floor caused by rust and 
deterioration of the tank are all insured. 
Challenging Reverse Corollary 

“There is a challenging reverse corol- 
lary involved in the exclusion which may 
be worthy of some comment. There is 
excluded loss by ‘settling, cracking, .. . 
of pavements, foundations, walls, floors 
or ceilings; unless loss by landslide... 
(or) water damage ensues, and this com- 
pany shall then be liable only for such 
ensuing loss.’ Suppose that there is a 
landslide which results in settling and 
cracking of pavements, foundations and 
walls. We exclude the settling and crack- 
ing, apparently without regard to what 
may have caused it. Since we no longer 
use the word ‘normal’ which was involved 
in the Hanley case, presumably we wish 


LEE W. TAYLOR’S NEW POST 





Assistant General Manager General Ac- 
cident Cos.; Heads Several 
Underwriting Depts. 

The General Accident Group an- 
nounces appointment of Lee W. Taylor 
as assistant general manager of the Gen- 
eral Accident and his election as secre- 
tary of the Potomac Insurance Co. and 
Pennsyivania General Insurance Co. Mr. 


Taylor, under general direction of 
Deputy General Managers Clarence L. 
Brearly and John T. Orr, will have 


executive supervision and responsibility 
for the underwriting activities of the 
group’s fire, multiple peril, inland ma- 
rine, burglary and plate glass depart- 
ments. 

Mr. Taylor is a graduate of Baltimore 
Polytechnic Institute, having studied 
further at Columbia University and the 
Insurance Society of New York. He has 
had a wide experience in the property 
insurance field, having been assistant 
manager of the Allied Lines Association, 
Eastern fire manager of the Fireman’s 
Fund Group, and Eastern fire and inland 
marine manager of the Kemper Compa- 
nies. In addition, he has served on a 
number of fire bureau committees. 





follows the landslide. We have not said 
that we will pay for a shrinking and 
cracking brought about by a landslide. 
“Since we exclude shrinking and 
cracking regardless of what may bring 
it about, a literal interpretation would 
exclude such damage even though it 
results from a landslide or fire or any 
other peril. We must recognize that 
such a conclusion is highly doubtful. 
And, by the same token, if torrential 
rains should soak into the soil to such 







































Department have long been seeking a ing present legislative “freezes” rather to exclude all kinds of settling and an abnormal degree as to destroy the 
definition of multiple line insurance than modernizing laws. He does not feel cracking, whether normal or abnormal. support for a pavement or foundation 
which can be put into a few words. administrative rulings will solve many We state that if landslide ensues, then and result in a settling or cracking, it 
“as one seems to understand the mean- problems arising out of the new broad we will be liable for ‘such ensuing loss’ is somewhat probable that this would 
ave ened eee ae eee eae ae policies. He stated that rulings already hich means that if there is a shrinking be considered water damage, liability 
ing of multiple line coverage but few made have led to litigation. or cracking, and then there is a land- for which, it would be said, was ex- 
agree on a specific written explanation. When the Department took up the — slide, we will pay only for that which  pressly assumed.” 
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The Insurance Almanac 


Now Being Distributed 


The 1958 edition of The. Insurance 
Almanac, an annual publication contain- 
ing facts and statistics on insurance, 


has been printed and is being distributed 
to subscribers. The Insurance Almanac 
is published by the Underwriting Print- 
ing and Publishing Co., 116 John Street, 
New York 38, N. Y. 

The 1958 Almanac, which is the 46th 
annual edition, is a valuable 1,056-page 
reference book of.factual and statistical 
information on all branches of insurance. 
The company section gives the officers, 
coverages, and territory of all types of 
companies. 

Other sections of The Almanac cover 
State Insurance Departments, all types 
of insurance organizations, agents and 
brokers, adjusters, actuaries, insurance 
and management groups, new companies 
organized, name changes, companies re- 
tired, brokers’ regulatory laws, resident 
agents’ laws, workmen’s compensation 
officials, legislative sessions, insurance 
definitions, insurance journals, etc., all 
indexed for ready reference. 

The cost of The Insurance Almanac is 
$7.50, plus postage. 


Sanborn Map Co. New 
Special Services Division 

Creation of new special service division 
of the Sanborn Map Co. to emphasize 
the company’s activities in the fields ot 
municipal, county, state and federal 
government and private enterprise, in- 
cluding public utilities, is announced by 
C. P. Herbell, president. ; 

The new division is headed by Vice 
President Carroll F. Doane, who has 
been associated with the company since 
1923. R. B. Hol’aman, company secre- 
tary-treasurer, has been named manager 
of utility. services, including electric, 
gas and oil companies and R. E. Barra- 
clough is director of planning activity, 
special service division. The division 
represents diversification and extension 
of the company which has becn engaged 
in fire insurance mapping for almost a 
century. 


Gustafson Aetna Special 

Appointment of Robert M. Gustafson 
as special agent for the Aetna Insurance 
Co. in western Pennsylvania is an- 
nounced. He succeeds James H. Hudner, 
who has resigned to enter the agency 
business in New England. A graduate 


of the University of Rhode Island, 
where he majored in insurance, Mr. 
Gustafson had previously spent four 


years in the Air Force. 

3efore joining the Aetna in January, 
1957, he had been in the agency busi- 
ness. Since then he has gained experi- 
ence in the company’s New Jersey serv- 
ice office and has completed the Aetna’s 
Multiple Line Training School course. 
Mr. Gustafson will now make his head- 
quarters in the. Pittsburgh office. 


Secor With Excelsior 


Forrest H. Witmeyer, president, Ex- 


celsior of New York, Syracuse, an- 
nounces appointment of James J. Secor 
of Rensselaer N. as field super- 


visor to handle all of New York State 
except Onondaga County and suburban 
New York. Mr. Secor replaces William 
A. Brodeur of Wallingford, Conn., who 
recently had been scheduled to supervise 
the New York territory, but as a native 
of New England, he was on March 15 
assigned to a sudden vacancy in that 
territory. 

A native of Albany, Mr. Secor had 
been affiliated with the National Surety 
Corp. for 23 years, since 1935, as un- 
derwriter and branch manager of the 
Albany office, including this same ca- 
pacity during the past few years with 
the entire Fireman’s Fund Group of 
which the National Surety is now a 
member. 


Carvalho State Agent 
For Yorkshire in Pa. 


Yorkshire of New York an- 


The 
nounced appointment of Bertram N. 
Carvalho, Jr., as state agent for York- 
shire and its affiliate, the Seaboard Fire 
& Marine, in charge of the eastern 
Pennsylvania territory with headquarters 
at Upper Darby. 

Mr. Carvalho has spent many years 
traveling eastern Pennsylvania, Dela- 
ware, Maryland and Washington, D. C. 
He is at the present time president of 
the Underwriters Club of Philadelphia 
and active on the planning committee 
of the Pennsylvania State University 
Insurance Education Conference. 

He graduated in 1935 from the Whar- 
ton School of the University of Pennsyl- 
vania. 


Witmeyer President of 
Conn. Chapter of CPCU 


Donald M. Witmeyer, vice president 
of Security Insurance Group of New 
Haven, was named president of the Con- 
necticut Chapter, Society of CPCU, at 
the annual meeting in Hartford. 

Other officers elected are Robert C. 
Sutherland, partner of John M. Suther- 
land Agency, Naugatuck, Conn., first 
vice president; Donald Garlock, assistant 
secretary, Travelers Insurance Co., Hart- 
ford, second vice president; Armin J. 
Mueller, assistant secretary, Phoenix- 
Connecticut Group, Hartford, secretary; 
Robert W. Blakeslee, resident vice presi- 
dent, American Insurance Group, Hart- 
ford, treasurer. 





Transfer J. R. Love, Jr. 


James R. Love, Jr., supervisor in 
Peoria agency, of New England Life, 
has been appointed assistant director 
of agencies at the home office in Boston. 
He joined New England in 1953 as an 
agent in Peoria, where his father is 
general agent. A graduate of North- 
western University he was on varsity 
golf team. He spent three years in the 
army as a cryptographic specialist. 





Ins. Service Assn. 


(Continued from Page 26) 


geographical distribution, the Insurance 
Service Association is in a position to 
assist individuals who are being trans- 
ferred from one region of the country 
to another. The association representa- 
tive knows the banks, stores, schools and 
churches and will so advise the individ- 
ual over the “long haul.” 

Chicago will be the scene for the 
property and casualty meetings in the 
fall. Each member is planning to send 
a representative from their property and 


casualty departments to attend the semi- 
nar. A similar plan followed last year 
was rewarding. Also, a panel of experts 
has been established, pooling the talents 
of individuals who are experts in the 
true sense of the word in any field of 
insurance. If a member has an unusual 
problem he simply contacts one of the 
panel advisors for assistance. To be 
specific, a Canadian member wanted 
some knowledge pertaining to natural 
gas transmission companies, and as a 
result of the information received, the 
Canadian office was successful in con- 
vincing its insureds as to what should be 
done, 


Example of Service 


Another example that demonstrates 
the association’s usefulness to its mem- 
bers’ assureds occurred when the Boston 
representative called the Chicago mem- 
ber with a request to investigate an 
expensive order of the Fire Marshal in 
the Chicago plant of an insured. Within 
two hours the chief engineer of the Chi- 
cago member had conferred with the 
Fire Marshal’s office and worked out a 
compromise satisfactory to everyone. 
This was valuable service to the insured 
and at the same time relieved the Boston 
member of the considerable expense and 
time which would have been necessary 
to handle a purely local Chicago prob- 
lem. Every day there are tangible and 
intangible exchanges between members 
to justify the advantages of belonging 
to the Insurance Service Association and 
demonstrating its value to the members’ 
clients. 

The association is a new concept of 
insurance service. It is a young organi- 
zation, growing in stature to fulfill 
the needs of industry that requires local 
serv.ces on a national scale. 


Members of Association 


Member firms of the Insurance Serv- 
ice Association are as follows: 


Alaska, Anchorage, LaBow, Haynes 
Company, Inc. 
Alabama, Birmingham, Ford-Myatt & 


EKbaugh; Mobile, Thames & Batre. 

Arizona, Phoenix, Luhrs Insurance 
Agency. 

Arkansas, Little Rock, Rector, Means 
and Rowland. 

California, Los Angeles, Miller, Kuhrts 
& Cox. 

Canada, Calgary, Mackid Agencies 
Ltd.; Toronto, Tomenson, Saunders, 
Smith & Garfat Ltd.; Vancouver, Dur- 
ham & Bates Agencies Ltd.; Winnipeg, 
Ryan Agency Limited. 

Colorado, Denver, Van Schaack & Co. 

Connecticut, Hartford, Allen Russell & 
Allen Benjamin & Connor. 

Cuba, Havana, G. F. Kohly, S.A. 

Florida, Jacksonville, Donald A. Bol- 
ton & Co.; Miami, Coates & Dorsey, 
Inc. 

Georgia, Atlanta, Dunlap & Co.; 
vannah, Palmer & Cay, Inc. 

Ilinois, Chicago, Moore, Case, Lyman 


Sa- 


Inc. 
Texas, Dallas, Ellis, Smith & Com- 
pany; Houston, Langham, Langston & 


ance Corp. 
Company, Inc. 


Inc. 






SUCCESSFUL CLIENTS 


We have had the satisfaction of 
providing practical assistance to 
many insurance company and agency 
clients in developing more profitable 
operations. Perhaps we can help you? 
Inquire without obligation. 
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& Hubbard. 

Indiana, Indianapolis, Robert N. Bow- 
en & Associates, Inc. 

Iowa, Des Moines, 
Co. 

Kansas, Wichita, Dulaney, Johnston & 
Priest. 

Kentucky, Louisville, Nahm 
Insurance Agency, Inc. 

Louisiana, New Orleans, Gillis, Hulse 
& Colcock, Inc. 

Maryland, Baltimore, Riggs-Warfield- 
Roloson, Inc. 

Massachusetts, Boston, Boit, Dalton & 
Church. ‘ 

Mexico, Mexico City, Kennedy & Hijo, 
A.P. 

Michigan, 
writers, Inc. 

Minnesota, Minneapolis, Wirt Wilson 
& Company. 

Mississippi, Jackson, Fox-Everett, Inc. 

Missouri, St, Louis, W. H. Markham 
& Co. 

Nebraska, Lincoln, Weaver-Minier Co., 
Ltd.; Omaha, Weaver-Minier-Martland. 

New York, Buffalo, Laverack & 
Haines, Inc.; New York Citv. Despard 
& Co. 

Ohio, Cincinnati, The Earls Blain Co,; 
Cleve'and, The W. F. Ryan Corp. 
Oklahoma, Tulsa, Paul Sisk, 
Wakefield & Associates. 
Oregon, Portland, 

Leavy & Kern. 
Pennsylvania, Philadelphia, Ostheimer- 
Walsh, Inc.; Pittsburgh, Edwards, 
George & Co., Inc. 
Puerto Rico, San Juan, Compania Car- 
rion, Inc. 


Mair-Mulock 


La 


& Turner 


Detroit, General Under- 


John 


Jewett, Darton, 


Rhode Island, Providence, Boit, Dal- 
ton & Church. 
South Carolina, Columbia, Boyle- 


Vaughan Agency. 


Tennessee, Memphis, D. A. Fisher, 


Burnett. 
Virginia, Richmond, Davenport Insur- 


Washington, Seattle, LaBow, Haynes 


West Virginia, Wheeling, Lee C. Paull, 








Serving 


INSURANCE AND REINSURANCE COMPANIES 
AND BROKERS WHO DEMAND THE BEST! 


Through long experience and thorough knowledge 









of Reinsurance, we are in the position to supply you 
the essential contracts tailored to meet your specific 


requirements. 
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Cotton On All Risk Coverage And 
The “Troublesome Exclusion Clause” 


Part II 

All risks coverage and “the 
some exclusion” were the subject of a 
paper presented by Bert Cotton of the 
well known New York law firm of Rein, 
Mound & Cotton at the annual meeting 
of the Executives Association at 
Manchester, Vt. This exclusion, which 
appears in the Homeowners C and the 
“All Risks” fire forms reads as follows: 

“This policy does not insure against 
loss by termites or other insects; wear 
and tear; deterioration; smog; smoke 
from agricultural smudging or industrial 
operations; rust; wet or dry rot; mould; 
mechanical breakdown; settling, crack- 
ing, shrinkage, or expansion of pave- 
ments, foundations, walls, floors, or ceil- 
ings; unless loss by fire, smoke (other 
than smoke from agricultural smudging 
or industrial operations), explosion, land- 


trouble- 


Loss 


slide, collapse, water damage, or glass 
breakage ensues, and this company shall 
then be liable only for such ensuing 
pee 
1OSS,. 


Mr. Cotton states that “I hold a some- 
what pessimistic view as to the strength 
and usefulness of the paragraph. It is 
my feeling that for the most part the 
exclusion can serve only to absolve the 
insurer of liability for the object or por- 
tion of the premises which has _ itself 
disintegrated because of termites, or be- 
cause of wear and tear and deterioration, 
or because of rust, rot or mould. The 
insurer can expect to be relieved of 
liability for the mechanism which itself 
breaks down, but should not be too hope- 
ful with respect to damage caused by 
some independent event which the 
mechanical breakdown brings into oper- 
ation. It would be my impression that 
if more is expected of the exclusion its 
language will have to be drastically 
changed to spell out with greater em- 
phasis exactly what we desire to 
achieve. 

“Assuming we are justified in our con- 
cern that liability would be imposed for 
the damage to the building caused by the 
runaway automobile or by the tree which 
collapsed because of rot, it may be help- 
ful to analyze the cause of our concern 


and to attempt to convert a mere in- 
stinct as to the probable result of a 
lawsuit into a study of how such a 
conclusion can be legally rationalized. 


We should start perhaps with one of 
the many proximate cause dogmas, i.e., 
that is the peril which was the immedi- 
ate cause of the damage is one of those 
insured, the company is not relieved of 
liability because the insured peril may 
have been set in motion by a cause ex- 
cluded in the policy. 

“There is no unanimity with respect 
to this doctrine, some cases holding that 
the very purpose of the exclusion is to 
eliminate that which would otherwise be 
covered, i.e., losses caused by an insured 
peril which was in turn brought about 
by an occurrence which the insurer does 
hot wish to cover. 

“However, with the courts ordinarily 
free to pick ‘and choose among the prece- 
dents in an area of inquiry in which 
they have so much flexibility, it would 
not require excessive laboring for the 
court to decide our runaway automobile 
case by concluding that the peril which 
was the cause of the loss was the ram- 
ming of the vehicle into the wall of a 
house (an insured peril under an all 
tisks policy), and that the mechanical 
breakdown which set the vehicle in mo- 
tion in the first place would have caused 


no damage to the structure had it not 
been for the intervening collision which 
was itself a peril for which the com- 
pany agreed to be liable when it issued 
an all risks policy. 

“Similarly, with respect to the tree 
which succumbs to dry rot and falls onto 
the roof, the rot itself had no effect 
on the roof but there was an independ- 
ent cause of damage, to wit, the impact 
of the tree with the building. This line 
of reasoning is somewhat shaky on a 
proximate cause basis, and not entirely 
unacceptable on a logical basis. Never- 
theless, support could be found in some 
cases. 

Doctrine on Exceptions 


“There is another doctrine applicable 
to exceptions in an insurance policy 
which can likewise cause trouble. It has 
frequently been said that the occurrence 
of an excluded peril will not relieve the 
insurer of liability unless it is the sole 
cause of loss; conversely, if a loss is 
caused by two risks, one covered and 
one not, the company is liable. The ap- 
plication of this doctrine to a named 
peril policy is sometimes not too diffi- 
cult, but under an all risks policy it 
can result in the complete emasculation 
of the kind of exclusions that we pres- 
ently have under consideration. 

“While it may be quite clear that the 
insurer is not liable for the old oil tank 
which begins to leak because of sheer 
age and rust and corrosion, where it is 
obvious that no other cause contributed 
to the disintegration, we may be more 
vulnerable when we come to deal with 
the question of liability for the vinyl 
tile floor in the playroom onto which 
the oil flowed and which it ultimately 
destroyed. As a matter of logic, the dis- 
integration of the tank because of rust 
and deterioration caused the oil to 
emerge, and the oil flowed along the 
floor and reached the tile and inflicted 
the damage, all in one unbroken chain 
of events. Consequently, the damage to 
the floor would not have occurred but 
for the rust and deterioration. 

“But the damage to the tile was not 
‘directly’ caused by rust and deteriora- 
tion. It was caused by the fact that 
the oil flowed onto it and set up the 
kind of reaction which vinyl tile would 
have if soaked in oil, and that is a 
separate risk and one which is insured 
under a policy which covers all risks. At 
this point, we must recall that coverage 
against ‘all risks’ means coverage against 
any fortuitous event which may or may 
not occur, and such an event is the dis- 
a from any source, of oil on a tile 

oor. 


Loss From Land Erosion 


“This line of reasoning sounds strange 
but under the theory that damage to the 
playroom floor at the other end of the 
cellar is not a reasonably foreseeable 
result of the deterioration of the oil 
tank, it would be supportable under the 
case of Bird v. St. Paul & M. Ins. 
Go.,-224-N. Y. 47. However, we can see 
a sample of it in the only case dealing 
with the exclusion presently under con- 
sideration, Fireman’s Fund Ins. Co. v. 
Hanley. There was involved a residence 
situated on the top of a bluff about 80 
feet high ovrlooking Lake Michigan. 
Over the years, waves and high water 
were driven against the bluff, and re- 
sulted in extensive erosion along the 
shoreline. For a period of three years, 
land continually sloughed off into the 
lake, and five other houses were de- 


stroyed or had to be moved. The fol- 
lowing year, a portion of the bluff on 
which the residence was located fell 
away, and a few days later another por- 
tion did likewise, so that the insured’s 
residence was undermined, large cracks 
appeared, floors tilted, and eventually it 
became a total loss. 

“The falling away was described by 
the court as a landslide. The defendant 
claimed that the cause of the landslide 
was excluded, ie., high water, surface 
water and waves driven against the bluff 
which caused erosion of the shoreline 
over a period of years. The insurer 
argued that the dominant cause of the 
loss was not the landslide, but the long- 
continued erosion, and hence that it was 
inevitable that the plaintiff’s house would 
be destroyed, and therefore the risk of 


landslide was not insured because it 
was not fortuitous. 
“The court below had charged the 


jury that if it found the damage resulted 
‘from a combination, concurrence, and 
the working together of causes within 
the<coverage of the policy and causes 
excluded from the coverage of the pol- 
icy, a verdict should be returned for 
the insured. The Appellate Court upheld 
the charge as a correct statement of the 
law, and adopted the view that if an 
insured peril and an uninsured peril 
acted in combination, even though the 
excluded peril brought the insured peril 
into operation, the insurer would be 
liable. 


Conflict on the Facts 


“In reaching this conclusion, the court 
did what courts ordinarily do and and 
what we know we must expect in most 
litigations involving the kind of exclu- 
sion here under discussion. It found a 
serious conflict on the facts and hence 
questions for the jury to determine. 
Rarely is there a clearcut case where the 
facts cannot be placed sufficiently in dis- 
pute to create a jury issue. There was 
a division in the testimony, as usual, as 
to whether the erosion might have sub- 
sided before the landslide at the top of 
the bluff took place. There was testi- 
mony indicating heavy rain, with the in- 
ference that the rain caused the land at 
the top of the bluff to become loose. 
Such issues of fact, always present of 
course, have a tendency to obscure the 
basic issue of law. 

“The court in the Fireman’s Fund case 
also went on to discuss the ambiguity 
in the policy. The exclusion with respect 
to loss by waves, high water, etc., is 
not qualified by any proviso, such as 
we have in our clause, that resulting loss 
by landslide would be covered. Never- 
theless, the exclusion immediately pre- 
ceding, which is the one that we have 
under discussion, states that a loss by 
landslide caused by the excluded perils 
would be insured. This would appear to 
lead to the conclusion that if the insurer 
chose to exclude termites and deteriora- 
tion, but expressly provided that ‘if a 
landslide should result the damage by 
landslide would be covered, then it would 
seem that if in the next paragraph it 
excluded loss by waves and high water, 
and excepted only loss by fire or explo- 
sion resulting therefrom, it has been 
made abundantly clear that a landslide 
brought about by waves and high water 
was not intended to be_ insured. 

“To this the court replied that it 
could not see why landslide was excepted 
from the termite and deterioration ex- 
clusion, concluding that it must have 
been excepted from the exclusion by 
inadvertence. With respect to the next 
paragraph, and the argument as to the 
inference to be drawn from the failure 
to provide that damage by landslide 
caused by waves would be insured, the 
court said: 

“‘On the other hand, paragraph C 
does not include landslide, either among 
the exclusions or exceptions. Defendant 
argues that because of this omission the 
meaningless inclusion of landslide as an 
exception in paragraph B raises a strong 
inference that landslide was not included 
in the exceptions under paragraph C 
because it was intended specifically to 
be an excluded loss, such as_ surface 
water, flood waters, waves, tide or tidal 
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wave, high water. If this was defend- 
ant’s intention it could easily have listed 
Inadslide among the exclusions of para- 
graph C. Defendant’s contention ignores 
the rule that an ambiguous provision in 


an insurance policy should be read 
against the insurer, who writes the 
policy.’ 


“It was further agreed on behalf of 
the insurer that when the risk insured 
is, in general terms, ‘all physical loss,’ 
the ambiguity rule should be relaxed. 
The court stated that it did not find that 
any such rule existed, and concluded by 
‘Here defendant asks us to write 


stating: t 
‘landslide’ in the exclusions of para- 
graph C in which paragraph ‘landslide 


is not mentioned at all.’ 
Landslide Damage Insured 


that is not what the de- 


“Obviously : 
The defendant was 


fendant was asking. 
asking that it be relieved of liability 
which resulted from waves and high 
water having eroded the base of a bluff 
so that the land on top fell off. The 
court seized on the fact that under an- 
other exclusion, not at all involved in the 
case, there was an exception with re- 
spect to landslide, and therefore decided 
that since that which happened on top 
of the bluff could be called a landslide, 
the resultant damage was insured even 
though caused by the eroding action of 
waves and high water at the base. 

“So we see that the labored line of 
reasoning which caused us to suggest 
that we would be held liable for the 
damage caused by the runaway automo- 
bile and by the falling tree, even though 
the basic causes were mechanical break- 
down of the car mechanism and the 
rotting of the tree, is not without prece- 
dent. It would appear that when the 
excluded cause brings about a separate 
and distinct event, which can be given 
a label and characterized as an occur- 
rence falling within the orbit of the cov- 
erage of the policy, the results of the 
new event would be covered under the 
rule in the Hanley case. 

“Logically this conclusion is not readi- 
ly acceptable. If the policy is to be con- 
strued to cover any consequence of 
excluded degenerative processes as long 
as the final damage flows from a physi- 
cal occurrence which would constitute 
an insured peril under an all risks policy, 
then the concluding portion listing the 
ensuing losses for which the company 
expressly assumes liability serves no pur- 
pose whatever. Obviously, if the inter- 
vention of a physica! event brought 
about by termites, wear and tear, de- 
terioration, etc., creates liability for the 
results of that. physical event, then it 
would be unnecessary to specify that the 
liability is accepted for ensuing loss by 
fire, smoke, explosion, landslide, collapse, 
etc. 

“But, by the same token, in the Hanley 
case the insurer argued that the only 
consequences of high water, waves, etc., 
which it desired to insure were fire or 
explosion. Nevertheless the court held 
that landslide brought about by erosion 
caused by high water is covered. Under 
that line of reasoning, vehicle damage 
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Texas Auto Rates to 
Be Increased Aug. 1 


JUDGE JACKSON’S REMARKS 





Statewide Upward Revision is 19% for 
Liability, 17% Collision; Has Lowest 
Rates of Top Eight 





Automobile rates in Texas will be 
increased effective August 1. The aver- 
age statewide increase will be approxi- 
mately 19% for liability on private pass- 
enger cars and 17% for collision. The 
rates were set following the mandatory 
public hearing which was held last 
month. 

It is reported that even after the in- 
crease Texas will have the lowest rate 
among the eight states with most regis- 
trations. Judge Penn J. Jackson, chair- 
man of the State Board of Insurance 
stated: “We cannot expect the auto- 
mobile insurance companies to continue 
to absorb the tremendous underwriting 
losses they have sustained during the 
past several years. These new rates, 
however, are designed to enable insur- 
ance companies to meet future automo- 
bile claims only and will not permit the 
companies to recover their past excessive 
losses. 

“The driving public must realize that 
neither the State Board of Insurance 
nor the insurance companies determine 
automobile insurance rates. Instead the 
drivers themselves determine what the 
rates are going to be from year to year. 
Rates drop when accidents decrease, 
rates must rise when accident costs in- 
crease. 

Urges Aggressive Law Enforcement 


“The law enforcement agencies, the 
judiciary and other officials can help 
this situation by a firm and aggressive 
law enforcement campaign against traffic 
law violations. Punishment for viola- 
tions should be swift and just. A ‘get 
tough’ policy could show surprising re- 
sults in reducing automobile insurance 
rates,” Judge Jackson said. ; 

Two new provisions permit reductions 
in rates in certain instances. By using 
a $50 deductible provision on compre- 
hensive physical damage insurance (not 
including collisions) the motorist can 
reduce his rate on this coverage 50%. 

Another new provision approved by 
the Board will benefit owners of two 
or more cars if all cars are insured 
under a single policy and if there are no 
drivers in the household under age 25. 
This permits a reduction of 25% in the 
rate of the lowest rated vehicle for 
collision, liability, and medical insurance. 

Angus McDonald, chief actuary for the 
Texas Board of Insurance, gave these 
over-all statewide average increases for 
private passenger cars: Comprehensive 
insurance 31.9%, all collision 16.9%, 
bodily injury 18.6% and property damage 
22.5%. 





Benisch Heads New Jersey 
Chapter CPCU for 1958-59 


Abner Benisch, partner in Jay, Schles- 
inger, Benisch & Lowy of Newark, has 
been elected president of the New Jersey 
Chapter of the Society of Chartered 
Property and Casualty Underwriters for 
the term 1958 - 1959. 

Other officers elected are: Vice presi- 
dent, D. Thomas Fazio, National Surety 
Corp., Newark; vice president, Donald L. 
Anderson, Home Insurance Co., New 
York; secretary, Peter A. Thistle, Bert- 
whistle & Livingston, Englewood; and 
treasurer, Winifred E. Selliken, De 
Landy & Kipp, Inc., East Orange. 

Frederick S, Applegate, vice president, 
Merrill, Applegate & Co., South Orange, 
has been elected a trustee. 


Zurich Promotes Baldwin 
To H.O. Underwriting Supt. 





HOWARD W. BALDWIN 


The Zurich-American Insurance Com- 
panies have promoted Howard W. Bald- 
win to superintendent of underwriting. 

Mr. Baldwin joined Zurich-American’s 
United States head office in Chicago in 
July, 1957, as a supervising underwriter. 
He became assistant superintendent of 
underwriting four months later. 





MOBILE. 


MOBILE service. 











Introducing A Fine New Service 


to the Insurance Industry-- 


GLASSMOBILE 


Frequently the basic cost of replacing glass is exceeded by 
the extras involved in making the necessary arrangements. 


Exclude the actual bill for repairs, and examine your hidden cost 
for lost adjusters’ time; the phone calls and the office paper work. 
Now—throw the "extras" out the nearest window and call GLASS- 


We make the phone calls, we identify the car and ascertain the 
loss, we make the repair WHEREVER the car may be—at the as- 
sured's home, garage, place of business—WE M 
EVER IT MAY BE—we issue the 
about everything except—THE VERY LOW COST. 


All prices can be found in the Auto Glass Dealers Association 
Catalogue. This is actual wholesale cost, representing a 25%, sav- 
ing to the companies. There is no additional charge for GLASS- 


GLASSMOBILE has available a complete stock of windshield, 
door, quarter and back glass, both clear and tinted. 


In order to provide the fastest and most complete service possible, we 
have three conveniently located plants to serve your needs. 


For information, or for immediate service, call 


GLASSMOBILE 


Circle 5-909 


FORMING NEW REINSURANCE CO. 
European-American Re. of N. Y. Pub- 
lishes Notice of Intention; for Domes- 
tication of Munich Re. of Germany 

A notice of intention was published a 
month ago in a New York daily news- 
paper to form the European-American 
Reinsurance Corp., principal office of 
which would be located in New York 
City. Amount of the proposed company’s 
initial capital was given at $1,000,000. 

Considerable interest was aroused 
along William Street by announcement 
of this proposed company formation but 
the identity of its principal did not be- 
come known until this week. 

From the New York Insurance Depart- 
ment The Eastern Underwriter has ob- 
tained the information that European- 
American Reinsurance Corp, is_ being 
formed by the Munich Reinsurance Co. 
of Munich, Germany, which re-entered 
the United States in 1955 to write mul- 
tiple lines. The intention is to domesti- 
cate the Munich Re. in this country and, 
reportedly, to transfer its deposits here 
(estimated at about $8,000,000) to the 
European-American Reinsurance. 





Security-Connecticut Group 


Appoints A. B. Williams 


A. B. Williams has been appointed 
manager, casualty and bonding, and will 
supervise all casualty and bonding oper- 
ations of the Security-Connecticut Insur- 
ance Group according to an announce- 
ment made by A. S. Kuenkler, executive 
vice president. 

Ben Williams comes to Security-Con- 
necticut from the Liberty Mutual where 
he has been employed for the past 20 
years. Most recently he served as cen- 
tral division underwriting manager. 

Born in Detroit, Mr. Williams grew 
up in Chicago and attended Northwest- 
ern University at Chicago. During 
World War II he spent three years in 
the U. S. Navy. 





EAN WHERE- 
proof of loss—you just forget 








Standing Committees 
Set Up in C. & S. Ass’n 


PRESIDENT HARPER ANNOUNCES 





Clarke Smith Budget Committee Chair- 
man; Paul Wilson Heads Public 
Relations Activity 





Membership appointments for each of 
the standing committees of the Associa- 
tion of Casualty & Surety Cos., were an- 
nounced July 11, by ACSC President 
William T. Harper, president and chair- 
man of Maryland Casualty. 

Clarke Smith, U. S. manager and pres- 
ident, Royal-Globe Insurance Group, was 
named chairman of the budget commit- 
tee of the Association. Paul Wilson, 
senior vice president, Standard Accident, 
was chosen chairman of the public rela- 
tions committee of the Association. The 
committees and their memberships fol- 
low: 

Executive Committee—Aetna Casualty 
& Surety; America Fore Loyalty Group; 
American Insurance Company; American 
Surety Co. of New York; Employers’ 
Liability Assurance Corp., Ltd.; Fidelity 
& Deposit of Maryland; Fireman’s Fund 
Group; General Accident, Fire & Life 
Assurance Corp., Ltd.; Glens Falls In- 
surance Co.; Great American Indemnity; 
Hartford Accident & Indemnity; Home 
Indemnity Co.; Indemnity Insurance Co. 
of North America; Massachusetts Bond- 
ing & Insurance; New Amsterdam Cas- 
ualty; Royal-Globe Insurance Group; 
Standard Accident; United States Fidel- 
ity & Guaranty. 

Past Presidents on Exec. Committee 


The following past presidents of the 
Association are also members of the 
executive committee: Manning W. 
Heard, first vice president and general 
counsel, Hartford Accident & Indemnity; 
W. E. McKell, chairman of the board 
and president, American Surety; J. 
Arthur Nelson, chairman of the board, 
New Amsterdam Casualty, and Clarke 
Smith, United States manager and pres- 
ident, Royal-Globe Insurance Group. 

Ex-officio members of the‘ executive 
committee are President Harper, and 
Charles J. Haugh, vice president of the 
association and vice president of The 
Travelers, The president and vice pres- 
ident of the Association are also ex- 
officio members of all standing commit- 
tees with the exception of the budget 
committee, 


Advisory Committee of the Accident Pre- 
vention Department—Aetna Casualty & Surety; 
America Fore Loyalty Group; America Insur- 
ance Co.; General Accident, Fire & Life As- 
surance Corp., Ltd; Hartford Accident & In- 
demnity; Royal-Globe Insurance Group; Safe- 
guard Insurance Co.; United States Fidelity & 
Guaranty; Westchester Fire, and Yorkshire 
Insurance Co. 

Committee on Blanks—Aetna Casualty & 
Surety; Aetna Insurance Co.; Agricultural In- 
surance Co.; America Fore Loyalty Group; 
American Reinsurance; American Surety of New 
York; Fidelity & Deposit of Maryland; Fire- 
man’s Fund Group; Hartford Accident & In- 
demnity; Hartford Steam Boiler; Home Indem- 
nity Co.; Indemnity Insurance Co. of North 
America; ‘North American Reinsurance Corp.; 
Ocean Accident & Guarantee Corp., Ltd; 
Phoenix Insurance Co.; Reliance Insurance Co.; 
Royal-Globe Insurance Group; Safeguard In- 
surance Co.; United States Fidelity & Guaranty; 
Yorkshire Insurance Co., and Zurich Insurance 
Co. 


Budget, Casualty Advisory 


Budget Committee—Aetna Casualty & Surety; 
America Fore Loyalty Group; Employers Lia- 
bility Assurance Corp., Ltd.; Hartford Accident 
& Indemnity; Indemnity Insurance Co. of North 
America; Royal-Globe Insurance Group, and 
United States Fidelity & Guaranty. 

Casualty Advisory Committee—Aetna Casualty 
& Surety; America Fore Loyalty Group; Amer- 
ican Employers’ Insurance Co.; American 
Surety; Central Surety & Insurance Corp.; 
General Reinsurance Corp.; Glens Falls Insur- 
ance Company; Hartford Accident & Indemnity; 
Home Indemnity Co.; Indemnity Insurance Co. 
of North America; Massachusetts Bonding & 
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Illinois Speakers 
Bureau is Expanding 


CAPITAL STOCK ASSN. JOINS 


Public Relations Group, Comprising 
Agents, Fire-Casualty Cos.; Has 
160 Speakers 





Illinois Capital Stock Insurance Asso- 
ciation has joined the Illinois Insurance 
Speakers Bureau to aid in efforts to 
make accurate information on all phases 
of general property and casualty insur- 
ance available. 

The Illinois Speakers Bureau was or- 
ganized last year by the Illinois Asso- 
ciation of Insurance Agents, Insurance 
Brokers Association of Illinois and the 
Association of Casualty & Surety Cos. 
Since that time it has sponsored more 
than 200 talks throughout the state 
before service and civic groups, high 
school driver education classes and vari- 
ous conventions. 

Speaking for the founders of the 
bureau, Charles P. Bryant, president, 
Illinois Association of Insurance Agents, 
said its 160 members are especially 
trained to explain insurance matters in 
every day language. Bureau members, 
he said, speak interestingly about safety, 
the place of protection in a free society 
and how the vast service of insurance 
really operates. 


Born Sees Public Interest 


Commenting on the new joint effort, 
Edward. Born, manager of Western Un- 
derwriters» Association, organization of 
capital §tock fire insurance companies, 
said, y@neral insurance plays such 
a compé@ling role in the lives of 
most Americans, individually and in its 
effect on our safety and our economy, "it 
makes an interesting subject for presen- 
tation when done by a qualified speaker. 
Through, @@r field associations we have 
found that the public is interested in 
hearing about the fire side of the busi- 
ness, and we are happy to join with the 
independent agents and brokers afid the 
Association of Casualty & Surety Com- 
panies to provide a means whereby all 
citizens can obtain accurate and interest- 
ing information about general insurance 
of any kind.” 





N. J. Comp. Bureau Issues 
Copies of Bills Passed 


The Compensation Rating and Inspec- 
tion Bureau (CRIB) of New Jersey has 
issued copies of legislative bills passed 
that are of interest to bureau members. 
Manager of the bureau is Bernard 
Hamilton, Special Deputy Commissioner 


of Banking and Insurance. All the bills | 


are effective immediately. 

Following are the bills listed and their 
subject matter: Chapter 40, Public Laws 
of 1958 concerning foreign insurance 
companies—amending section 17:32-2. _ 

Chapter 67, P.L. 1958 concerns domestic 
companies and amends section 17:17-10 
of the revised statutes. 

Chapter 68, P-L. 1958 is an act to de- 
lineate and set forth notice and hearing 
requirements in matters within the juris- 
diction of the Department of Banking 
and Insurance and to require the at- 
tendance of witnesses and_ production 
of documents at hearings held before 
that department and supplementing 
chapter 1 of Title 17 of the Revised 
Statutes. : 

Chapter 13, P.L. 1958 concerns domestic 
insurance companies and amending Sec- 
tion 17 :30-1. 

Chapter 14, P.L. 1958 concerns foreign 
insurance companies and amends 17 :32- 


14, 

Chapter, 66, P.L. 1958 is an act con- 
cerning, rules, and regulations in the 
Department, of Banking and Insurance 
and supplementing chapter 1 of Title 17 
of the Revised Statutes. 


NAMED) BY CONT’L CASUALTY 

Frank Aragona of Uniondale, N. Y., 
has recently been appointed general 
agent of: Continental Casualty. His 
agency!ihas: represented Continental As- 
surance as general agent since 1952, 





Casualty & Surety Cos. Committees 


(Continued from Page 30) 


Insurance Co.; National Union Indemnity; Pearl 
Ltd.; 
ance Group; Standard Accident; Sun Insurance 
Co. of ‘New York; United States Casualty Co., 


and Zurich Insurance Co. 


Assurance Company, Royal-Globe Insur- 


Uninsured Motorist 
Committee on Uninsured Motorist — Aetna 
Casualty & Surety; America Fore Loyalty 
Group; American Surety Co.; Employers’ Lia- 
Ltd.; 


Accident 


bility Assurance Corp., Fireman’s Fund 
Hartford 
demnity Insurance Co. of North America; Royal- 
Globe United States 


Fidelity & Guaranty Company. 


Group; & Indemnity; In- 


Insurance Group, and 

Advisory Committee of the Claims Bureau— 
Aetna Casualty & Surety; America Fore Loyalty 
Group; American Automobile Insurance Com- 
pany; American Casualty Company; Glens Falls 
Insurance Co.; Great American Indemnity; Hart- 
ford Accident & Indemnity; 
New 


Indemnity Co.; 


Home Indemnity; 
Ohio 


Insurance Group; 


Casualty Co.; Farmers 
Royal-Globe 


St. Paul-Mercury 


Amsterdam 
Indemnity Co.; Springfield 
Fire & Marine; Standard Accident; United States 
Fidelity & Guaranty, and United States Fire. 
Conference Committee—America Fore Loyalty 
Liability 
Accident & 
Royal-Globe 


Surety; Employers’ 


Ltd.; 


Group; American 


Assurance Corp., Hartford 


Indemnity; Home Indemnity Co.; 


Insurance Group, and United States Fidelity & 
Guaranty. 

Law Committe@Aetna Casualty & Surety 
Co.; America Fore Loyalty Group; American 
Employers’ Insurance Co.; American Insurance 
Co.; American Surety; Boston Insurance Co.; 
Central Surety & Insurance Corp.; Fidelity & 
Deposit of Maryland; General Accident, Fire & 
Life Assurance Corp., Ltd.; Hartford Accident & 
Indemnity; Home Indemnity Co.; Indemnity 
Insurance Co. of North America; London Guar- 
antee & Accident Co., Ltd.; Norwich Union Fire 
Insurance Society, Ltd.; Reliance Insurance Co.; 
Royal-Globe Insurance Group; Standard <Acci- 
Sun Insurance Co. of New York; and 
United States Fidelity & Guaranty. 


dent; 


Legislative Policy 


Legislative Policy Committee—Aetna Casualty 
& Surety; America Fore Loyalty Group; Amer- 
ican Surety Co. of New York; Employers’ Lia- 
bility Assurance Corp., Ltd.; Fidelity & Deposit 
of Maryland; Hartford Accident & Indemnity; 
Indemnity Insurance Co, of North America; 
Royal-Globe Insurance Group; Standard Acci- 
dent; and United States Fidelity & Guaranty. 

Membership Committee—America Fore Loyalty 





Paper Appeals to People 
To Reduce Auto Ins. Rates 


The Dallas Evening News, July 6, car- 
ried an editorial on car insurance. The 
writer pointing to Massachusetts, the 
first state to have a compulsory auto 
insurance law, remarked that “by blan- 
keting in all types of drivers and all ages 
and makes of cars the Bay State 
practically legislated increased rates. For 
it can not be said too often that insur- 
ance is a business and must be con- 
ducted as a business. The rates it is 
permitted to charge must be _ high 
enough to allow reasonable profit.” 

Continuing, the editorial remarked that 
Texas’ financial responsibility law “even 
with this limited character of compul- 
sion” has increased coverage. The rates 
are justified and are rightly adjusted to 
community loss record. The newspaper 
tells its readers that the people can 
reduce the cost of car insurance. 

“A metropolis is handicapped by its 
very size. Its streets are congested, its 
car registration enormous. Looks as if 
big populations breed bad traffic man- 
ners and a callous disregard for human 
rights. The News has received numerous 
letters adverse to Dallas policing of 
traffic. More and not less rule enforce- 
ment is needed. But the heart of rate 
reduction is you yourself, If you do 
your part, you get results,” 


Group; Connecticut Indemnity Co.; General Re- 
insurance Corp.; London Guarantee & Accident 
Co., Ltd.; Merchants Indemnity Corp. of New 
York; Ohio Farmers Indemnity Co., and Re- 
liance Insurance Co, 

Plate Glass Advisory Committee—Aetna Cas- 
ualty & Surety Co.; America Fore Loyalty 
Group; Hartford Accident & Indemnity Com- 
pany; Home Indemnity Co.; New Amsterdam 
Casualty Co.; Royal-Globe Insurance Group; 
Sun Insurance Co. of New York, and United 
States Fidelity & Guaranty Co. 

Public Relations Committee—Aetna Casualty & 
Surety; America Fore Loyalty Group; American 
Casualty Co.; American Employers’ Insurance 
Co.; American Insurance Co.; Fireman’s Fund 
Insurance Group; Glens Falls Insurance Co.; 
Hartford Accident & Indemnity; London Guar- 
antee & Accident Co., Ltd.; Massachusetts Bond- 
ing & Insurance Company; Phoenix Insurance 
Co.; Royal-Globe Insurance Group; Standard 
Accident, and Yorkshire Insurance Co. 

Research Advisory Committee—Aetna Insur- 
ance Co.; American Insurance Co.; Boston In- 
surance Co.; Connecticut Indemnity Co.; Fed- 
eral Insurance Co.; General Accident, Fire & 
Life Assurance Corp., Ltd.; Home Insurance 
Co.; Reliance Insurance Co., and Zurich In- 
surance Co. 


Surety Advisory, Law 


Surety Advisory Committee—Aetna Casualty & 
Surety; America Fore Loyalty Group; American 
Insurance Co.; American Surety; Employers’ 
Liability Assurance Co., Ltd.; Federal Insurance 
Co.; Fidelity & Deposit Co. of Maryland; Fire- 
man’s Fund Insurance Group; Hartford Accident 
& Indemnity Co.; Indemnity Insurance Co. of 
North America; Seaboard Surety Co., and Stand- 
ard Accident. 

Surety Law Committee—Aetna Casualty & 
Surety; American Surety Co. of New York; 
Employers’ Liability Assurance Corp., Ltd.; Fed- 
eral Insurance Co.; Fidelity & Deposit; Fire- 
man’s Fund Group; Great American Indemnity 
Co.; Hartford Accident & Indemnity; New Am- 
sterdam Casualty; Seaboard Surety; Standard 
Accident, and United States Fidelity & Guaranty. 

Advisory Committee on Tax Matters—Aetna 
Casualty & Surety Co.; America Fore Loyalty 
Group; American Employers’ Insurance Co.; 
American Insurance Co.; Fidelity & Depssit 
Co. of Maryland; Great American Indemnity 
Co.; Hartford Accident & Indemnity Co.; Home 
Indemnity Co.; Indemnity Insurance Co. of 
North America; Ocean Accident & Guarantee 
Corp., Ltd.; Providence-Washington Insurance 
Co.; Royal-Globe Insurance Group; Springfield 
Fire & Marine; Standard Accident, and United 
States Fidelity & Guaranty. 





MADE GEN’L CHAIRMAN OF UA 
Donald H. Denton, Vice Pres. Amer. 
Commercial Bank, Is Leader in Ins. 
Industry, Charitable Affairs 
Donald H. Denton, vice president and 
manager of the insurance department of 
American Commercial Bank in .Char- 
lotte, N.C., following outstanding suc- 
cess last year as head of the industrial 
section drive has been made general 
chairman of the United Appeal cam- 

paign there. 

Last year the industrial division raised 
$357,376, out of the $1 million over-all 
goal of UA. 

Mr. Denton is a director of the Na- 
tional Association of Casualty and Sure- 
ty Agents, vice president and director 
of the National Association. of Surety 
Bond Producers, vice president of the 
Charlotte Association of Fire and Casu- 
alty Agents, and chairman of the fidelity 
and surety committee of the National 
Association of Insurance Agents, 

Mr. Denton began his career in the 
underwriting department of New Am- 
sterdam Casualty, He came to his pres- 
ent post in Charlotte in October, 1953. 

He is a director of United Commu- 
nity Service and treasurer and director 
of the Charlotte YMCA. He was gen- 
eral chairman of the Y’s membership 
drive last year, and was a captain in 
the advance gifts division of the YMCA 
capital fund drive. 

Mr. Denton is a deacon of Myers 
Park Presbyterian Church and director 


Wide Changes in Glass Ins. 
Manual Rates, Rules July 16 


Changes in glass insurance manual 
rates and rules were announced July 15 
by the National Bureau of Casualty 
Underwriters for numerous states and 
territories. The revisions are effective 
July 16 except in Texas where they take 
effect on August 13. 

The changes result in average state- 
wide rate reductions in Alabama, Colo- 


rado, Florida, Kansas, Massachusetts, 
Mississippi, Nebraska, Pennsylvania, 
Rhode Island, Vermont, Virginia and 
Wyoming. 


They result in average statewide rate 
increases in Arizona, California, Connec- 
ticut, District of Columbia, Indiana, Iowa, 
Kentucky, Maryland, Michigan, Minne- 
sota, New Mexico, Ohio, Oklahoma, 
Utah, Washington, West Virginia, 
Hawaii and Puerto Rico. 

The revisions result in no change in 


average statewide rates in Georgia, 
Illinois, Missouri, South Dakota and 
Texas. 


The countrywide effect of the changes 
is an average increase of approximately 
one per cent. 





Schaller Congratulates 17 
Continental National Grads 


Robert T. Schaller, vice president, 
Continental Casualty, congratulated 17 
graduates of the Continental National 
Insurance Institute in Chicago recently. 
The two-week course covered fidelity, 
surety and burglary insurance, and was 
conducted at the Institute which is in 
Chicago. 

Mr. Schaller and members of his staff 
joined the education and training de- 
partment staff in presenting both the 
underwriting and sales aspects of surety 
and allied types of insurance. Five agents 
and 12 personnel of Continental Casualty 
and the National Fire of Hartford com- 
prised the graduates. 

Those who received certificates of 
completion were: John A. and Henry W. 
Orme, St. Paul, Minn.; John R. DiCeilo, 
Jr., Kenosha, Wisc.; William F. Stotz, 
Jr., Louisville, Ky.; William H. Wilkin- 
son, New Orleans, La.; John A. Callahan, 
Hammond, Ind.; T. W. Kuczynski, Pitts- 
burgh, Pa.; Truman J. Barber, Decatur, 
Ga.; Phillip G. Billings, Santa Monica, 
Calif.; Daniel J. Twomey, Brooklyn, 
N. Y.; Donald F. Zurcher, East Glaston- 
bury, Conn.; Don Cleveland, Blue Island, 
Ill.; Richard M. Wing, Evanston, IIl.; 
and Kenneth D. Tippins, Jared J. Cum- 
mins, Edward L. Sammons and John F. 
Belter of Chicago, Illinois. 





D. of C. Rating Bureau 


Elections Announced 

The Royal, New York, and the Ameri- 
can Insurance Co. of the District of 
Columbia have been elected to the gov- 
erning committee of the District Insur- 
ance Rating Bureau. Walter R. Ewald, 
vice president, Great American, was re- 
elected chairman of the governing com- 
mittee and Arthur F. Herman, vice pres- 
ident of the Home, was reelected vice 
chairman. 

The governing committee appointed 
William E. Cassidy, special agent, Con- 
tinental, as chairman of the executive 
committee, and Herbert M. Pasewalk, 
vice president of the Firemen’s of Wash- 
ington. D. C., vice chairman. Kenneth 
R. Underwood was reappointed man- 
ager of the bureau and George F. Alle- 
bach was reappointed chief engineer. 





and program chairman for the Men of 
the Church. He is on the advisory com- 
mittee of Queens College Evening 
School, treasurer of Oaklawn Commu- 
nity Center, Inc., vice president of the 
Charlotte-Mecklenburg Safety Associa- 
tion, deputy wing commander of the 
North Carolina Civil Air Patrol, and 
chairman of the Chamber of Commerce 
aviation committee, 
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C. A. Blanchet Heads 
International Counsel 


1000 ATTEND ANNUAL MEETING 


Forum on Contingency Fees Features 
Speaking Program; To Hold 1959 
Convention in Banff 


More than 1,000 insurance attorneys 
and their guests who attended the 3lst 
International Asso- 
July 9-12 

Sulphur 
one 


meeting of 
of Insurance Counsel 
Greenbrier, White 
this gathering 


annual 


ciation 
at The 
Springs, 


considered 


ARTHUR BLANCHET 
of the best to date. Convention ch: air - 
man was Ray N. Caverly, retired vice 


president of America Fore Group, who 
performed in a similar capacity in late 
June when the New York State Bar 
Association met at Saranac Lake, N. Y. 

One of the meeting’s highspots was 
the forum on contingency fees at which 
the question was debated: “Whether 
Contingency Fees Are a Bane or a Boon 
to the Legal Profession?” Participants 
in this panel were Harry A. Gair, New 
York City, who spoke on behalf of this 
practice and Pat H. Eager, Jr., Jackson, 
Miss., who opposed contingency fees. 

Following the address of welcome by 
West Virginia Governor Cecil H. Under- 
wood, an outstanding address was de- 
livered by Clarence E. Manion, South 
Bend, Ind., former dean of Notre Dame 
University’s College of Law. Described 
as “an aggressive, courageous speech,” 
Dean Manion analyzed the erosion of 
constitutional limitations upon the pow- 
ers of government through the ineptitude 
of the legal profession and the conse- 
quent apathy of the American public. 

Another noteworthy address was that 
of James Stannard Baker, Northwestern 
University Traffic Institute, Evanston, 
Ill., who described scientific reconstruc- 
tion of automobile accidents. And at the 
closing session July 12 Samuel P. Sears, 
Boston, discussed “The Defense of the 
Defense,” dealing mainly with the diffi- 
culties experienced by insurers in the 
handling of claims—separating the wheat 
from the chaff, so to speak. 

C. Arthur Blanchet New President 

The closing session also witnessed the 
election of C. Arthur Blanchet of New 
York as president of the International 
Counsel, succeeding Forrest A. Betts of 
Los Angeles. Mr. Blanchet has been 
connected with od New York law firm 
of Bigham, Englar, Jones & Houston 
since 1927 and has been a partner for 
many years. He joined this firm follow- 
ing his graduation from Harvard Law 
School and Holy Cross College. 

The International Counsel now has a 
membership of nearly 1,700 from 428 
cities and towns in the Western Hemis- 
phere. Its 1959 annual meeting has been 
set for ee 30, July 1 and 2 at Banff, 
Alberta, Can. 





Agents, Cos. Job To Sell Public On 
Higher Auto Rates, N.C. Flanigan Says 


Speaking in Asheville before the recent 


meeting of North Carolina mutual 
agents, Norris C. Flanagin, president, 
Lumberman’s Mutual Casualty, and 


American Motorists declared that agents 
and their companies must “do a better 
job of selling the need for higher auto 
insurance rates if the industry is to 
gain relief from a countrywide pattern 


of increasing losses on auto insurance 
writings.” 
Continuing Mr. Flanagin declared: 


“We must make the public realize that, 
as surely as juries return higher verdicts, 
so too must automobile bodily injury 
rates increase. 

“We need to convince the public that 
unreasonable verdicts reach into the 
pocketbooks of every man, woman and 
child irrespective of whether they buy 
automobile insurance or not because 
these inflated awards are reflected in 
the cost of everything they buy.” 

The industry has not done a_ good 
public relations job in selling the need 
for ‘higher rates by telling its story, 
“Which basically is a simple and a sound 


one,” Mr. Flanagin told the mutual 
agents. 
Automobile accident frequency and 


the average cost of accidents have con- 
tinued to go up, he said, while rates 
have failed to go up “enough in amount 
or as rapidly as is necessary to take care 
of this increased cost.” 


B. I. Claims Up 95% in Decade 


The number of injuries related to the 
number of cars registered shows an in- 
crease of 184% from 1947 to 1956, Mr. 
Flanagin said. “In those same ten years, 
the countrywide average paid cost for 


automobile B.I. claims has increased 
95%. 
“Actually, since the most serious claims 


are still in reserve for recent years, the 
chances are that the increase in the 
average cost per claim is substantially 
more than that.” 

Yet, automobile rates have gone up 
only moderately, he reminded the agents. 
“Here in North Carolina, for example, 
our collected automobile rate level is up 
from 1947 only 8% and in South Carolina 
it is up only 1%. 


Rate Levels Not Keeping Up 


“Even in states where rates have gone 
up considerably more, we find that, on 
the average, our rate level is up sub- 
stantially less than the increase in the 
average cost of claims,” he declared. 

“In New York, as an illustration, our 
rate level for automobile B.I. and P.D. 
coverage has increased only 49% since 
1947. In Virginia, these rates are up 
60%; in Pennsylvania, 24%; and, in 
Georgia, 29%.” 

A recent survey of 35 automobile in- 
surance companies, he added showed that 
during 1957 these companies had a com- 


bined auto B.I. loss and expense ratio 
of 116%. This was an increase for the 
same companies from a combined loss 


and expense ratio of 110% the previous 
year. 

The pattern on P.D. is the same, Mr. 
Flanagin pointed out. The 35 companies 
surveyed showed a loss of one cent on 
every dollar of P.D. written in 1956 and 
over five cents in 1957. 

“Physical damage, which used to soften 
the blow on automobile, is no longer 
a shock absorber,” he added, “These 35 
companies managed to stay in the black 
on physical damage in 1956 by half 
of one per cent. In 1957, their combined 
loss and expense ratio was 102.5%—a 
loss of 2% cents on every dollar’s worth 
of physical damage premium written.” 





EMPLOYERS’ GROUP NEW OFFICE 


Will Serve Southern Ohio, Parts of Ken- 
tucky, W. Virginia; Ralph E. Wallace 
Transferred from Pittsburgh 


The Employers’ Group of Boston re- 


cently established new offices in Cincin- 
nati, to be known as the Southern Ohio 
department. 


facilities bring togther all 
includ- 


These new 
of the services of the companies, 
ing underwriting, claim, audit and engi- 
neering, for the benefit of the agents in 
that territory. 

The Southern Ohio department will 
encompass that area of Hamilton County, 
Ohio; Boone, Kenton and Campbell 
Counties in Kentucky; and Bluefield, 
West Virginia; formerly supervised by 
the general agent, Edward A. Russell, 
Inc., plus the three additional Ohio 
counties of Clermont, Butler and War- 
ren. 

Ralph E. Wallace, former manager for 
the companies’ Pittsburgh Branch Office, 
has been appointed resident manager 
for the new department. Mr. Wallace 
has been associated with The Employers’ 
Group since 1929, occupying various man- 
agerial posts in the Middle Department. 

The Employers’ Group ‘has been oper- 
ating in the Southern Ohio area since 
1897. Edward A. Russell succeeded 
Thomas Hanlon as supervising general 
agent in 1951. Although Mr. Russell is 
relinquishing his supervisory duties, he 
will devote his full time™to the develop- 
ment and servicing of his personal busi- 
ness. 


CHICAGO CLAIM SUPERVISOR 


Henry H. Boersma has been appointed 
claim supervisor of the Chicago branch 
office of Standard Accident and the 
Planet. He joined the companies in 1949 
as a claim representative, became agency 
salesman in 1954, and returned to the 
company’s training school in 1955 as a 
student, 


Thomas F. Tarbell Dead 


Thomas F. Tarbell, former vice presi- 
dent and chief actuary of The Travelers, 
died on Wednesday of last week while 
on an extended tour of Europe. 

A graduate of Williams College he 
joined Travelers in 1927 in casualty 
actuarial department. He is a past presi- 
dent of Casualty Actuarial Society and 
former head of Association of Casualty 
Accountants and Statisticians. He leaves 
a widow, and two brothers. 





American Casualty Posts 


American Casualty has appointed Har- 
old W. McClaran, resident manager of 
the southeastern department office in At- 
lanta, serving Georgia and Alabama. 
Charles Prince has been transferred 
from the Washington, D. C., office to 
manage the fire and marine division at 
Atlanta. Frank Pfluger, formerly bur- 
glary specialists for American Casualty’s 
home office, and later transferred to At- 
lanta has been advanced to multiple 
line field representative in southern 
Georgia and Alabama. 





$22,822,624 CONTRACT 


U. S. Bureau of Reclamation has 
awarded the contract for Navaho Dam 
on the Colorado River Storage Project 
at a price of $22,822,624 to Morrison- 
Knudsen Co. H. J. Kaiser and the 
F. & S. Construction Co. Fidelity & 
Deposit for Morrison-Knudsen, F. & D. 
and Hartford Accident & Indemnity for 
Kaiser, and Travelers Indemnity for F. & 
S. Construction Co. executed the bonds 
for the work. 





MOVES TO 100 WM. ST. 
Zipser & Levitt, insurance brokers, are 
now located in new offices at 100 William 


Street, New York. New phone number 
is Whitehall 3-7177. 


Elmer K. Rupp Dead; 
Los Angeles Newsman 


DEATH CAME EIN HOSPITAL 
Correspondent Had Confidence of Long 
String of Ca'ifornia Insurance Com- 
missioners; Was 87 Years of Age 
Rupp, 87, correspondent for 
insurance and daily papers in covering 
insurance news in California, died in 
West Los Angeles suddenly on night of 
July 13. He was in Wadsworth Memo- 
rial Hospital of the United States Vet- 


Elmer K. 





Gladser Studio 
RUPE 


ELMER K. 


death following an opera- 
had not 


erans Facility, 
tion for perforated ulcer. He 


been ill long; was covering his news 
beat until short time before entering 
hospital. 


While the oldest insurance news man, 
Mr. Rupp was one of the most inde- 
fatigable workers. His specialty was re- 
porting happenings at the California 
State Insurance Department and_ he 
called on its Los Angeles division almost 
every afternoon. A long string of Com- 
missioners thought highly of him and 
gave him access to important docu- 
ments. This confidence starting with 
Commissioner Deitrich continued up to 
and including the present incumbent 
Commissioner McConnell. 

Spent Early Years in Pennsylvania 

Born in Reedsville, Pa., Mr. Rupp be- 
came a printing apprentice, then a jour- 
neyman printer and drifted into the edi- 
torial end of newspapers in mining 
towns of Pennsylvania, his duties in- 
cluding being city and managing editor. 
Papers were in Altoona, Johnstown and 
Pittsburgh where he was a dramatic 
critic. Also, he was editor while in 
Pennsylvania of the Coal Trade Bulletin. 

As a member of Pennsylvania Na- 
tional Guard and as a newspaper re- 
porter he was a close observer of labor 
riots in Pennsylvania. He was on Mexi- 
can border under Pershing and saw 
service in World War as a_ brigade 
gas instructor and as an_ insurance 
officer. 

Returning to Pittsburgh aftet the war 
he was on staff of the old Insurance 
World until 1921 when he went to the 
Coast and read copy for a Los Angeles 
evening paper. In 1936 he began to rep- 
resent New York Journal of Talewrc e, 
The Eastern Underwriter and other in- 
surance papers. He is survived by a 
step son, Charles Dunlap. He had a 
close association with Mark Wells of 
the Insurance Journal published in Los 
Angeles. 


COMP. BOARD’S NEW QUARTERS 

New York Compensation Insurance 
Rating Board moved into new quarters 
at 200 East 42nd Street, July 11. The 
telephone number remains the same 
OXford 7 - 3535. The Board occupies the 
seventh and eighth floors. 
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A. E. Spottke Tells Career Women’s 
Group Of Task In Traffic Safety 


The woman’s touch in moulding public 
opinion can be a major factor in ob- 
taining countrywide acceptance of uni- 
form traffic signs, signals and pavement 
markings, the National Federation of 
Business and Professional Women’s 
Clubs was told at its July 7 meeting in 
Seattle, Wash., by A. E. Spottke, vice 
president of the Allstate. Mr. Spottke, 
who is assistant to the chairman of the 
Business Advisory Panel of President 
Eisenhower’s Committee for Traffic 
Safety and a director of the National 
Safety Council, said adoption of uniform 
signs signals will help 
understand traffic directions whether at 
home or in a strange city, thus eliminat- 
ing confusion which has contributed to 


and motorists 


the nation’s accident toll. 

“Why should women be interested in 
uniformity of traffic signs and signals?” 
he asked. “There are at least 22 million 
women drivers in the United States and 
they use signs at least as much as men 
drivers. About one woman driver in 
every eight will be involved in a traffic 
accident next year. But women have a 
larger stake than their own well being 
and safety. The safety and well being 
of their husbands, sons and daughters 
are their concern, too.” 

Women as a group serve as a great 
influence in the thinking and actions 
of daily family and community living, 
Mr. Spottke pointed out, and can in- 
fluence legislators to support uniform 
traffic signs. ; 

“Lawmakers will listen to constructive, 
articulate, aggressive women who can 
crystalize opinion into action,” he said. 
“In the vital area of public support you 
can be most successful in initiating swift 
adoption of uniform signs, signals and 





Louisiana Eases FR Law 


For Innocent Motorists 

A bill easing the state motorists’ 
financial responsibility law in favor of 
motorists not at fault in accidents was 
given final passage by the Louisiana 
Legislature July 2 and sent to the Gov- 
ernor for signature. 

Under the new bill, the financial re- 
sponsibility law will not apply to the in- 
nocent driver involved in an accident 
provided the other driver pleads guilty 
to or is convicted on charges of drunken 
driving, negligent homicide or negligent 
injury. 

Also, a motorist will not become in- 
volved under the law if his vehicle was 
legally parked at the time of an accident 
or if it was in an accident in which no 
one else was affected. 





Wellman Succeeds Andrews 
In Aetna Portland Office 


Aetna Casualty & Surety recently 
named James K. Wellman to become 
manager of its Portland (Ore.) office. 
He succeeds Hayward Andrews who 
resigns to become associated with Walker 
& Co., representatives of the Aetna Cas- 
ualty at Los Angeles. 

Mr. Wellman, who has served as as- 
sistant manager since March, is a grad- 
uate of Northwestern University and 
has been with the company since 1946. 
He went to the Portland office as a field 
representaive in 1950 and was_ subse- 
quently promoted to agency supervisor 
and then to superintendent of the agen- 
cy department. 

Mr. Andrews, has been manager of the 
Portland office for the past eight years 
and previously was superintendent of the 
agency department at Los Angeles. 


pavement markings. This is where you 
can have a ‘big say’—just as big a say 
as you’ve had in your role as consumers.” 

While big, glamorous traffic safety 
drives capture the headlines, it is the 
painstaking attention to details that 
effectively reduces the accident rate, 
according to Mr, Spottke. Giving traffic 
signs and signals a consistent meaning 
throughout the country is one of these 
detailed projects that can achieve results, 
he said. 

Mr. Spottke urged the business and 
professional women to study the pro- 
posals for uniform traffic signs and then 
cooperate with their local officials in 
establishing uniformity in their home 
communities. “Here is another: oppor- 
tunity to provide leadership in civic 
affairs,” he concluded. “An opportunity 
to do something for your community, 
state and nation which can return a rich 
harvest in human lives saved, suffering 
prevented and economic waste elimin- 
ated.” 


Kelly Blames Companies For 
N. Y. Compulsory Auto Ins. Troubles 


New York Motor Vehicle Commission- 
er Joseph P. Kelly this week blamed 
insurance companies for a foul-up in the 
state’s compulsory automobile insurance 
operation. Mr. Kelly said the registra- 
tions of thousands of motorists had been 
revoked by mistake because of a serious 
lack of cooperation and compliance by 
the insurance industry. He warned that, 
if insurance companies did not co-oper- 
ate, he would report offenders to the 
Insurance Department for punishments 
—to suspend or revoke their licenses 
to do business in this State. 

Mr. Kelly’s bureau came under attack 
last week from Long Island police, who 
complained the bureau continually was 
asking them to reclaim the registrations 
of drivers who w ere properly insured. 

The compulsory insurance law requires 
all motorists to have liability coverage. 

Mr. Kelly said it was true that the 
bureau had issue “tens of thousands” of 
false revocation orders. But, he said, it 
was the insurance industry’s fault. 


Mr. Kelly explained that the law re- 
quires the bureau to revoke the registra- 
tion of any car whose owner allows his 
insurance to lapse, even for one day. 

Frequently, he said, owners switch 
their insurance from one company to 
another. The old company gives notice 
- termination but the new company de- 
lays filing its notice of coverage beyond 
a five-day grace period. The result: 
A revocation order. 

Mr. Kelly said 19 companies, who to- 
gether were responsible for most false 
revocations, already had been warned. 





Affirm Soviet Spy Verdict 


The decision of guilty found by the 
lower court against Rudolph Iv: anovich 
Abel, chief spy in this country for the 
Soviet, has been aftirmed by United 
States Court of Appeals, Second Dis- 
trict. James B. Donovan was his coun- 
sel, selection having been recommended 
to the court by the Bar Association. 
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Insurable ““Mysterious Disappearance” 


Has Solved Adjustment Problems 


By Gesorce E. Martin 
Vice President, New Amsterdam Casualty Co. 


The author of this article discussed the subject of the 


“Mysterious Disappearance” 


clause of the resident and outside theft policy before the Loss Executives Association’s 


annual meeting last month at Manchester, Vt. 
market by the 
It had a mixed reception—acclaim and disclaim, 


The policy was placed on the 
Surety Companies on April 19, 1943. 


horror and serenity, knowledge and misunderstanding. 


National Bureau of Casualty and 


Mr. Martin said: “Seldom has 


the industry been so successful in confounding itself as to the application and intent 
of a few words which actually were clearly stated in the policy.” 


The issue is still, 15 years later, a controversial topic. 
amines the background leading up to the event and pursues 


Companies writing theft insurance 
have always been and presumably al- 
ways will be faced with the problem of 
what proof can and should be produced 
by the insured to substantiate that loss 
of insured property was caused by theft. 

In Miller v. Massachusetts Bonding 
Co., 93 A 320, this problem of proof was 
well recognized by the court when it 
said: 

“Theft may not be described as a 
deed of darkness, yet it is notoriously 
one which is rarely, if ever, attempted 
except as the thief has reason to believe 
he will be undiscovered in the act. He 
never invites anyone unless it be a con- 
federate, to witness the operation.” 








About the Author 


Mr. Martin was educated at Mount St. 
Joseph’s, and the University of Mary- 
iand where he received his LL.B. de- 
gree. He joined New Amsterdam Cas- 
ualty in 1938 and held various positions 
with field organizations. He came to the 
home office at Baltimore in 1946. He was 
born in Relay, Md., and lives at Elliott 
City, Maryland. 








Under the old theft policies, the in- 
sured had the burden of establishing to 
the best of his ability the fact that a 
theft had occurred. This was the nub of 
contention as in many cases about all 
the insured could establish was that he 
owned certain property and that the 
property had disappeared. It has been 
said that whether a claim for theft would 
be paid depended to a large extent on 
how the particular adjuster felt when 
he got out of bed that morning! Public 
dissatisfaction and loss of good will re- 
sulted. The companies many times de- 
nied coverage in certain cases where the 
evidence merely showed a mysterious 
disappearance. When such cases went to 
court, it was decided that such evidence 
was sufficient to take the case to the 
jury, which invariably rendered a deci- 
sion in favor of the insured. 

In an effort to correct this situation, 
and to provide realistic coverage, the 
industry included, among other things, 
in the 1943 revision, a stateraent in the 
theft definition providing that “mysteri- 
ous disappearance of any insured prop- 


erty shall be presumed to be due ‘to 
theft’,” which was the result that the 
courts had already reached in many 


cases litigated under the old theft form. 
Let it be said here that there was no 
intention of broadening or going beyond 
the peril of theft. The policy, was and 
remained a theft policy. Unfortunately, 
too many people in the insurance busi- 
ness, including company men as well as 
agents, erroneously concluded that a 
basic change in coverage was intended 
and that the policy now covered lost or 
mislaid articles. Some, in fact, viewed 
the contract as an “all risk” coverage. 


What Is Mysterious Disappearance? 


The first reported case which con- 
strued this mysterious disappearance and 
presumption of theft clause is Davis v. 


In this article Mr. Martin ex- 
the subject to the present day. 


St. Paul Mercury & Indemnity Co., 40 
S E 2d 609. The facts were that on 
June 16, 1945, the plaintiff put $97 in 
currency in his pocket and went on a 
fishing trip with a friend. The boat 
capsized and he was thrown in the 
water, and after recovering tackle poles 
and other articles of personal property 
in the boat he went ashore. After 
emerging from the lake he for the first 
time since leaving home felt for his 
money and discovered that in some man- 
ner it had disappeared. He thereupon 
filed claim with the defendant alleging 
loss by theft. The claim was denied and 
this suit thereupon resulted. 

In the opinion Justice Barnhill first 
refers to the coverage as provided by 
the old policies prior to 1943, and the 
authorities construing same, and then 
proceeded to say that the new provision 
“stipulating that the mysterious disap- 
pearance of insured’s property shall be 
presumed to be due to theft, was incor- 
porated in such policies to answer the 
obvious objections to the old and to 
afford a somewhat larger measure of 
protection to the insured.” 

The Court continued: “This more lib- 
eral definition of theft, thus provided, 
creates a rule of evidence binding on 
the parties. Proof of the mysterious dis- 
appearance of insured property, nothing 
else appearing, is proof of theft. Evi- 
dence excluding the probability that the 
property was mislaid or lost is not re- 
quired and proof of circumstances 
pointing to larceny as the more rational 
inference is not essential. It is stipu- 
lated that the inference of theft arises, 
as of course, upon proof of a mysterious 
disappearance.” 

This conclusion or inference is more 
than a mere permissive inference. Theft 
is to be presumed, and to presume means 
to take for granted until the contrary 
is proved. Morford v. Peck, 46 Conn. 
380; Green v. Maloney, 7 Houst. Del., 
22, 30 A672; State v. Evans, 1 Marv., 
Del. 477, 41 A136; to deem. Cooper v. 
Slaughter, 175 Ala. 211, 57 So. 477; to 
accept as being entitled to belief without 
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examination or proof, Ferrari v. Inter- 
urban at. Ry. Co., 188 App. Div., 155, 
103 N YS 134. So then it is agreed that 
when insured property mysteriously dis- 
appeared it shall be deemed or taken for 
granted that it was stolen. 


Lost or Stolen Distinction 


But, in our opinion, it does not con- 
stitute an irrebuttab!e presentation. 
Theft is presumed or taken for granted 
unless the contrary is made to appear. 
The surrounding facts and_ circum- 
stances, if any, which tend to show that 
the property was lost or mislaid or that 
its disappearance was not in fact due to 
theft are to be considered by the jury 
in arriving at a verdict, the burden of 
proof being at all times on the plaintiff. 

What then constitutes a mysterious 
disappearance? “Disappear” means to 
cease to be known, to be lost, Webster, 
New Int. Dict.; to cease to appear, van- 


ish from sight, pass away, New Cent. 
Dict.; and “disappearance” means re- 
moval from sight, vanishing, Webster, 
New Int. Dict.; the act of disappear- 
ance, a vanishing, cessation, New Cent. 
Dict. 


So then a mysterious disappearance 
within the meaning of the policy em- 
braces any disappearance or loss under 
unknown, puzzling or baffling circum- 
stances which arouse wonder, curiosity, 
or speculation, or circumstances which 
are difficult to understand or explain. A 
mysterious disappearance is a disappear- 
ance under circumstances which excite 
wonder or curiosity and at the same 
time baffle. Webster, New Int. Dict. 

Consideration of the testimony in the 
light of this interpretation of the mean- 
ing of the term as used in the policy 
leads us to conclude there is evidence 
tending to show a “mysterious disap- 
pearance” of plaintiff's money. How did 
it get out of his pocket? When did he 
cease to have it? Where did it vanish? 
If it was lost when plaintiff fell in the 
pond why did it not come to the surface 


where it could be seen? These are 
unanswered questions which tend to 
puzzle or baffle the mind, excite the 
curiosity, and generate speculation as 
to just what did happen. 

This showing alone is sufficient to 


repel the motion to dismiss as in case 
of non-suit. If the jury shall find there- 
from that the property did in fact mys- 
teriously disappear, then such finding 
compels the inference of theft, unless 
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the facts and circumstances surrounding 
the disappearance are such as to rebut 
the presumption the parties have agreed 
shall arise from the proof of the mys- 
terious disappearance. This is for the 
jury to decide. 

It is true, as argued by defendant, that 
inasmuch as the only person with plain- 
tiff was a man of high character, it is 
plausible to conclude the money was not 
stolen. It is likewise possible that it was 
lost when he fell in the water. These 
are unanswered speculations or surmises 
generated by the circumstances sur- 
rounding the mysterious disappearance. 
These circumstances must be considered 
by the jury in arriving at a_ verdict. 
They do not, as a matter of law, rebut 
the presumption of theft. 

3ut the policy is a theft policy. The 
hazard insured against is that of theft. 
It does not cover or purport to cover 
property mislaid or lost. Nor does it 
insure against any and all mysterious 
disappearance. It merely provides that 
“mysterious disappearance of any in- 
sured property shall be presumed to be 
due to theft.” 

Thus, under the issues submitted, the 
jury found the existence of the pre- 
sumption, but not of the fact, of larceny 
or theft. The verdict is insufficient to 
support a judgment. An issue in the na- 
ture of the one tendered by defendant, 
which will require the jury to find spe- 
cifically that the property was or was 
not stolen, must be submitted.” 


Disappearance of Diamond Ring 


A later case of an appellate court, 
is Caldwell v. St. Paul Mercury Indem- 
nity Co., 49 So. Rep. 2d 570, a decision 


of December 18, 1950. The facts in that 
case were that a theft policy with iden- 
tical mysterious disappearance clause as 
aforementioned had been written. On 
September 25, 1947, a diamond disap- 
peared from a ring on Mrs. Caldwell’s 
finger. She testified the ring was on her 
finger with the stone in it about 7 o’clock 
that night. About two hours later she 
noticed that the stone was missing. 
She had not been out of the house. She 
and her children looked for it, but were 
unable to find it. The next morning her 
maid came early and she and the maid 
looked for it, even using a vacuum 
cleaner and straining the refuse from 
that instrument. The maid came again 
two days later and was paid for that 
week’s work, and thereafter came the 
following Monday. She was instructed 
to go into the closet with the vacuum 
cleaner to clean the rugs and to con- 
tinue to search for the stone that day. 
Mrs. Caldwell then left and never again 
saw the maid, and has not been able to 
locate her. She stated the stone must 
have disappeared in the house, and it 
in effect was the conclusion of the Court 
that the stone having been lost in the 
house that there was enough inference 
to justify the conclusion that the maid, 
because of disappearing had found the 
stone and a recovery was permitted un- 
der the policy. But a reading of that 
case is Satisfying that the plaintiff first 
had the burden of establishing a mys- 
terious disappearance. That having es- 
tablished a mysterious disappearance 
then there is a presumption of theft. 
That, however, such presumption \ was 
rebuttable, and if the, presumption. is 
rebutted there may well be sufficient 
lack of circumstantial evidence of theft 
to make a question for the jury on the 
issue of theft vel non. 

There are opinions of lower courts 
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such as Weiner v. U. S. F. & G., a deci- 
sion of the Mercer County New Jersey 
District Court, Docket No. 1157. In that 
case a wrist watch was worn by an in- 
sured’s wife to a meeting in a_ hotel. 
She had no recollection of it until she 
noticed it was missing shortly after she 
had been in the washroom, and a search 
failed to locate it. Recovery on the 
policy was denied because there was no 
mysterious disappearance. It was just 
simply a wrist watch that was_ lost. 
There was no theft. The Judge said: 
“The policy is a theft policy. The haz- 
ard insured against is that of theft. It 
does not cover or purport to cover prop- 
erty mislaid or lost. Nor does it insure 
against any and all mysterious disap- 
pearance. It merely provides that mys- 
terious disappearance of any insured 
property shall be presumed to be due to 
theft. However, this presumption is 
not irrebuttable.” 


Insureds’ Burden of Proof 


The Caldwell case and the Weiner case 
are all persuasive of the fact that the 
insured has the burden of proving that 
the property disappeared under circum- 
stances which can be said to be mysteri- 
ous. If the property was lost through 
carelessness, there is no mysterious dis- 
appearance within the meaning of the 
policy. There is, therefore, no theft. 

Further, even if the insured should 
successfully contend that the property 
has disappeared under circumstances 
which can be said to be mysterious, 
then, though a presumption of theft 
arises, such presumption can be rebutted 
by the company, and if the relevant facts 
support the conclusion that a theft did 
not occur then the company has success- 
fully rebutted the presumption, and there 
can be no coverage, and the insured can 
have no recovery. 

In addition to the decisions previously 
referred to, the following cases have 
adopted the re: isoning of the Court in 
Davis v. St. Paul Mercury & Indem- 
nity Co., and I know of no cases to the 
contrary: 

Erskine v. Glens Falls Indemnity Co., 
Oct. Term, 1950, #78 Common Pleas 
Court of Cameron County, Penn. 





Loop v. U. S. F. & G., 63 So. 2d, 247, 
7 CCH 1126, La. (1953). 


Sigel v. American Guaranty & Lia- 
bility Ins, Co., 98 A 2d, 376 8 CCH 62 
(1953). 


Ruby v. Farmers Mutual Auto Ins. Co., 
79 NW 2d, 644, Wis. Supreme Court 
(1956). 

Casey v. London & Lancashire, 9 CCH 
421, New York Supreme Court (1957). 

Deckler v. Travelers, 94 So. 2d 55, 9 
CCH 122, La. Court of Appeals (1957). 

A useless bit of information insofar 
as this paper is concerned, but neverthe- 
less an interesting one, is that of the 
nine cases cited herein dealing with mys- 
terious disappearance of property, seven 
of them involve diamond rings. 


“Mysterious Disappearance” as an 
Insured Peril 


The magnificent misunderstanding with- 
in the industry of the application of the 
1943 clause continued unabated. Some 
companies would pay and others would 
deny the same types of losses: articles 

which a child may have thrown into a 
Pte and flushed into the sewage Sys- 

tem; articles left on trains, in taxicabs 
and in restaurants; rings which slipped 
off the insured’s finger while bathing; 
articles damaged or destroyed when a 
child threw them out of a window, etc., 
etc. 

In one large metropolitan area the 
practice grew up in the adjusting fra- 
ternity not to pay for certain types of 
articles regardless of how they “dis- 
appeared.” In another metropolitan area, 
the industry generally, but not entirely, 
Was agreeing to pay for articles which 
were merely lost or mislaid. As in pre- 
1943 days, there was an unhealthy com- 
petitive climate and actually agency ac- 
counts hung in the balance and could be 
tilted either way on this question of 
payment for lost articles. Therefore, in 
an effort to rectify a serious situation, 
and to put all companies on an equal 
footing, the industry, when it promul- 





Agents May Oppose 
Filing in Virginia 


24.9% AUTO INCREASE SOUGHT 


State Body Expected to Delay Decision 
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Virginia State Corporation Commission 
took under consideration, July 2, an 
application from insurance companies to 
increase premiums 24.9% statewide on 
combined bodily injury and _ property 
damage. 

Although it was not immediately indi- 
cated when the commission would rule 
on the application, members promised 
they would not decide the case until 
the Virginia Association of Insurance 
Agents had an opportunity to file a mem- 
orandum expressing its views. 

The agents’ memorandum was. ex- 
pected to oppose granting increases as 
large as the companies seek, partly 
because it would make coverage harder 
to sell and partly because their own 
commissions may be involved. Commis- 
sion Counsel Norman S. Elliott offered 
an exhibit showing that the stock in- 
surance companies have proposed that 
agents’ commissions be reduced from 
25 to 20%. Should such a reduction take 
place, he said, the companies will get 
even more of an increase in premium 
money than is indicated by their applica- 
tion. 


Counsel Questions Trend Factors 


Cross-examining company witnesses, 
Mr. Elliott was highly critical of their 
use of trend factors, which try to fore- 
cast future experience, in making up 
their rate schedule proposals. He said 
that the validity of the requested in- 
creases should be judged solely on expe- 
rience actually determined in 1955 and 
1956, latest years for which losses are 
known. - 

While both Mr. Wallace Moncure, 
represented the stock companies, and 
John J. Wicker Jr., representing the 
mutuals, apologized to the commission 
for the size of the increases sought, they 
both argued, and offered testimony and 
evidence to support their arguments, 
that losses have been so thigh that the 
rate increases can no longer be deferred. 





SEBOLT TO PITTSBURGH 

G. J. Sebolt, Jr., senior casualty un- 
derwriter of Standard Accident has been 
transferred to Pittsburgh to be chief 
underwriter. He has taken charge at 
the branch office there of all policy typ- 
ing, checking, files and other operations 
pertaining to casualty and automobile 
underwriting. He joined the company in 
June, 1957. 





gated the Broad Form Personal Theft 
Policy, in 1956, included “mysterious dis- 
appearance” as an insured peril. Insur- 
ing Agreement I, Coverage A, opens 
with the following ‘words: 

“To pay for loss by theft or mysterious 
disappearance from the premises. . . .” 

What is the practical effect of this 
change in coverage approach? Briefly, 
insofar as mysterious disappearance 
losses are concerned, they are affirma- 
tively covered as an insured peril. The 
insurer no longer is entitled to show 
by a preponderance of evidence that a 
loss is not caused by theft. 

Are all disappearance losses covered ? 
No, they are not. ring or other 
article which drops overboard and dis- 
appears beneath the surface of the water 
disappears, but such disappearance is 
not mysterious, and therefore there is 
no coverage. 

What about the ordinary everyday 
type of lost articles case? The essential 
and indispensable modifier, “mysterious” 
must accompany the disappearance. If 
it does, then coverage is unquestioned. 

I might also add that since the ad- 
vent of mysterious disappearance as an 
insured peril two years ago, the hereto- 
fore turbulent sea of theft loss adjust- 
ment has died down to where there is 
hardly a ripple on the surface today. 
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Recent Court Decisions, Legislation 


On Workmen’s Compensation Reviewed 


New developments with respect to 


workmen’s compensation legislation and 
administration, industrial safety and 
related matters, as reported from state 
capitals throughout the country, include 
the following: 

Florida: Proposed new 
compensation rates, calling for an aver- 
age increase of 2.5%, were being consid- 
ered at this writing by the Florida State 
Insurance Commission. 

As filed by the National Council on 
Compensation Insurance, the changes 
by industry groups would be as follows: 
Manufacturing, 0.4% decrease; contract- 
ing, 0.2% increase; all others, 5.2% in- 
crease. Changes will vary within the 
industry groups depending on the volume 
and character of the classification. 

Also under consideration was a pro- 
posal for revision of the payroll limita- 
tions rule by raising from $100 to $300 
a week the amount on which premium 
is figured. 

In another Florida development, the 
State Industrial Commission ruled that 
a worker who does not lose earning 
capacity despite a permanently disabling 
accident is not entitled to workmen’s 
compensation. 

The commission withheld compensa- 
tion from Jack R. Bell of Hialeah, who 
suffered permanent disability in a fall 
from a pole while he worked as a line- 
man for Southern Bell Telephone Co. 
in 1952. After being hospitalized for 
about two months Bell was given a 
technical job at higher pay when he 
returned to work. Noting that this new 
job was evidence his earning capacity 
had been increased, the commission ruled 
out compensation. 

Louisiana: Action was recently de- 
ferred by the Louisiana Senate indus- 
trial relations committee on a bill to 
increase workmen’s compensation bene- 
fits. Sponsored by Senator Daniel Mc- 
Govern as Senate Bill No. 60, the meas- 
ure would raise maximum benefits from 
$35 to $48 a week for 400 weeks, and 
would allow unlimited medical pay- 
ments. It also would extend to two 
years the time in which an _ injured 
worker could claim disability. 

Mississippi: State Supreme Court de- 
clined to set aside its recent ruling that 
office workers may get workmen’s com- 
pensation benefits for injuries in which 
“stress and strain” of the job are con- 
tributing factors. The high court, how- 
ever, clarified its original holding to 
make it clear that compensability of an 
injury or death of an office worker could 
not be based solely on a specific emo- 
tional disturbance or of a person’s per- 
sonal traits. 


Deputy Commissioner Mrs. Dinsmore 


Justice William N. Ethridge Jr. wrote 
the clarifying opinion which overruled 
a suggestion of error to the court’s 
recent decision holding that the death 
of Mrs. R. R. Dinsmore, Deputy State 
Insurance Commissioner, from a_ heart 
attack in 1955 was subject to workmen’s 
compensation law benefits. Mrs. Dins- 
more had suffered an attack while at 
her desk in the State Insurance Com- 
mission office and died later of a throm- 
bosis conditon. 

The court’s clarifying opinion 


workmen’s 


said 


the defendant insurance carrier was “in 
error in interpreting our original con- 
trolling opinion as basing compensabil- 
ity upon a specific emotional disturbance 
or of any prior time period.” 

Justice Ethridge said the court made 
its earlier decision on the basis of “sub- 
stantial medical testimony to support the 
commission’s finding that the stress and 
strain of the claimant’s work activities 
contributed to her thrombosis.” 

Nevada: A rate study is being con- 
ducted by the Nevada Industrial Com- 
mission to determine if premium con- 
tributions are equal to the amount paid 
out in benefits for the various industries 
throughout the state. 

New Jersey: Failing of enactment in 
the New Jersey legislature was a_ bill 
that would have amended the state 
workmen’s compnsation law to permit 
workers injured in on-the-job accidents 
to select their own physicians instead of 


using a doctor designated by the em- 
ployer, as now required. 
Also rejected was a bill that would 


have made newspaper plants subject to 


the same factory safety and fire in- 
spections required for manufacturing 
plants. 


North Dakota: Premiums in 85 differ- 
ent employer classifications were in- 
creased by the North Dakota Workmen’s 
Compensation Bureau. 

Commission Chairman Owen T. Owen 
said the changes were made on the 
recommendations of a consulting actuary 
who recommended 85 increases and 10 
decreases. The increases are generally 
based on higher costs of operation, in- 
cluding higher medical and hospital fees. 
he said. The net increase in the 8&5 
classifications averages 9.3%. Over the 
entire rate structure covering some 160 
categories of employment the increase 
is 7.4%. 

Some classifications were left un- 
unchanged and rates in 10 were reduced 
under the revisions, which went into 
effect July 1. The recommendations 
were made by Boyd L. Hills, consulting 
actuary from Columbus, Ohio. 


Rate Changes in West Virginia 


Basic premium rates 
coverage 
in eight 
effective 
made in 


West Virginia: 
for workmen’s compensation 
in West Virginia were raised 
categories and reduced in 12, 
July 1. No rate changes were 
24 categories. 

Increases in basic rates’ include: 
Quarrying and ore mining, an increase 
from $1.50 per $100 of payroll to $1.60 
per $100; potteries and flat glass, 60 
cents to 70 cents; auto operation, 45 
cents to 55 cents; building materials, 
$1.15 to $1.25; tunneling and excavating, 
$2.05 to 52.15; scrap iron and junk, $2.95 
to $3.20; agricultural, $1 to $1.10; milling 
and ice manufacturing, 60 to 75 cents. 

Rate decreases include: Machine 
shops, 70 to 60 cents; sheet metal goods 
manufacturing, 65 to 55 cents; electric, 
water and telephone, 60 to 55 cents; 
rubber and leather goods, 60 to 55 cents; 
structural steel, $3.35 to $3.20; building 
construction and repair, $1.30 to $1.10. 
Street and road construction, $2.55 to 
$2.45; plumbing 85 to 80 cents; locks, 
dams and bridges, $4.20 to $4; trucking, 
$1.05 to 95 cents; steel erection, $3.15 
to $3, bakeries and hotels, 45 to 40 cents. 
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DITC Seminar in 
Indianapolis July 19 


EXPECT GOOD ATTENDANCE 





Promotional Backing Given by Local 
Life, A. & S. Assns. and CLU Chap- 
ter; Magnuson Q. & A. Moderator 





A one-day seminar in forming, pro- 
moting and instructing the DITC course 
in accident and sickness insurance will 
be held tomorrow (July 19) in Indian- 
apolis. Invited to attend by the Interna- 
tional A. & H. Association, DITC’s spon- 
sor, will be presidents and educational 
committee chairmen of all state and local 

A. & H. associations in the midwest. 

Seminar instruction will be handled by 
members of the Indianapolis A. & S. and 
Life Associations, which jointly spon- 
sored the pilot DITC class at Butler 
University in the fall of 1955 and have 
run it every semester since. Thus, 
Indianapolis has the distinction of or- 


ganizing the first DITC course and, 
in addition, William Highfield, CLU, 
of Insurance Research & Review Serv- 


wrote the DITC text and has 
the six classes there. 
considerable distinction 


ice, Inc., 
taught each of 
This gives him 
in DITC circles. 

The Indianapolis courses also have 
the promotional backing of the Indian- 
apolis General Agents & Managers As- 
sociation and the local CLU chapter. 

The seminar, scheduled to open at 
9:45 a.m. and close at 4:00 p.m., will be 
divided into three sections: “Planning 
the. Class,” “Selling the Class,” and “In- 
structing the Class.” 


Subjects to Be Covered 


Subjects to be covered under “Plan- 
ning” are Cooperation With Other As- 
sociations, Setting up the Educational 
Committee, Arranging the Details, and 
Selecting the Instructor. 

Subjects under “Selling” are The Mar- 
kets for DITC, Selling by Mail, and 
Selling in Person. The latter discussion 
will include presentation of a planned 
sales talk, and stock answers to common 
objections to enrolling. 


Under the “Instructing” section, Mr. 


Highfield will review the text, trainer’s 
guide and administrative manual. 
The seminar will close with the in- 


structors sitting as a question and an- 
swer panel under E. H. Magnuson, as- 
sistant vice president, Federal Life & 
Casualty, Battle Creek, DITC president, 
as moderator. Gail Shoup, general agent, 
Lincoln National, Grand Rapids, new 
president of the International, will be 
luncheon speaker. 

Indianapolis men serving as seminar 
instructors will be Charles Ray, vice 
president, Associates Life, who is a 
member of the IAAHU board ; ai. 
Petersen, A.&S. superintendent of 
agencies, American United Life, newly- 
elected managing director of DITC; Mr. 
Highfield and R. W. Osler, The Rough- 
Notes Co. 


New Honor for V. J. Skutt 


Fred A. Seaton, Secretary of the In- 
terior, has appointed V. J. Skutt, presi- 
dent of Mutual of Omaha, to the Pres- 
ident’s Council on Youth Fitness. This 
group is charged with the responsibility 
of encouraging physical fitness among 
the young men and women of this coun- 
try. 

“It is an honor to join the ranks of 
other professional and business men en- 
gaged in this work,” said Mr. Skutt. “I 
shall try to make some contribution to 
this important effort.” 

Mr. Skutt further encouraged insur- 
ance men to see the value of this type of 
work in their own communities. 





Melvin Named HIAA Asst. 


Director of Co. Relations 
Ray W. Melvin, has joined the staff 
of the Health Insurance Association of 
America as assistant director of company 
relations. He took up his post July 8. 
Mr. Melvin succeeds Frederic W. Jack- 
son who, on June 1, was named director 
of company relations for HIAA, 

Mr. Melvin will be at the New York 
office of HIAA. He previously was with 
Massachusetts Bonding and Insurance 
Co., as regional accident & health insur- 


ance manager in New York. He had 
earlier been with Security Mutual of 
Binghampton and the Zurich, gaining 


extensive experience in Group and in- 


A. & H. 


dividual 





INS Man F. A. De Luca Joins 
Health Ins. Institute Staff 


Frederick A. De Luca has joined the 
staff of the Health Insurance Institute. 
Mr. De Luca, formerly with International 
News Service in New York City, will 
work as a news writer in the HII Press 
Information Service. 

From 1952 until last month when the 
merger with the United Press was an- 
nounced, Mr. De Luca had worked as a 
reporter, rewrite man, night cable editor, 
and feature writer with INS, covering 
foreign, national, local and spot news 
reports. Prior to joining the wire service, 
Mr. De Luca was on the sports promo- 
tion staff of the New York Daily News. 

A journalism-English major at Long 
Island University, Brooklyn, N. Y., Mr. 
De Luca was graduated in 1950, and 
received a B.A. degree. His free-lance 
writing experience includes articles dis- 
tributed by International News Service 
and published in various national mag- 
azines. 

Mr. De Luca is a native of New York 
City, and lives in Forest Hills, Long 
Island. 





HIAA SUBCOMMITTEE MEETING 


The subcommittee on statutory con- 
formance language of the HIAA legisla- 
tive committee will meet July 23 and 
August 5 at the New York office of the 
Health Insurance Association of Amer- 
ica. Carroll J. McBride, The Travelers, 
is chairman of the group. 





SALES SOLVING RECESSION 





Pres. E. E. Ballard Cites All American 
L. & C.’s June Over-all Production 
Increase of 36.8% Over 57 
E. E. Ballard, president, All American 
Life & Casualty in the company field 
bulletin July 9, announced pro- 


force 2 
duction records attained in June, Mr. 





Moffet Studio 
BALLARD 


| Oi 


Ballard made reference to the so-called 
slackening economy and insurance sales- 
men who were concerned about the situ- 
ation but did nothing to rectify it. In 
contrast All American agents, he de- 
clared, “went out determined to show 
greater progress than ever before.” 

The results: Total paid A.&S. pre- 
miums for June amounted to $297,171, 
an increase of 35.3% over the June, 1957, 
total of $219,662. 

New annualized accident & sickness 
premiums amounted to $139,948, against 


$90,959 for June, 1957—an increase of 
53.8%. 
Written regular life amounted to 


$4,029,967 compared to $3,498,271 a year 
ago—an increase of 15.5%. 
Group Life amounted to $962,500, as 


opposed to $530,000 last year—an_ in- 
crease of 81.6%. 
Assuming $30 of annualized A.&S 


premiums to be the equivalent of $1, 000 
of life insurance, All American L. & C. 
had a combined production approximat- 
ing $9,657,500, as opposed to $7,060,231 
for June, 1957—an increase of 36.8%. 





COLORADO AGENTS AT COURSE 


Colorado agents of the Vincent Ander- 
son Agency attended a refresher course 
in Denver last week. The course was 
conducted by Hugh McAteer and Harold 
Flannery, Mutual Benefit Health & Ac- 
cident, and E. R. Christofferson, United 
Benefit Life, of Omaha. 
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DBL Premium Rates 
Go Up in New York 


DUE TO INCREASE IN BENFITS 





State Insurance Fund Decides to Con. 
tinue With Its Present Basic Rates; 
Increases Effective July 1 


Premium rates for DBL _ coverage 
under the New York disability benefits 
law have been generally increased effec- 
tive July 1 by the A. & H. and casualty 
companies operating in this market. 
However, the State Insurance Fund has 
notified its policyholders that its present 
basic rates—$.54 for male employes and 
$.85 for female employes per $100 of pay- 
roll (limited to $60 per week per em- 
ploye) will be continued for the ensu- 
ing year. 

Reason given for the premium rate 
increase by the commercial companies 
is the increase from 20 to 26 weeks in 
the maximum period of disability which 
action was taken at the 1958 session of 
the New York legislature and approved 
by Governor Harriman. 


Changes Made by Four Companies 


A run-down of new rates now charged 
by four major companies in the DBL 
market, figured in percentage of in- 
crease, is as follows: 

Continental Casualty — approximately 
15% increase in rates for risks of under 
25 lives with 3314% or less of female 
employes. 

American Casualty—approximately 5% 
increase in rates for risks of under 25 
lives with female participation of 0 to 
50%. This company advises that rates 
for benefits in excess of the statutory 
plan are computed by adding the rate 
for the additional benefit as specified in 
the Group A. & H. manual. 

Hartford Accident & Indemnity—In 
its June 16 bulletin to DBL insureds the 
company explains why the then current 
rates are not adequate to insure the high 
benefit levels which the New York State 
legislature enacted for the benefit of the 
public. The rate increase decided upon 
is about 15% higher for risks under 25 
lives. 

Zurich-American — this group’s new 
DBL rates are no more than 9% above 
their original 1950 rates. In advising 
their producers of the DBL revision 
Zurich-American said in part: 

“There have been several legislative 
benefit sey cng since the inception of 
the DBL Law in 1950. Each benefit in- 
crease, of course, was followed by a pro- 
portionate rise in claim costs, The addi- 
tional expense was partially offset by 
streamlined administrative procedures 
including utilization of the latest elec- 
tronic equipment. For this reason we 
were able to provide expanded benefits 
in the past at lower rates than when the 
law went into effect in 1950, 

“However, it is evident from this latest 
development that despite maximum efh- 
ciency of operation, it is impossible to 
maintain present rates without sacrific- 
ing the quality of service you've come 
to expect from Zurich-American.” 


Milwaukee Assn. Officers 


Newly elected officers of the Milwav- 
kee Accident, Sickness and Life Claim 
Association are Carrol S. Lewis, Time 
Insurance Co., president; Ethel Schmidt, 
Mutual Benefit Health & Accident, vice 
president; Nolan Olson, Old Line Life, 
secretary, and Jean Carey, Association 
Insurance Co., treasurer. 
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GEORGE F. JUBB APPOINTED 
George F. Jubb has been appointed 
Colorado Springs district manager for 
Mutual and United of Omaha. 





BROKERAGE MANAGER 


Bryce M. Vay has been named broker- 
ager manager in Occidental Life 0! 
California’s San Diego branch _ office. 
Mr. Vay joined Occidental as an agent 
in 1952 and has been assistant managet 
in the San Diego branch office since 
November, 1956, 
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permission that we are doing so. 


In the time since the Blueprint was 
formulated a number of its aims have 
heen achieved, in terms of studies com- 
pleted, However the Blueprint, covering 
as it does great areas of research, educa- 
tion and information, is necessarily a 
long term program. Joseph F. Foll- 
mann, Jr., director of information and 
research for the Health Insurance Asso- 
ciation of America, has played a leading 
part in directing these surveys. His staff 
this year completed work on two im- 
portant studies at least — New York 
Insurance Department’s study of aspects 
of Group A. & H. coverage in reference 
to older ages, cancellation and continu- 
ation of coverages; and the National As- 
sociation of Insurance Commissioners’ 
study of non-cancellable and guaranteed 
renewable A, & H. 

Mr. Follmann, in answer to The Fast- 
ern Underwriter’s inquiries as to actu- 
ation of proposals contained in the Blue- 
print, explained that his staff has diffi- 
culty in choosing a sequence in which to 
make the studies recommended. As 
was foreseen in the original Blueprint, 
other groups (such as the NAIC, various 
insurance departments, and other insur- 
ance organizations) from time to time 
undertake studies of coverages, and the 
HIAA staff must bring forward its work 
to meet these deadlines and carry out 
the work most effectively. At the same 
time, of course, the tasks laid down in 
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the Blueprint are being completed. 

Mr. Follmann makes regular reports 
on the Blueprint to meetings of the 
board of HIAA. Studies have been com- 
pleted of nursing, dental, and vision care, 
and also a study of migratory workers, 
which was needed on the consideration of 
extending voluntary health insurance 
coverage to insurable risks, not insured 
at the time the program was laid down. 

Among these risks were classified the 
older aged, those employed in small 
groups, the self-employed, the rural pop- 
ulation (including migratory laborers) 
substandard risks, renewability prac- 
tices and the peculiar problems of cov- 
ering dependents. 


To Study Mental Care, Home Care 


Next the HIAA staff plans to get to 
work on surveys of mental care, and 
home care. It is not yet clear what role, 
if any, it will play in the forthcoming 
study of non-profit plans (Blue Cross, 
H.I.P. and others) in New York State. 

Part III of the Blueprint is devoted 
to a discussion and estimate of ways “To 
Make More Adequate the Insurance 
Benefits Now Provided.” It examines 
the private insurance mechanism as a 
product or service, and notes briefly the 
reaction of private insurers and explores 
the possibility of future development. It 
Is a study of the qualitative, rather than 
quantitative aspects of health insurance 
care. It raises many interesting points 
and recommendations for consideration. 
Major medical coverages generally are 
discussed. It explains: “Under this 
form of coverage, insurance is provided 
for practically all forms of medical ex- 
pense in or out of the hospital. This in- 
cludes hospital charges, physicians’ 
charges, private registered nurses, sur- 
gery, physiotherapy treatments, x-ray 
and radium treatment, x-ray and labora- 
tory. examinations, ambulance, drugs, 
medicines, blood, appliances, care for ac- 
cidental injuries to natural teeth, and 
Maternity complications. Generally not 


HIAA’s Blueprint Designed To Chart 
Course For The A. & H. Industry 


Consensus of opinion among HIAA member companies in the life and A. & H. 
industry is that the “Blueprint of a Program of Research, Education and Information,” 
i long range program prepared by Joseph F. Follmann, Jr., HIAA director of informa- 
ion and research in October, 1956, has served a highly useful purpose in charting the 
sourse toward greater extension of voluntary health insurance in the nation. Among the 
sated objectives of the study were (1) to make insurable risks not now insured and 
(2) to make more adequate the insurance benefits now being provided. In_recognition 
if the outstanding job done in the Blueprint by Mr. Follmann and his staff The Eastern 
Underwriter is happy to run the following excerpts from the study. It is with \HIAA’s 


covered are expenses covered by Work- 
men’s Compensation, expenses for eye 
refractions and glasses, hearing aids, 
dental care not required as a result of 
accident, check-up examinations, luxury 
hospital accommodations, charges in gov- 
ernment hospitals, charges resulting from 
war, and normal maternity expenses. 
Some policies also exclude expenses re- 
sulting from nervous ailments, insanity, 
alcoholism, and narcotism. Some indi- 
vidual policies are limited to in-hospital 
expenses. Underlying all such plans to- 
day is a deductible amount, a co-insur- 
ance feature, and a maximum amount 
of benefit. Still being in many respects 
experimental, these underlying principles 
vary among companies. Hence, there 
are ‘corridor’ deductibles, ‘benefit year’ 
deductibles, ‘each illness’ deductibles, ‘in- 
tegrated’ deductibles, ‘each individual’ 
deductibles, varying amounts of co-in- 
surance, varying maximum limit amounts, 
and varying methods for applying these 
limits including on an ‘each illness’ basis, 
an ‘each individual’ basis, and a ‘lifetime’ 
basis. 


Educational Program Needed 


“Tt will be seen that the earlier and 
traditional segmented approach has been 


Comp? 
for 


AN OPPORTUNITY WITH UNLIMITED POSSIBILITIES 


supplanted by a blanket approach. 
Handicaps, from the standpoint of public 
acceptance, might be the deductible and 
co-insurance features. An _ educational 
program is needed so that the public can 
be made to understand both approaches 
and make its choice on the basis of which 
type of coverage it feels it needs most. 
There has been much progress recently 
in this direction, 

“More recently, being aware of the 
problems of deductibles as they affect 
particularly the lower income groups, 
companies have been experimenting with 
a coverage variously referred to as ‘Com- 
prehensive,’ ‘Minor-Major Medical,’ ‘Ba- 
sic and Catastrophic,’ and ‘Baby-Major 
Medical.’ Some of its varying features 
are lower deductibles, less co-insurance, 
no deductible for hospital expenses, full 
reimbursement of the first $250 of hospi- 
tal expense, and a higher rate of reim- 
bursement for hospital and surgical ex- 
penses than for other medical expenses. 
Certainly this is the most complete cov- 
erage. ever offered by insurance com- 
panies for medical expenses. 

“These more recent developments pre- 
sent to the American public these de- 
cided advantages: (1) protection against 
sizeable and unpredictable medical bills, 
(2) flexible protection against the costs 
of the vast majority and more usual 
forms of modern medical care, (3) the 
broadest coverage for a given premium 
by the elimination of budgetable ex- 
penses and an incentive to select the 
most appropriate type of care, and (4) 
removal of the need for duplicate or 
supplemental coverage. 

“There can be little doubt that further 
developments will continue to come 
about. This form of insurance protec- 
tion has by no means solidified nor will 
experimentation cease until further re- 
finements are brought about. The end, 
certainly, is not yet in sight,” the Blue- 
print predicted. It adds, “This does not, 
on the other hand, mean that the prob- 
lem of ‘making more adequate the in- 
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surance benefits now provided’ is com- 
pletely solved. There are several areas 
still requiring consideration.” 

The Blueprint discussing ways of im- 
proving the quality of coverages and 
care, in regard to adequacy of surgical 
care suggests that “the present develop- 
ment of fee schedules by medical so- 
cieties, if successful, should assist ap- 
preciably in the use of insurance sched- 
ules which are adequate.” 

It goes on to the mounting costs of 
operating a short-stay general hospital 
and noted the increased emphasis being 
placed on para-hospital care. 

“One form this might take is that 
of self-service hospital facilities at re- 
duced costs for the convalescing patient 
who must remain in the hospital for 
therapy. This is still an experimental 
development, but one with distinct possi- 
bilities. In such cases, normal insurance 
mechanisms would provide coverage. 
Major medical insurance, on the other 
hand, would encourage its use by virtue 
of the co-insurance provision.” 


Convalescent, Nursing Home Care 


As to care provided by convalescent 
and nursing homes, the document notes 
“such forms of care lack clear definition 
since, for the most part, they have de- 
veloped under private operation with 
generally not too much professional guid- 
ance. More recently, licensing laws ‘have 
served to improve the adequacy and 
quality of these homes, More recently, 
also, there appears to be a development 
gaining momentum by which such homes 
would be operated by hospitals, either 
separately or as an auxiliary part of the 
hospital. However, operated, these forms 
of care are less expensive than general 
hospital care, 

“At present there are an estimated 
150,000 beds in proprietary nursing 
homes where skilled nursing is provided. 
The 1950 Census lists 297,000 persons in 
convalescent and nursing homes and rec- 
ognizes this figure to be incomplete. In 
giving consideration to this form of care 
it must be immediately recognized that 
they are largely devoted to care for those 
in the older age brackets and therefore 


from that standpoint the subject has 
kinship to the problem of insuring the 
aged. 

“Studies show that convalescent and 


nursing homes are more prevalent in 
metropolitan areas than in isolated rural 
areas and are more prevalent in counties 
where per capita income is_ higher. 
Focusing attention on the convalescent 
or those with shorter term illnesses, since 
the aged have been previously discussed, 
traditional hospital expense insurance 
generally would not cover such care, 
again encouraging the use of more ex- 
pensive hospital care. Major medical 
expense coverages, because of their 
‘blanket’ approach to medical expenses 
can, and often do, provide such coverage. 


(Continued on Page 38) 
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More knowledge of the risk involved 
needed. 

“Still another form of para-hospital 
care is provided by out-patient care. 
The aim is to relieve the burden of 
mounting medical costs by performing 
d'agnostic and minor surgical procedures 
and certain forms of treatment on an 
out-patient basis. Traditional hospital 
insurance discourages the use of this less 
expensive care by not covering it, while 
major medical expense insurance, when 
it covers this form of care and by apply- 
ing the co-insurance principle, encour- 
ages its use. 

Use Home Care 


“Another form of para-hospital care re- 
ceiving increasing attention today is 
that of home care. As used here, ‘home 
care’ does not mean the customary visits 
to the home by physicians or nurses. 
Rather, it means the currently develop- 
ing form of total necessary care, often 
functioning out of, or administered by, 
the hospital. In 1950 there were 30 
known home care programs operating 
out of voluntary and government hospi- 
tals. Today the number is estimated at 
about 50. 

“The purpose of the home care pro- 
gram is to relieve the use of expensive 
hospital facilities where less costly meth- 
ods are just as adequate, with the added 
advantage of the familiar surroundings 
of the home. These programs include 
such care as diagnosis, medical and nurs- 
ing care, therapy, homemaker and social 
services, vocational counseling, dietician 
service, medical supplies, equipment, ap- 
pliances, transportation, hospitalization 
when needed, and home teaching. They 
might be allied to forms of out-patient 
care. Where administered to other than 
the indigent, a fee for service basis, plus 
a small administrative charge, is used in 
billing the patient. The development of 
these programs is presently hampered, 
in part, by the fact that traditional forms 
of hospital and medical expense insur- 
ance do not provide benefits for such 
services. Major medical expense and 
comprehensive insurance would presently 
cover many of these services but not all 
of them. As in the case of other para- 
hospital services, there would not be a 
very great amount of insurance on home 
care services in existence at present. 

“It is noted that one of the home care 
services is ‘home maker’ service. This 
might be provided as part of a home 
care program or it might be provided as 
a separate service. This service includes 
all the functions of care of the home, 
provision for meals, laundry, and care of 
children. It also includes care of the 
patient either when confined to bed or 
ambulatory. ‘Home maker’ service is 
now available in about 100 large cities. 
Instances of its use include chronic 
illness where constant nursing service 
is not required, instances of handicapped 
or retarded children, polio cases, blind- 
ness, pregnancy complications, and older 
persons living alone. Predominant uses 
involve the aged, the chronically ill, and 
the indigent. Payment is made by the 
users or by public agencies. Providing 
insurance for ‘home maker’ services 
would present many difficulties, particu- 
larly in defining the costs insured and 
in preventing abuse. Such services are 
developing steadily, however, and they 
are a recognized segment of the medical 
care pattern designed to relieve the more 
costly forms of medical care. Therefore, 
private insurance might well give con- 


sideration to the insurance problems 
present.” 
Forms of nursing care which would 


merit separate consideration by insurers, 
the - Blueprint suggests are (1) private 
duty registered nursing in- hospital ; (2) 
private duty registered nursing out-of- 
hospital; (3) “practical” nursing. Major 
medical and comprehensive coverages 
now provide benefits for private duty 
registered nursing in or out of hospital. 
Traditional hospital and medical cover- 
age sometimes does not provide coverage. 
“Practical” nursing is not generally cov- 
ered by private insurance today. Since 


A. F. Kruse Gives Pointers 
On Listing Beneficiaries 


advising 
holders correctly on how to designate 
beneficiaries has been pointed up by the 
Combined of America in a special bulle- 


The policy- 


importance of 


tin countrywide to the staff of sales 
managers and salesmen of the Com- 
bined Group. 

The bulletin, issued by A. F. Kruse, 
vice president in charge of claims, lists 
six major rules as a guide: 

1. Do not accept the designation “Mrs. 
John Jones.” Insist on her being identi- 
fied by her own first name—‘Mrs. Sarah 
Jones.” 

2. Do not accept the legally meaning- 
less “and/or.” 

3. When the applicant wishes to name 
minor children as_ beneficiaries, advise 
him of the desirability of naming his 
estate as beneficiary. 

4. If the insured wishes to name more 
than one person as joint beneficiaries, 
use the phrase “equally, or the sur- 
vivor” after their names. 

5. In all cases, it is advisable to get 
the complete address of all the bene- 
ficiaries, contingent or otherwise. 

6. Be absolutely certain that the bene- 
ficiary designation contained in the ap- 
plication is the same as that inserted on 
the back of the policy. 

“Satisfying policyholders and_ bene- 
ficiaries is an important method of build- 
ing favorable public relations,” Mr. Kruse 
said in the bulletin. “Let’s capitalize 
and increase this favorable relationship 
by learning and following the six rules,” 
he urged. 

“We are in a business which is grow- 
ing because we-perform a service,” Mr. 
Kruse added. “The better we can satisfy 
our policyholders, and the quicker we 
can make claim payments to the bene- 
ficiary of the insured—the more we will 
increase the prestige and status of our 
organization.” 





Zurich-Amer. Atlanta Post 


Edward L. Garrett was recently ap- 
pointed by Zurich-American as superin- 
tendent of claims at the Atlanta branch 
office. He succeeds H. L. Carlson who 
has been transferred to New York 

Mr. Garrett, who has been associated 
for the past eight years with Employers 
Mutuals of Wausau in Atlanta, graduated 
in 1950 from the University of South 
Carolina with A.B. and LL.B. degrees. 





nursing services can be such a sizeable 
portion of the medical bill, effort should 
be made by the insurance industry to 
provide reasonable coverage. 

View of Physicians’ Services 

The Blueprint recognizes that there is 
criticism of insurance industry for not 
covering physician home and office calls, 
and while appreciating the amount of the 
cost of these calls in terms of the health 
care bill, it states: “More analysis is 
needed than is presently available to de- 
termine at what point this form of med- 
ical care becomes of such size, and its 
incidence so great, as to warrant use of 
an insurance mechanism. Certainly a 
good proportion of the total amount 
spent yearly for this form of care is 
readily budgetable by employed persons. 
Unquestionably, however, there are in- 
stances where the cost of this care places 
an undue burden on family resources 
and these instances merit the attention 
of insurers. 

“Major medical and comprehensive in- 
surance provide coverage once the de- 
ductible is satisfied (to avoid trivial and 
budgetable claims) and subject to the 
co-insurance feature (to avoid over-use). 

“In considering insurance for physi- 
cians visits or calls, certain problems 
have to be resolved, including: the point 
at which the cost of such treatment be- 
comes a burden; suitable methods to 
avoid abuse of the coverage; suitable 
means for restricting the coverage to 
necessary care; and to what extent, if 
any, should the coverage also include 
services of chiropractors, orthopedists, 
optometrists, group practice, or faith 
healers,” 


Travelers’ Claim Dept. Appointments 


The Travelers has appointed six claim 
managers and three supervising adjust- 
They are Edmund F. McClarnon, 
80 John Street, N. Y. C.; George A. 
Groff, Albany, N. Y.; Donald F. Fair- 
banks, Manchester, N. H.; George A. 


Crs, 


Williams, Sacramento and Clarence H. 
Sparks, Fresno, Calif.; Francis E. 
O’Meara, Rochester, N. Y. 


Mr. McClarnon started his insurance 
career with The Travelers in 1928 as an 
adjuster at Detroit. In 1934, he was 
appointed a supervising adjuster there 
and in 1937 became claim manager at 
that office. In 1942, he was appointed 
claim manager at Cleveland and was 
transferred to Albany in 1954 in the 
same capacity. He will now assist the 
claim manager at 80 John Street and 
will also have supervision of the liability 
claim unit at that office retaining the 
title of claim manager. He received his 
LL.B. degree from the University of 
Notre Dame. He is admitted to practice 
law in the states of Michigan, New York 
and Ohio. 

Mr. Groff joined The Travelers in 
1929 as an adjuster at Reading and in 
1944 was appointed a supervising ad- 
juster there. In 1953, he was named an 
assistant claim manager and the follow- 
ing year he was appointed a claim man- 
ager at Rochester. Mr. Groff received 
his A.B. degree from Dickinson College 
and his LL.B. degree from Dickinson 
School of Law. 

Mr. O’Meara joined The Travelers in 
1927 as en adjuster at Rochester. During 
his career he has served as a resident 
adjuster at Dansville, N. Y., Geneva, 
N. Y., and was appointed adjuster at 
Jamaica, British West Indies in 1941. 
The following year he was named super- 


vising adiuster at Washington, D. C. 
He went to Anchorage, Alaska in 1946 
2s a claim supervisor and two years 


later was transferred to Rocisester, N. Y. 
as a supervising adjuster. in 1956, he 
was named an assistant claim manager 
at Rochester. 

Mr. Fairbanks became associated with 
The Travelers in 1938 as a resident ad- 
juster at Keene, N. H. The following 
year he went to St. Johnsbury, Vt. as a 
resident adjuster. In 1941, he was ap- 
pointed an adjuster at Manchester and 
supervising adjuster there in 1953. He 
is admitted to practice law in the states 
of Vermont and New Hampshire. 

Mr. Williams joined The Travelers at 
San Francisco in 1923 as an adjuster, 
He subsequently became adjuster in 
Sacramento (1925), San Francisco (1926), 
district to at Sacramento (1938) 


and advanced to supervising adjuster 
there in 1953. He is a graduate of Uni- 
versity of California. 


Mr. Sparks was appointed an adjuster 
in San Francisco by The Travelers in 
1942, He was named Fresno resident 
adjuster in 1945, district adjuster in 
1949 and supervising adjuster at Fresno 
in 1952. He received his B.S. degree 
from University of San Francisco. 

Supervising Adjusters Named 

The company also named _ the follow- 
ing Ping ao adjusters: Raymond H. 
Jarrett, Harrisburg, Pa., service office; 
pontiac F. McWilliams and Glenn C 
Downey. Pittsburgh. 

Mr. Barrett joined The Travelers in 
1927 ws an adjuster at Reading and was 
appointed an adjuster at Bethlehem in 
1928 and then resident adjuster at Harris- 
burg. In 1946, he became a district ad- 
juster at Harrisburg. He attended Dick- 
inson Seminary and Temple University. 

Mr. McWilliams became associated 
with The Travelers in 1951 as an ad- 
juster at Pittsburgh. In 1955, he was 
appointed a line adjuster. He received 


his L.S. degree from the University of 
Pittsbu gh. 
Mr. Downey started his insurance 


career with The Travelers in 1951 as an 


adjuster. In 1954, he became a line ad- 
juster there. He is a veteran of two 
years’ service with the Army in Worl 
War II. Mr. Downey received his B.A 


degree from the University of Pittsburgh 





Study Of Doctor-Family Relations 


The Health Insurance Foundation re- 
cently published a report on a_ study 


broadly intended to find out what the 
public thinks and does about health 
and health facilities. The survey was 


conducted with HIF in cooperation with 
the University of Chicago’s National 
Opinion Research Center. 

It revealed that the average family 
doctor is in his forties, that he treats 
about 26 patients a day and spends over 
eight hours a day on home and office 
calls. 

The interviews were conducted in the 
summer of 1955 with some 2,400 persons 
(representing a cross-section of the 
country’s adult population) and with al- 
most 500 physicians named by these per- 
sons as their family doctors. 

“The persons interviewed are repre- 


sentative of those to whom the U. S. 
public first turns for medical care or 
advice,” the HIF said. About three- 


fourths of the family doctors surveyed 
by the N.O.R.C. were general practi- 
tioners, and almost all of them were in 
private practice. (By contrast, less than 
half of the total medical profession class- 
ifies itself as general practitioners, and 
three-fourths of the profession is in 
private practice.) 

These major survey findings 
brought out in the HIF report: 

Most of the physicians in the sample 
were relatively young men. The largest 
group (over one-third) were in their 
forties, and doctors under 40 constituted 
an additional quarter of the total. 

The average doctor interviewed spent 
about six hours a day on office calls and 
another two hours on house calls. Only 


were 


one doctor in every 14 made no house 
calls, and four out of five physicians 
were generally available for night and 
Sunday emergency calls. 

About seven out of every eight famil) 
doctors were affiliated with one or more 
hospitals, and more than half of all phy- 





sicians performed some free work in 
hospitals. 


Geo. Bugbee’s Comments 


Commenting on the survey, George 

3ughee, president, Health Insurance 
Foundation, pointed out that four out o! 
five persons interviewed by the N.O.R.C 
said they had a family physician to whom 
they turned regularly when they wert 
sick. Most patients, furthermore, “re- 
ported a very good opinion of the abili- 
ties of their family physicians, reflecting 
a confidence that is certainly related to 
success in patient care. 

“Clearly,” Mr. Bugbee continued, “the 
personal character of the relationship 
between patient and family physician ha‘ 
not given way to impersonal arrange: 
ments for physician services. Gool 
medical care will always depend on how 
early during illness a physician is cot 
sulted and how readily his advice is at: 
cepted by those who ask for it. The 
public ‘has unerringly perceived these 
basic facts, Otherwise people would no! 
ask, as they do, that a family physiciat 
be the first ge to home or hospital 1! 
time of. stress or whenever advice 18 
needed for the maintenance of goo! 
health.” 

Preliminary findings of the study att 
carried in the HIF publication “Progress 
in Health Services.” 
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The insurance man who 
earns his CLU key becomes 
a much more valuable man 


to his company ... to his 





clients ...and to himself! 


To advance themselves professionally, conscientious 
and ambitious underwriters each year enroll in the 
study programs, offered by the American College of 







































New“key’man in the company! 


Life Underwriters, which lead to the designation of 
Chartered Life Underwriter. 

With the knowledge and experience gained from 
successful completion of these study programs, the 
new CLU can render more valuable service to his 
clients. At the same time he gains prestige and an 
added sense of self-confidence which helps him sub- 
stantially increase his business. 

Why not start on your way to becoming a “key” 
man in your company by getting full information on 
next year’s CLU study programs and examinations. 


New York Life ag NEW YORK ure AGENT 
Insurance Company b be Mo Sonan 


A MUTUAL COMPANY FOUNDED IN 1845 i 


Life Insurance « Group Insurance « Annuities + Accident & Sickness Insurance « Pension Plans 
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